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—Tangent, 
i adjustable through plate area in cover. 
—Valves, 

of lightweight, long-wearing Bakelite. 


~—Index, 
either straight reading or circular reading 
types. 

Oil Impregnated Powdered Bronze 
Bushings, 
at every bearing point. 


~—-Single Joint Construction, 
minimizes leakage risks. 


~-Interchangeable Valve Plate, 

simplifies maintenance. 
—Diaphragm, 

of imported sheepskin (synthetic optional). 
—-Outer Case, 

of strong, corrosion resistant aluminum alloy. 


You will measure better, serve better and 
proiit more when you offer “‘city-type’”’ gas 
Service to your customers using Rockwell 
LP-cas meters. Get full facts today by writing 
for catalog and price list. 





ROCKWELL MANUFACTURING COMPANY Pitsbursh 8, Pa. 


Atlants Boston Charlotte Chicago Dallas Houston Los Angeles = Midland, Texas YOU CAN RELY ON ROCKWELL 
N. Kansas City, Mo. New York Philadelphia Pittsburgh ‘San Francisco Seattle Shreveport Tulsa 


Headquarters for L.P. gas Information Since 1931 


THE FINEST IN ENGINEERING AND CONSTRUCTION FOR ACCURATE, 


LONG LASTING MEASUREMENT 
Seattle Public Library 
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Fromcap 
to foot ring... | 


Hackney RC-I00A 
assures extra values 


Strong protective cap goes on and off easily because of 
accurately machined threads. 

Easy, positive identification assured by depth-controlled 
stamping of ICC data. 

Minimum seam area results from two-piece construction. 
Single girth weld is X-ray controlled for soundness and 
uniformity. 

Light tare weight saves shipping and handling costs. 
High-strength steel resists handling knocks. 

Sturdy, curled and vented foot ring hugs cylinder to form 
smooth, crack-free joint. Welded on all the way around. 
Specially prepared, field tested two-coat bottom head 
protection provides extra corrosion resistance where it 
counts most. 

Send for our helpful booklet on buying LP-gas cylinders. 
Answers forty questions you should ask before making 
your decision. 


“ames Pressed Steel Tank Company \ 


. 1487 South 66th Street, Milwaukee 14, Wisconsin 
Manufacturers of Hackney Products 


52 Vanderbilt Avenue, Room 2099, New York 17 © 227 Hanna Bidg., Cleveland 15 

936 W. Peachtree St., N.W., Room 112, Atlanta 3 ¢ 208 S. LaSalle St., Room 790, 

Chicago 4 ¢ 552 Roosevelt Bidg., Los Angeles 17 © 4550 W. Main St., Room 204, 
Kansas City 6, Mo. ¢ 138 Wallace Ave., Downingtown, Pa. 


LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 





be STEEL CORPORATION 7 


~ (MEMPHIS, TENN.) 





NEW... Easier-to-use. .. FITTINGS 


New Flint tanks have individual fittings 
that can be quickly, easily replaced if neces- 
sary. They’re the finest fittings made, 
placed in a unique island bar — easily 
reached for finger-tip control. Heavy gauge 
steel dome gives complete protection. 





SPECIFICATIONS 

eMATE, aren WS | eee ’ ' 
350 aap on cae FLINT, long known for finest quality construction, 
330 30” 116” 825% shop inspects every plate and completed vessel. 
500 37” 120” 1250# Every component, even to the superior paint finish, 
1000 a1” 193” 2550# is the best. They’re built in accordance with ASME 
code for 250# psi working pressure, with Under- 
Complete Information Available writer's Approval. Flint tanks are unequalled buys 


from Flint or any ANCO office. — so, are easier to sell. 











rt: FLINT STEEL CORP. 


SUPPLY CO. 
TULSA MEMPHIS 
21st and Union e@ Tulsa, Okla. @ LUther 4-6187 LUther 4-1441 Whitehall 2-2432 
Minnecpolis Des Moines e East St. Louis 
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Like the small craft pilot relies upon the beacon to guide him 
to port, so you can rely upon Beacon Petroleum to guide you 
successfully through the winter months. Beacon has the facilities 
and the experience to fulfill your every Butane Propane need. 
Beacon has grown to a leader in the LP Gas field through 
prompt and efficient service to customers . . . getting them 
what they need when they need it. This service has helped 
them grow too. Why don’t you grow with us? 











PETROLEUM COMPANY 
TULSA e HOUSTON 
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T-70 Standard Thermostat 
... quick response, snap 
action type with flush-set 
roller dial. Built-in heat 
anticipation. Stainless 
steel face plate eliminates 
“tell-tale” fingerprints. 














T-231 Air Conditioning 
Thermostat... provides 
single-point control for =—s_ wa 
combination heating | [ T-270 Tempotherm... combination 
and cooling systems. — clock thermostat which switches from 
Features dual mercury day to night temperatures absolutel 
switch type thermo- a automatically. Set it once like a cloc 
stats...available with —§ an 00m —then forget it. The thermostat does 
either single or two- | [a j the rest. 

stage operations. we 

















Every one of these important B-50 components has established itself in its 
particular field as an outstanding performer. Each has been selected time 

and again for inclusion in a control system as an outstanding sales feature— 
a guarantee of dependability, accuracy, and efficiency. With such a record of 
individual stars, these outstanding components leave no doubt that, 

in combination, they are unbeatable. That’s why a custom-matched 

General Controls thermostat, valve, limit, safety and pilot indeed constitute 
a “dream team” for the ideal 24-volt gas heating control system. 
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offers you the world’s 
most efficient 24-volt 
oF Y—-eotolal ice) mh s-) (- Jaa 


L-44 Fan and Limit Con- 
trol... newly developed, 
extra sensitive fan and 
limit control, with power- 
ful S-sha bimetal ele- 
ment. Multipoised, simple 
to install, mounts flush 
and requires no leveling. 














A-100 Thermopilot Relay 

. single couple design 
with manual or automatic 
reset. Contacts open when 


Whisper-Quiet B-50 Electric Dia- 
phragm Valve ...the industry’s most 
compact, highest capacity, diaphragm 


pilot flame goes out, auto- 


S) matically close when it is 


restored. Also available in 


gas valve. Pioneered by General 100% safety shutoff models. 

Controls, the B-50 has pres - . 260 Pilot Burner with 2600 Ther- 

dependability over the years b J “= mocouple... famous General Con- 

outstanding service record. Avai ble ; trols Snorkel design posses all 

. all standard sizes and capacities primary air throu — pilot flame to 
for all gases including LPG, sour, and incinerate dirt and lint, and main- 

scrubbed coke gas. tain pilot efficiency. 
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General Controls’ complete 24-volt system is the strongest possible 
guarantee of lasting satisfaction. To the manufacturer, the B-50 means a 
better end product, enhanced by perfect control performance... 
to the dealer, a better product because General Controls’ 
reliability insures against costly “call-backs’’ 


A country-wide network of 40 factory branch offices stand ready to 
serve you. Consult the yellow pages for the one nearest you. 


GENERAL CONTROLS 


MANUFACTURERS OF AUTOMATIC CONTROLS FOR HOME, INDUSTRY AND THE MILITARY 


FIVE PLANTS: IRON MOUNTAIN, MICHIGAN * 
GENERAL CONTROLS - Penrex controts LIFO 


GLENDALE, CALIFORNIA * BURBANK, CALIFORNIA * 
40 FACTORY BRANCH OFFICES SERVING THE UNITED STATES AND CANADA SKOKIE, ILLINOIS » GUELPH, CANADA 
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BIGGEST LP-G YEAR EVE 
COSTS WITH (272 HIGH 


They Earn More! They Cost Less! 


PAYLOAD | 
SPECIAL aH Fig 


The Nor-Tex Payload Special is built especi 


Wiel maneka 


A PLAN TO MEET EVERY WeEtD: 


ally for profit-minded LP-Gas dealers. Like all Nor-Tex ‘Package Units” 


the Payload Special is specially fitted for the job it has to do—from the tank right on down to the wheels and tires! 
Immediate delivery can be had on this popular Nor-Tex Unit (1250 WG to 2400 WG) mounted on new International 


a « eh 


POPULAR NOR-TEX STAR 
Domestic Tanks 


Immediate delivery on one or truck load lots. 
Every custom designed Nor-Tex Star is fabri- 
cated to rigid specifications and double tested. 
They exceed national, state and local require- 
ments. Each tank is smoothly finished and alumi- 
num painted over red oxide. These are the safest, 
finest quality tanks you can buy. 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


PRODUCTS 
eo ey: md 


National Sales Agents for 


Harvester, Ford, Chevrolet or GMC chassis ... completely equipped and 
ready to go! It includes features not found in any other combination. It's 
skirted, plumbed and perfectly balanced with roomy, double door cabinets 
having ample space in either cabinet to house hose reel and meter. It comes 
complete with Viking KK 200 Pump with Mechanical Seal, 50’ Filler Hose, 
ICC Lights, Power Take Off with Spline Jack Shaft. The finish is white ename! 
over red oxide. 


SELL 


Profitable Tractor 


Conversions 


PREPARE NOW to Serve this Rich, New LP-G Market! 


Conversion business is booming! Users report up to 60% savings on fuel . . . Oil 
consumption reduced to 80% ... Engine wear reduced 75% ...2 to 1 engine 
life ratio... Oil dilution and carbon deposits eliminated ... Repairs slighi.. 
Replacement of parts practically nil! TELL ihese advantages of LP-Gas in Inic 
Combustion Engines and you'll SELL conversions of all types of mobile anc 
tionary equipment. You can buy a custom-built Nor-Tex fuel tank at a “producti 
line price’ complete with mounting brackets and fittings. Just bolt it on 
connect it up. 


BALANCE YOUR LOAD THE: 


u 
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AHEAD! SLASH DELIVERY 
|FLOW PIPING ::.:---.;. UNITS! 


| They Do the Job Quicker and Easier! 


Order now the Nor-Tex delivery units you'll certainly be needing 


this Winter to meet the greater customer demands. Be ready for BUILT BY MEN WITH 
this “‘greatest year in LPG History."’ Nor-Tex High Flow Piping MINT 

units are famous for loading and delivering LP-Gas faster. Every of BULK P LANT 
‘Package Unit"’ is ‘Perfectly Balanced" and built by men with 

years of bulk plant experience. Their ‘‘know how”’ has included DELI VER » 


every convenience ... every safety feature in these internation- 
ally popular Nor-Tex models. That's why they’ll save you more 
j time and money all down the line. 


EXTRA SAVINGS on Complete Nor-Tex Pipe-It-Yourself “Package Units’ — Nothing More to Buy! 


MANUFACTURERS OF 
FINE LPG EQUIPMENT 


Whatever your needs in LPG equipment there is a 
factory tailored Nor-Tex unit ready for you! We 
manufacture LPG Truck and Transport Tanks, and 
we are truck distributors. We manufacture all types 
of LPG Tractor and Motor Fuel Tanks, Portable 
LPG Filling Stations and Trailer Tanks, LPG Stor- 
age and Domestic Tanks, Farm Carts and Anhy- 


drous Ammonia Tanks, all built by men with years 
STANDARD TWIN a of Butane-Propane bulk plant experience. Phone, 
| 


EXPERIENCE 












wire or write us. Interested attention, experienced 
assistance and helpful suggestions are always yours 
for the asking. 


WE ARE AUTHORIZED TRUCK DISTRIBUTORS 


Every Unit Priced 
Completely Equipped 
and Ready to Go... 

Excise Tax Paid. 


2 PLAN TO MEET EVERY NEED? 









FARM CART Spots Your Fuel 
Where You Need It 


The Nor-Tex Scout is easy to ‘‘spot’’ with car, truck 
or tractor. Complete with recessed relief valve. 121’ 
delivery hose, %’” OIC valve and hose coupling. 
Mounted on a heavy duty axle with standard Chevro- 
let hub and 15” wheels. 









rketll ili 
390 WG — 

Ol Nor-Tex DELUXE TWIN 

eras COUT What Nor-Tex Fleet Owners Say — “With NOR-TEX equipment we deliver 
ight = more gas at a lower cost with no wasted time! In 10 minutes we fill a 1500 
In 1” . WG Bobtail ... 150 GPM. With only the ‘slightly-over idle’ sound of the 
we motor the Neptune meter registers 30 GPM as we quietly fill customer tanks. 
buch $250°° Completely Drivers love their complete accessibility, perfect balance, easy handling 


lg Safe! and safety features.'’ — Lester Senty, Owner and Merle Sacia, Manager, 


Tru-Gas Company, LaCrosse, Wisconsin. 


ES NOR-TEX WAY — FINANCE THE BALANCE 


oye :'0) an DAL 
N K Cc © BENTON, TEXAS 
ms CENTRAL 5416 


LESS TIRES 
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- What's 
your 
requirement? 


There’s a SCAIFE FueLPack 


To meet the increasing per capita consumption of 
LP-Gas, Scaife Company now offers the LP-Gas 
Industry a diversified line of both top and end 
overated A.S.M.E. Above Ground systems. 

End operated designs are available in water 
capacities of 250, 285, 500 and 1,000 gallons, and 
top operated designs in water capacities of 250, 
285, and 500 gallons. 

You can rely on Scaife FueLPacks to give com- 
plete satisfaction. Only the highest quality materials 

. . carefully selected for LP-Gas service . . . are 
used. Each unit complies with the American Society 
of Mechanical Engineers Code and is listed by the 
Underwriters’ Laboratories, Incorporated. 

The most modern manufacturing techniques are 
employed, using advanced production equipment. 
Every tank is subjected to exceptionally rigid 
quality control procedures including a hydrostatic 
test for structural strength and an air test for gas 
tightness. Dependability is assured by thorough 
checks conducted by qualified line and quality 
control inspectors. 

Check the list of FueLPack advantages and you’ll 
see why Scaife FueLPacks are becoming the choice 
of more and more LP-Gas men. 


L New16’ wide removable curb box 


Permits free access to system valves and regulator 
during tank filling—hook-type hinge can’t jam 
or rust. 


Lightweight, high-strength 
steel construction 


Tank heads designed for maximum strength .. . 
built, tested and inspected in strict accordance 
with the American Society of Mechanical En- 
gineers code. Each tank carries the Underwriters’ 
Laboratories, Inc. listing. 


Extra strong lifting lugs 

Each tank is equipped with two 1” wide lifting 
lugs of %” bar stock. Lugs are integrally-welded 
to the tank for maximum strength. 


Easy fuel-level inspection 


Serviceman or home owner may read the fue!- 
level gauge without unlocking or opening tle 
curb box. 


Extra-strong tank supports 


Integrally welded to the tank and provided wii 
slotted bolt holes for easy installation where bo'’s 


A tank that’s shipped dry 
Every SCAIFE tankis dry before it leaves the plar ‘. 


SALES OFFICES: 
GENEVA, ILL. 
ATLANTA, GA. 
RIDGEWOOD, N.J. 
OAKMONT, PA. 


CONMIPANY 


MAKERS OF PRESSURE VESSELS AND DRAWN SHAPES 
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End Operated Type EA=The Fuel- 

Pack equipped with multiple valves 
- available in 250, 285, 500 and 

1,000 gallon water capacities. 


ES 


Top Operated Type TA—The Fuet- 
Pack equipped with a multivalve 

. available in 250, 285 and 500 
gallon water capacities. 


————____________» 


above ground system to fit your needs 
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Tue scaire FucIPAck LQUERED GAS SYSTEM 
Scaife Company guarantees to the original purchaser of the Sesife Liquefied Gas System which 


the serial number below that Scaife Company will replace or at its option repair any part of 
the Sytean which widin one year from the date of intallation proves to be 
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ordinances and regulations; and provided the enclos 

to Scaife Company within thirty days after implied, has been or will be made by or in 
guarantee warranty, either express or * replacement, 

belo Safe Company with eect ose Sytem he intl Daina, tor 

repair of the System; and the purchaser agrees that ‘ ise for damages to any person or property 

its dealer shall be liable by virtue of this guarantee or 

or for any labor or freight costs. 





SCAIFE COMPANY 





a 


SCAIFE COMPANY 
26 Ann Street 
Oakmont (Pittsburgh District) Pa. 


Please send me a free copy of your folder, “Scaife 
Above-Ground Tanks.” 








— 
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EVERY FueLPack 
carries a written guarantee: 





The Scaife Company backs up every FueLPack 
Tank with a written guarantee. This is the pur- 
chaser’s assurance of a safe, high-quality tank 
that will perform efficiently and dependably over 
an exceedingly long service life. 
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6 SUPER - 


...the key to greater 


ALLTROL’ Grr Somer Berne 


YT cave a real selling story to tell . . . fea- 











tures to talk about . . . to demonstrate. If 
you want to make the sale—fast—show 
what a truly modern range is! The 6 
“magic” flames of Alltrol Center Simmer 
Burners provide the 6 super-selling points 
you need to make more gas range sales, 
get buyer action sooner—with less effort. 


It’s a fact: gas ranges equipped with these 











_cleor vive — saa famous burners. outperform all other 


st Cooking ond the just-rt 








és - *« Cleane aaa dl f . ' 
ae a acken Pons poil-overs- pe ranges — regardless of price or type o 
ee elimina g—Tiny Pre 
ee Warm Hea fect for fuel used. 
* Handy keep Wi and beverages Per 
flames mee ut further cooking! - 
serving om enter ae 
x Low Frying Heer cooking Fan WRITE TODAY FOR FREE 
same Sere jiminates ves" DEMONSTRATION PLANS 
d bacon. © 
oijer the frying POP: . of 
Mie ience—No senatclnd any ' 
nvenience— tensil on : aMe 
* Greater Corr ners—Use ad oo heat by Handy pocket-size sales manual, describing a 
ans eh And you con set the 
rner : . P 
wen or by sound: sor, on fuel dozen quick, easy, effective demonstrations to 





saving—for 


to 
x Thiiftier —_ pe important othe 10P dramatize the 6 super-selling points. Yours 
ing is ¢° 


for the asking. 
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SELLING POINTS 


gas range sales 














Instant full flame .. . brings 
foods to cooking temperature in 
shortest time. 





“Click”... convenient Low 
Frying heat . . . provides per- 
fect widespread low heat for 
“most used’ frying operations. 


It pays to have a modern 


range connected to gas... 
and demonstrate the won- 


derful Center Simmer Burner. 





“Click”. . . efficient Center 
Simmer maintains boiling in 
any covered utensil. 








“Click” . . . gentle ‘‘Keep 
Warm" heat... keeps foods 
perfect for serving without 
further cooking. 








- HARPER-WYMAN COMPANY 


DEPT. 115-B © 8562 VINCENNES AVENUE e¢ CHICAGO 20, ILLINOIS 
ORIGINATORS OF CENTER SIMMER BURNERS 





E NOVEMBER, 1955 ) ke 








Sensational New Sales Maker! 







NOW YOU CAN FEATURE THE 
GREATEST ACHIEVEMENT 
IN THE HISTORY OF 
efekoy @i i c7 











“Set It and Forget it”’ 
Top Burner Cooking 


Turn dial to desired temperature. 
“Tem-Trol” maintains that tempera- 
ture accurately until foods are done. 


























“Personalized” Cooking Chart 


Gives proper temperature settings for 


ROPER SUPER DELUXE 
with “TEM-TROL” 


.NO OTHER TOP BURNER SO EFFECTIVE! 4 


~ ROPER & TemTrol & 


Lights automatically at the turn of a dial. 


popular foods, also cooking times. 




















Pre-heats rapidly to selected temperature. 
Automatically maintains correct temperature until foods are done. 


Keeps foods at serving temperature for as long as desired. 
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PROVIDES A DEGREE OF 
PERSONALIZED COOKING 


NEVER BEFORE POSSIBLE 





Only“TEM-TROL” Gives You These 
Three Great Selling Advantages 


Holds any selected temperature .. . even below 
boiling. Spring maintains contact with utensil. 


ay WIDE-RANGE HEAT DETECTOR 


SUPER-SPEED BURNER 


& Reaches cooking heat unbelievably fast. Saves 
time. Saves gas. Plenty of heat for any utensil. 


“KEEP-WARM” BURNER 


Tiny, tiny keep-warm flame permits extremely 
low heat selection . . . the lowest settings ever. 







ER Jenrtrol 


AUTOMATIC CONTROLLED-HEAT TOP BURNER 
WITH LOWEST HEAT SETTINGS EVER OFFERED 





Entirely new! Exclusively different! ROPER “Tem-Trol” 
is far more than just another top burner. It provides a 
wider range of cooking temperatures than has ever been 
available before. It maintains a lower cooking temperature 
than any previous burner has been able to reach and hold. 
“Tem-Trol” gives you a super-strong, sure-selling story. 























ENAMELWARE 





OTHER FINE ROPER PRODUCTS... 


ROPER “arRANGEable” built-in gas cooking units 
ROPER “DRY-AIRE" automatic gas clothes dryer 


GEO. D. ROPER CORPORATION ©® Rockford, Ill. | 


NOVEMBER, 1955 


“TEM “TROL ” makes any ordinary utensil an automatic 
controlled-heat utensil .. . regardless of material 





GET “TEM-TROL” DETAILS TODAY! Ep 





CAST IRON 








I’m interested in the ROPER ‘“‘Tem-Trol” auto- 
matic top burner. Rush me full details. Is the 
ROPER franchise available in my community? 


Company Name.....ccccecsecccccccccssesscecers 
Individual’s Name. ....ccccccccccccccccsccccccecs 
} Street Address.....ccecssccecccccccsccscssescecs 
} 


BP 1155 


eeeeeeeeseeeeeeeereree 
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NDE 


IS THE PAYLOADER 





TRINITY is delivering more large capacity truck tanks like the 
famous Payloader series than anyone else throughout North Amer- 


ica, because they make greater payloads available everywhere. 


e You get bigger profits with PAYLOADER trucks on those long 
winter hauls, with fewer stops, less driver and truck time. And, like 
all TRINITY trucks, you know they are rugged, built for long serv- 
ice, hard use and economy of operation. @ Payloader trucks are 
designed to meet all universal axle load requirements in all “Thaw 


. 


Law” states, and are equipped with the exclusive “‘advanced de- 
sign” plumbing furnished only by Trinity. ¢ Insist on Trinity’s 


Payloader models — in capacities of from 2175 to 2450 WG. 








“GAS DE SAN RAFAEL © 


; 
PACOYAN- t ” T 
APAKs 








Trinity goes to Mexico 












the NEW TRINITY STORY Congratulations to ol | 
LPGA on their | 


Write today for your beautiful 16-page 
booklet covering the entire Trinity 
line of truck tanks, storage tanks and 
transporis. 


Tanques-Aeros Trinity 
S. A. Calle Poniente 


25th Anniversary 
150-4734 





Mexico 16, D.F. 
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Twin Barrel Model No. 100. 2450 WG cap. 46” dia. X-rayed and stress 
relieved. Cab-over-chassis with gross loaded weight of approx. 23,000 Ibs. 


Twin Barrel Model No. 100. 2175 WG cap. 250 Ib. WP. Combines all famous 
Trinity features including the neatly designed performed sectional skirting. 





Twin Barrel Model No. 100. 2450 WG cap. 46” dia. Features unique tandem 
trailing axle for “Thaw Law” states, and two large “Space Saver” compartments. 





ASK US—about financing your new trucks, 
25% down, 24 months at 5% per year. 
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Year after year after year... 
Here’s why more 
P-Gas and LP-Gas 

Appliances are sold 


under this abe Gite 


than any other: 


Only Skelgas Offers Dealers These 
Important Advantages That Mean 
Leadership in Sales and Prestige: 


Skelgas has America’s best name in 
LP-Gas. Recent surveys showed 
that 71.5% of those interviewed 
listed Skelgas first when asked 
about LP-Gases. 


Guaranteed dependable supply—no 
shut-off when demands suddenly 
increase in peak winter months. 


Mature leadership with 28 years 
marketing experience. 


Huge fleet of tankcars and trans- 
ports, to give you dependable serv- 
ice wherever Skelgas is sold. 


Trained field men who give you 


SKELGAS DIVISION, SKELLY OIL COMPANY, P. O. BOX 436, KANSAS CITY, MO. Sales Offices: Des Moines, lowa ® Indi 


assistance in engineering, sales, 
advertising and operations. 


America’s leading line of top-quality 
appliances, specifically engineered 
for LP-Gas. 


Why not get the facts about the 
extra advantages of Skelgas? Drop 
a line to Skelgds Division, Skelly 
Oil Company, P. O. Box 436, Kan- 
sas City, Missouri. No obligation. 


kelgas 


~—s 














The industry’s most famous — 
ances, like this Skelgas Con- 
stellation dryer, build ‘‘big 
ticket” business, help you sell 
more gas! 


“The Name That Made [P-Gas Famous!” 


, Ind. © Jackson, Mich 





Kansas City, Mo. ® Lincoln, Nebr. © Lubbock, Texas ® Milwaukee, Wisc. © Shreveport, La. © St. Louis, Mo. © St. Paul, Minn. e Denver, Colc. 


16 


BUTANE-PROPANE News 





"ages pt oR gg nagar ou dag oggp gee cmaagmn Rang aR CREEPS so: emcamimmeammaaiies 


HERE’S WHAT SELLS HEATERS... 


Expressly designed to provide greater warmth . . . more comfort. 
The easiest of all to clean... inside and out... Here’s why: 
wide service door, entire lower back area fully open, top louver 
lifts out. Exclusive directional louvers direct the heat at an 
angle into the room and away from the walls .. . affording better 
circulation .. . cleaner walls ... Only Peerless has it. This ad- 
vanced design will be good for many years ...a feature the smart 
buyers demand. There’s greater economy... greater heating 
efficiency in a Peerless because it’s built by heating 
_ specialists with over 70 years of know-how. Top flight 
. quality is evident at a glance... and still more so to 
the most discriminating that look at every minute 
detail. These are only a few of the countless 
\ features that make Peerless the greatest 
\ heating value in today’s market. Sold 
thru better Distributors everywhere 
... Of write us for literature. 
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Moisture in Tank 


Montana 

I would like to know if it is pos- 

sible for a 1000-gal. propane tank to 

condense moisture in it if it is empty 

but still have about 15 lbs of vapor 
left in it. 


I am having a little trouble with a 
customer of mine over this. He thinks 
that it is impossible for water to get 
into a tank unless we pump it in with 
our trucks. 


R.D.B. 


Provided the tank was dry when it was 
first placed in service, and if there has 
always been pressure maintained in the 
tank, then no moisture could enter the 
tank except with the fuel. 

You as the distributor may be innocent 
because the water could have been in the 
fuel when it was received from your sup- 
plier. Again, it may have entered the fuel 
through careless handling at your plant 
or elsewhere by moisture from rain or 
snow entering the hose, valve connections 
or other fittings, and then being picked 
up by the fuel. This may happen at any 
transfer point. Have you had trouble with 
other accounts? 

Our booklet No. 5—“Bulk Consumer Sys- 
tems”—has an excellent section on regu- 
lator freeze-ups, the causes and means of 
preventing or alleviating the troubles.— 
Ed. 


Cold Weather Problem 


Arizona 
One of our local architects has an 


operational problem at a government 
installation. 


The agency is using a 35,000-gal. 
‘tank for supplying gas to 22 homes 
2quipped with 75,000-Btu heaters, in- 
dividual gas ranges and water heat- 
ers and also has a 2 million-Btu 
oiler on the same 3-in. line, which 
s the main artery for the house 
ervice. 


There has not been any problem 
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at all in supplying the vapor gas for 
this system; but also connected to 
this tank is a 250-hp Buda engine 
located approximately 200 ft from 
the tank with a %-in. liquid line 
running to it. The engine is equipped 
with a first-stage regulator set at 10 
lb, with the heat exchanger and all 
operating at atmospheric pressure. 
They state that the liquid line pres- 
sure has been running in the cold 
winter months as low as 25 lb when 
the full vapor load is in effect. 

Now, the problem is this: In the 
cold weather, the engine will not 
operate satisfactorily, missing and 
showing other evidence of insuffici- 
ent fuel supply. After experiencing 
considerable difficulty along this line, 
we hooked up a 1000-gal. tank to the 
engine, and during the same cold 
temperatures received perfect oper- 
ation. 

A representative of the Buda En- 
gine Co. claims that you could have 
a vapor pressure of 25 lb or more 
from the top of the tank and not have 
a corresponding liquid pressure. This 
is something I cannot follow, as it 
seems reasonable to expect at least 
an equal liquid pressure, if not a 
slight pressure, due to the weight 
of the product. 

It seems there are two means of 
solving the problem in case it is nec- 
essary to have additional pressure at 
the engine exchanger, and that would 
be to put on a vaporizing unit for the 
35,000-gal. tank or locate a 1000-gal. 
tank at the engine, connected direct. 
Since they do not have facilities to 
fill the 1000-gal. tank from the large 
tank, it would cause considerable dif- 
ficulty since the 1000-gal. tank would 
not carry the engine between trans- 
port loads, so they were wondering 
if they could hook ‘up a liquid line 
direct to the 1000-gal. tank from the 
large tank. 

It was my thought this would be 
satisfactory if they never let the 
1000-gal. tank overfill, and they won- 


dered if there was some way this 
could be handled automatically 
where the connection would be free- 
flowing continuously. 

To my knowledge, it would not be 
feasible to handle in this manner, but 
thought you might have some sug- 
gestion along this line whereby they 
would not have to continuously 
watch the 1000-gal. tank and could 
have it equipped with some auto- 
matic filling device where there 
would not be a possibility of over- 
filling beyond the 83% marker. 


F.B. 


If the gas pressure in the vapor space 
of the tank is at 25 lb or at any other 
pressure, the liquid is at the same pres- 
sure plus the weight of the column of 
liquid, if there is any appreciable depth. 
There are two questions, however. 

(1) Is the pressure gauge reading ac- 
curately? This is, in a measure, imma- 
terial unless the tank pressure is much 
lower and not adequate to force the liquid 
to the engine. 

(2) What is the elevation of the con- 
vertor on the engine relative to the level 
of the liquid in the tank? 

It is assumed that the liquid line is 
buried. The soil may be much warmer 
than the liquids in the tank. This is due 
to the refrigerating effect on the liquid in 
the tank caused by evaporation of liquid 
to form gas for the vapor draw-off. The 
liquid in the warm underground line will 
boil and form a large amount of vapor to 
displace liquid in the 34-in. line. This may 
overload the line and cause an undue 
pressure drop, part of which may be in 
the small copper tubing and openings in 
the filter and conventor on the engine. 
This could account for lower pressure at 
the engine than at the tank. Also if the 
engine is at a higher elevation than the 
tank, there will be about 1 lb drop for 
each 4 ft of elevation of the engine above 
the level in the tank plus friction and 
other restriction losses. 

The %-in. line appears adequate under 
normal conditions. However, it may have 
some serious restrictions in it such as sand, 
dust, scale or similar material jammed in 
one or more elbows. Without knowing 
more about the installation we cannot 
advise where to check first. Cleaning the 
line may eliminate the trouble. 

Since the unit operates satisfactorily in 
ordinary weather when the pressure is up 
and the tank is not refrigerated, a vapor- 
izer will prevent the low pressure condi- 
tion. 

A second liquid tank located near the 
engine but fed by the large tank may not 
improve the condition unless the trouble 
is due to a restriction in the underground 
34-in. line. The reason it will not help is 
that there is no way to build up the pres- 
sure in the second tank. If the %4-in. line 
has a restriction, the second tank might 
help since it would act as a reservoir and 
separator so that liquid only would move 
on to the engine. 

The liquid can be pumped from the first 
tank to the second. After filling the tank 
the pump can be shut down again. A 
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Caloric PALM SPRINGS new 40" range 


With automatic oven timer, extra 
large ‘“‘Harvest’” oven and Roto- 
Ray Barbequer. Also available with 
6 top burners, 2 ovens and Lo- 
Broiler. 





























Caloric WHITE SANDS new 36" range 


With automatic oven timer and with 
both full-size oven, ‘‘Pastry’”’ oven 
and Lo-Broiler, or one oven and 
Ultra-Ray Hi-Broiler with Roto-Ray 
Barbequer. 




















Caloric SEA ISLE new 24" range 


With automatic oven timer, 20" 
“‘Harvest”’ oven, and full-size Lo- 
Broiler, 4 top-burners. 
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THOUSANDS OF YOUR CUSTOMERS ARE SEEING 


Arlene Francis 


DEMONSTRATE 
THE SENSATIONALLY NEW 
AND ULTRA-CONVENIENT 


ON HER NBC-TV NETWORK SHOWHOME 


For your biggest Fall Season—meet the demand she’s creating 
for modern cooking’s most spectacular advance with this master 
line of all-new Caloric gas ranges 


This wonderful automatic feature makes all cooking fool-proof. Your customer need 
only set the dial to the desired temperature (just like an oven control) and the miracle 
THERMO-SET top burner does the rest. The THERMO-SET Sensing Element keeps the 
temperature of her pot or pan just where she wants it..automatically! No burning! 
No scorching! No boil-overs! It’s just one of the many years-ahead automatic fea- 
tures of the colorful Caloric gas ranges. 


Others are the In-a-line timer with bell, oven indicator light, timed appliance outlet 
and ‘‘matchless’”’ performance. And for year-around rotisserie barbecuing, there's 
the famous Caloric Roto-Ray Barbequer. 


Distinctively styled by Peter Miller Munk Associates, the new Caloric gas ranges 
have angled panel controls and smartly designed backguards with indirect fluorescent 
lighting in four glowing pastel hues. 


Yes, for up-to-date automatic cooking conveniences, the call’s for Caloric, now, 
more than ever, America’s easiest range to keep clean. 


CALORIC APPLIANCE CORPORATION, Topton, Pa. 


Ranges € Built-Ins ® Dryers e Disposers 






As presented on 


HOME 


BUTANE-PROPANE News 


<a OR 4 REFUND OF 
‘Guaranteed by > 
Good Housekeeping 
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check valve in the line will prevent re- 
turn flow. Compression of the gas over 
the liquid in the second tank will improve 
the pressure slightly. 

If the small tank is used as a surge or 
separator tank and the feed from the large 
tank remains open as it does when direct- 
ly connected to the engine, there would 
be no danger even though the tank did 
fill above the 83% marker. Pressure build- 
up will force the liquid back to the large 
storage. There is a question though, if 
the pressure gets too low, whether the 
second tank will eliminate the trouble. 

The vaporizer to prevent low initial 
pressure seems the better solution.—Ed. 


Sand Drying 


Missouri 

A potential customer of ours in 

the sand drying business has been 
using fuel oil. 


He was wondering if there were 
any others around the country in this 
type of business using propane. At 
present he is a small operator, but is 
enlarging his plant. 

He has a dryer about 15 ft long and 
30 in. in diameter, with a fan on the 
outlet and one mixing the oil and air. 


We were wondering what would 
have to be done to convert this to 
L. P. gas. And if it would be advis- 
able. 

We can save him about 4 cents a 
gal. on fuel, but we were wondering 
if it would be advisable and if LPG 
would give him the same results. 


C.B. 


Yes, L. P. gas has been used for drying 
sand and other similar products. It has 
proved economical and quite satisfactory 
because of the extreme ease and exactness 
of control. 

We see no reason why the change -can- 
not be made satisfactory and cannot do 
a better job on drying than the oil.—Ed. 


Float Valve Needed 


Iowa 

We need a valve to handle propane 
vapor which will close in the pres- 
ence of propane liquid in conjunction 
with a vaporizer being contemplated. 
We realize that vaporizer manufac- 
turers use a. float valve to eliminate 
the possibility of liquid reaching the 
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burner. In our case, however, we do 
not intend to use a tank such as is 
commonly found and therefore we 
have no room in which to place a 
float valve. 

We will appreciate hearing if you 
have any suggestions as to how this 
problem can be solved. 

H.N.R. 


We do not know of any valve to handle 
propane vapor which will close in the 
presence of propane liquid except a float- 
type valve. 

The float-type valve is generally used 
one way or another to provide protection 
against liquid entering the gas stream 
leaving the vaporizer.—Ed. 


Testing Cylinders 


Netherland West Indies 


We use 100-lb ICC cylinders. Some 
new cylinders were slightly dented 
during transit. This does not look 
very serious. 

Will you answer these questions: 

1. Is it objectionable or unsafe to 
use cylinders with a small dent if 
pressure test shows sufficient 
strength? 

2. What is the test pressure for 100- 
lb ICC propane cylinders? 

S.T. 


It is not unsafe or objectionable to use 
cylinders with small dents in them if the 
metal is not gouged out or otherwise 
weakened. A visual inspection will usual- 
ly ascertain if the dent also contains addi- 
tional damage such that the metal is 
weakened. 

The test pressure is twice the design 
working pressure. That is, if the tank is 
an ICC 4B 240 or 4 BA 240, the working 
pressure is 240 lb and the test pressure is 
480 psi. The 4B, 4 BA or similar letters 
and numerals, designate the ICC specifica- 
tions under which the cylinder is fabri- 
cated. The numbers following the speci- 
fication designation represent the design 
working pressure. 

We are enclosing herewith a tear sheet 
from our August 1954 Butane-Propane 
News which contains an article entitled 
“How to Make Visual Cylinder Inspec- 
tions.” —Ed. 


Gas for Grain Dryer 


Ohio 
We are going to install gas to a 
grain dryer. The burner or burners 
have a capacity of about 4 million 
Btu. We are wondering just how we 
should install this. | 
We wanted to put a 1000-gal. tank 
and a high pressure regulator that 
will run to the burners and then re- 
duce to a low pressure. 
We have never installed to a burner 
with such a capacity and wonder if 


you would suggest what the best pipe 
size and regulator size would be wise 
to use. 


ER.G. 


A rate of 4 million Btu per hour will 
require about 44 gal. of propane per hour 
(4 million — 92,000 Btu per gallon). We 
do not believe a 1000-gal. tank, or even 
two of them, can carry this continuous 
load all day. It seems advisable for you 
to use a vaporizer of about 50-gal. capac- 
ity in conjunction with the tank. 

The 1951 printing of the “Handbook Bu- 
tane-Propane Gases” has a table on page 
317, with illustrations, covering the use 
of vaporizers. 

We cannot advise the pipe size because 
we have no idea how long it will be, nor 
how many elbows, valves and fittings will 
be in it. You should first determine the 
equivalent length of pipe in the run by 
measuring the actual length of pipe re- 
quired, then adding the allowance for 
elbows and fittings in accordance with 
Table 1 on page 316. Then determine the 
size of line required from Table 4, in the 
same manner as described below Table 4. 

It would appear that 1-in. is about the 
minimum size pipe which you should con- 
sider for runs of up to 100 ft of equiva- 
lent pipe length. 

It is suggested you contact your regu- 
lator supplier to help you size the proper 
regulator for this service. Be sure that 
the secondary regulators have adequate 
capacity for the low inlet pressure of 10 
or 15 lb which will be fed to them from 
the primary regulator through the long 
gas line. —Ed. 


Boat Installation 


Michigan 

We have recently received an in- 
quiry from a small yacht owner re- 
garding the feasibility of a gas re- 
frigerator on a pleasure craft. We 
have heard of some installations of 
this kind and presumably they are 
satisfactory. 

We are wondering if there is any 
code governing the installation of 
gas refrigerators on pleasure craft 
and what is the experience of the 
L. P. gas industry with respect to 
this field. 

L.M. 


You should contact the nearest Coast 
Guard office for the final word in this 
matter. They have specific rules for the 
use and installation of equipment on small 
craft. 

We know of some pleasure craft that 
are equipped with L. P. gas stoves and 
refrigerators. The service cylinders and 
regulators are generally placed on the 
upper deck and the low pressure gas piped 
to the refrigerator and stove. 

It is our understanding that pleasure 
crafts not for hire may use L. P. gas in 
this manner, but any small craft that carry 
passengers such as pleasure fishing craft, 
small ferries, etc., are not permitted to use 
it —Ed. 
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HOY) OCC Mains 


MAY WE CONGRATULATE THE BOARD OF DIRECTORS OF THE LPGA 
on its recent unanimous decision to establish a new division of 
the Marketers' Section, with the special assignment of promoting 
summer consumption of L. P. gas and the ultimate objective of 
balancing the winter/summer load ratio on a basis of 1 to l. 








The action of the Board was taken in response to interest 
aroused in both the producing and makreting ends of the LPG 
industry as the result of an analysis of the need and a proposal 
for action presented in this department of our February 1955 
issue. We consider it particularly commendable that the Board 
was able to reach its decision without the delays that so 
frequently characterize the conduct of affairs of large 
associations. Here is a brief run-down of what happened: 


Our editorial analyzed the problem and proposed as its 
solution the establishment of a new section of the LPGA with the 
specific duties of promoting tractor carburetion and other 
activities which increase summer consumption. A wave of favor- 
able response was immediately apparent. This showed its greatest 
strength among the LPG dealers of the Mississippi and Missouri 
valleys and the Gulf states, and among the producers in those 
same areas. This interest built up to groundswell proportions 
at the Chicago convention in May. 


LPGA officials pointed out that several of the activities 
that would be involved were already being carried out by various 
sections and committees of the association, and that the logical 
solution was to coordinate these activities and add such other 
elements as would be necessary to build a properly rounded pro- 
gram. This could be done within the existing framework of the 
association. The new board, at its meeting on the closing day of 








Continued... “3 








Continued... (/#] Beyond the Mains 





the convention, referred the project to the Organization Com- 
mittee, with the request for a thorough investigation and the 
recommendation of a program which was to be submitted to the 
next board meeting, in September. 


The organization committee asked for our help in estab- 
lishing the facts and in framing a program based on this 
investigation. This involved a conference to lay out the plan of 
the investigation, correspondence with a large number of 
individuals to establish the facts and solicit their sugges- 
tions, and a final conference to summarize the responses and 
build a program. This program, as formulated by the organization 
committee, was presented to the board and unanimously adopted. 
President McAllister was authorized to organize the new Division 
of the Marketers' Section, to select a name for the group, and 
to outline the scope of its duties. By the time this is in print 
these preliminaries are scheduled for completion, and the new 
division should shortly become a functioning body of the LPGA. 


This entire episode is, in our opinion, a fine example 
of individuals within an industry working together to help 
themselves. These results could not have been accomplished by 
any one individual, or even by a small group. The program is the 
result of the combined thinking and effort of a large number of 
people working toward the solution of a common problem. As the 
results become apparent, the thanks of the entire industry 
should be given to every person who contributed time and the 
fruits of experience in working out the problem. 





Now, a word about the activity of our magazine in con- 
nection with this project. One of the normal functions of an 
industry magazine is to keep abreast of the needs of its ] 
subscribers, and to present constructive suggestions for the 
solution of those problems. It is an obligation of leadership 
which it shares with the industry associations. Speaking per- 
sonally, it has been a source of great satisfaction to have been 
able to quarterback the play. We called the signals and put the 
ball in motion. But it was the team that made the touchdown. — 
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very Shell Propane Contract 
Customer has this assurance— 


ly propane supply is proved and 


reserved for me whenever I want it... 
along with the competent service 
that goes with it. 


roved reserves at 26 production centers. 








BUTLER 
LBluclelle. 


System 


a" MAKE 


SALES 


with convenient, distinctive 
end-fitted tanks 


Sell the system that stands out from the crowd. Sell the 
system engineered to help you build gallonage — balance 
your summer and winter loads. Sell Butler Blue Belle. 
Here’s why :— 

Blue Belle end fittings appeal to big commercial and ind:1s- 
trial customers. Convenient end fittings require less pining 
— make Blue Belles easier and more convenient to inarifold. 
Carburetion customers—truck owners and farmers—prefer 
Butler Blue Belle end fittings. They permit low, neat, con- 
venient installation when the long, low Butler tank must be 


a> 


elevated to provide room for a liquid pump. 

Household users like Butler Blue Belle distinctive two-tone 
color scheme and streamlined bonnet. Butler Blue Belle good 
looks stand out from the crowd — help advertise and build 
good will for you. 

Blue Belle quality and high-strength steel exceed ASME 
requirements for unfired pressure vessels. Tested and ap- 
proved by National Board inspectors and carry the UL label. 
Write today for complete information on Butler Blue Belle 
— the system that helps you sell. 


BUTLER MANUFACTURING COMPANY 


7410 East 13th Street, Kansas City 26, Missouri 


910 Sixth Avenue, S. E., Minneapolis 14, Minnesota 


Manufacturers of Oil Equipment e Steel Buildings « Farm Equipment e Dry Cleaners Equipment e¢ Special Products 
Factories located at Kansas City, Mo. * Galesburg, Ill. * Richmond, Calif. * Birmingham, Ala. * Houston, Tex. * Minneapolis, Minn. 
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With farmers’ income tending to level out through the 


year, why should receivables continue to fluctuate? 


Beware of Seasonal Farm Credit! 








It’s not an absolute necessity — in fact, it’s 
an anachronism, statistics show. Besides, 
overextension of credit today might require 
overcompensation tomorrow. 








bs seasonal farm credit an absolute 
necessity in making fuel sales to 
farmers? 

As LPG continues to become in- 
creasingly popular for use in tractors 
and other powered equipment on the 
farm, the question of how far to go 
in extending fuel credit becomes a 
constantly growing problem. Many 
dealers feel that their fuel sales will 
be jeopardized if they do not adopt 
liberal credit policies. As a result, 
they are delivering LPG for use dur- 
ing the spring planting season and 
collecting payment after harvest time 
in the fall. 

Not only are such dealers exposing 
themselves to the risk of crop failure 
and consequently unpaid bills in the 
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fall, but they are reducing their bad- 
ly needed working capital. And even 
though they have not received pay- 
ment for their marketed fuel, they 
have to make sizable cash outlays in 
addition to carrying receivables. For 
example, state tax, federal tax, and 
freight costs have to be paid, and no 
interest is being received on these 
cash advances for carrying custom- 
ers through the summer. 

This same problem has for some 
time confronted gasoline suppliers, 
and LPG dealers can benefit from 
their experiences in coping with the 
problem. At a recent meeting of the 
division of marketing of the API, J. 
W. Ross and M. L. Rufer, Standard 
Oil Co. (Indiana) economists, re- 


viewed the credit problem facing 
gasoline suppliers, and made sugges- 
tions for successfully meeting it. 
Many of these suggestions are ap- 
plicable to the LPG industry. 

It was pointed out that in the past 
it was an almost universally accepted 
policy among grocers to let farmers 
pay their grocery bills once or twice 
a year. But today, nationwide, groc- 
eries are practically a cash item. 
Years ago machine houses tradition- 
ally made collections during the fall 
harvest months, but they, too, have 
changed their thinking. Today, they 
are aggressively following collections 
through the early months of the year. 

Many men engaged in both of these 
marketing ventures went broke in 
1933, and those who were able to stay 
in business had learned their lesson. 
Many gasoline suppliers trying to 
finance seasonal credit also went 
broke in 1933, but apparently the 
survivors did not heed the warning 
as did the grocers and the machine- 
house owners. 

Today, jobbers and gasoline com- 
panies in some sections of the coun- 
try are initiating “crop-to-crop” or 
long-time credit, in order to gain a 
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Seasonal Farm Credit...““Crop to crop” credit is 


not mere credit extension but farm financing. 





competitive advantage. They are sell- 
ing “credit terms” instead of prod- 
ucts. They have passed from the level 
of credit extension to the level of 
“farm financing.” 


Unsound Practice 


From an industry standpoint, such 
a practice is unsound, since competi- 
tive jobbers and companies are also 
drawn into the financing business, 
and the presumed competitive ad- 


FARM INCOME, EXPENSE 
AND PURCHASING POWER 


Also, farmers, as a rule, are now 
in a better pay-as-you-go position. In 
many sections of the country, farm 
income has become more diversified. 
The chart in Fig. 2 shows the average 
distribution by commodities in Stan- 
dard Oil Co.’s midwest marketing 
area. Fig. 3a shows the distribution 
of revenue month-by-month in this 
section, and as can be seen from the 
chart, no less than 7% of the yearly 
revenue is received during any one 
month, and no more than 11%. 


long-term credit, in many cases from 
spring until after harvest. 


Marketers’ Standpoint 


The company considers this an un- 
sound practice from the marketers’ 
standpoint, one that if continued will 
eventually cause the farmer diffi- 
culty. This is because if such a policy 
of liberal credit continues at the pres- 
ent, it is very likely to be discon- 
tinued when conditions are not so fa- 
vorable and when the farmer really 
needs help. 

Fig. 4 represents credit conditions 
of two companies in two different 
states in the midwest area, and com- 
pares them with the percentage of 
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Fig. 1. 


vantage soon vanishes. 

The danger in long-term financing 
of farm-consumed products is visu- 
ally pointed out by use of the chart 
in Fig. 1. It shows that, while farm 
production costs have risen in a gen- 
erally steady manner since 1940, the 
purchasing power of net income con- 
verted to 1935-1939 dollars has re- 
mained on approximately the same 
level. The net income, expressed in 
billions of dollars (today’s value), 
has dropped 25% since 1947. Removal 
of price ceilings from items which 
the farmer must purchase, and a de- 
creased demand for farm products, 
have made the farmer a less sure 
long-term-credit risk. 
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FARM INCOME IN THE MIDWEST IS WELL 
DIVERSIFIED. HERE IS THE DISTRIBUTION 
BY COMMODITIES IN THE IS STATES IN 
OUR MARKETING AREA: 


OF AGRICULTURE 








Of the 15 states in Standard Oil’s 
midwest marketing area, North Da- 
kota’s revenue is the most concen- 
trated during the harvest months. 
However, even these, the lowest per- 
centage of yearly revenue in any 
single month is 4%, which is received 
in July, and the highest is 17%, re- 
ceived in October (Fig. 3b). 


Increased Capacity 


During the war, Standard Oil, like 
most other major oil companies, in- 
creased capacity. Today, with an 
over-supply of gasoline, there has 
been a tendency on the part of mar- 
keters to increase sales by granting 


yearly farm revenue collected by the 
farmer during the first six months of 
the year. In the case of company 
“X”, maximum credit period was 
three months. Company “Y” made 
arrangements to receive pay for its 
gasoline on October Ist. This par- 
ticular year was a poor crop year. 
The jobber concerned with the com- 
pany in state““B”, not wanting to in- 
crease his credit balance, began cut- 
ting off customers at the end of the 
first six months. The jobber in state 
“A”, with one million dollars already 
in the till, was able to forge ahead 
aggressively. This example shows the 
sales advantages of pursuing the pol- 
icy of collecting-as-you-go. 
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WHAT IS THE MARKET FOR COLLECTIONS FOR THE FIRST SIX MONTHS ? 








STATE MARKETING AREA 









HERE 1S THE PICTURE FOR THE FIFTEEN 
REVENUE IS SPREAD OUT QUITE EVENLY 


HERE IS THE PICTURE FOR NORTH DAKOTA WHERE 
THE REVENUE IS CONCENTRATED DURING THE CROP 
MONTHS MORE THAN ANY OTHER STATE IN THE 
MARKETING AREA -HOWEVER — 
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Fig. 3a. 


The effect on vital working capital 
of liberal credit policy is pointed up 
by the chart of Fig. 5, showing a com- 
posite breakdown of working dollars 
of 30 large oil companies. It is evident 
that receivables are one of the largest 
investments, and this item represents 
idle dollars. 

Standard Oil has clamped down on 
its seasonal credit to farmers, and the 
resulting effect on its available work- 
ing capital is significant. At the end 
of 1954, the company’s credit balance 
was $33.5 million. Had it operated on 
seasonal terms, its credit balance 
would have been $101.2 million. 

Based on their findings related to 
seasonal credit policies, the authors 
suggested to the gasoline industry 
the following measures as a means 
to minimize the ill effects: 

1. Train your company personnel 
to collect as they go throughout the 
year. 

2. Furnish employes with informa- 
tion as to revenue available to farms 
throughout the year, as shown on 
chart in Figs. 3a and 3b. 

3. Aim at 92.3% of consumer credit 
sales collected by Sept. 30 of the cur- 
rent year. 

These measures, with modifica- 
tions, can be put to good use in the 
LPG industry. Some reckless deal- 
ers may say that they have never 
been hurt by extending long-term 
credit. By the same token, some peo- 
ple cannot see the need for stopping 
at railroad crossings. After all, as 
me man stated, he had never been 
hit by a train. . of 
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Fig. 3b. 








EFFECT OF CREDIT SITUATION 
ON FUTURE POLICIES 





% OF 
YEARLY FARM 
REVENUE 
ist6 MOS. COLLECTED UNCOLLECTED R€EC’D 
CR. SALES Ist 6 MOS. 7/31 ist 6 MOS. 
STATE A 
CO. °X” 41,496,000 41,190,000 $295,000 43% 
STATE 'B 
Co. “Y’ 800,000 50,000 750000 44% 


SOURCE: COMPANY RECORDS 





Fig. 4 (above). Fig. 5 (below). 








WORKING DOLLARS ARE IMPORTANT 


Composite of Current Assets for 30 Oil Companies 
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homeowner. 


This sign placed in yards of L. P. gas 
customers helps two outside furnace 
salesmen spot potential prospects and 
serves as an effective ice breaker. 
Mounted on either tree or steel post, 
sign is personalized with name of 











In St. Joe Everybody Uses Cookgas 


...and Everybody Knows It 


By Grier Lowry 


( cicuienberiais on selling 
heating equipment beyond the nat- 
ural gas mains is a highly profitable 
activity at Cookgas Plumbing & 
Heating Supply, L. P. gas dealer in 
St. Joseph, Mo. The company oper- 
ates three trucks in providing serv- 
ice to 2000 bulk retail customers, and 
has a network of 38 dealers in the 
Midland Empire territory, who, oper- 
ating independently, provide bottle 
service to from 100 to 900 customers 
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each. These sub-dealers are all lo- 
cated within 60 miles of St. Joseph. 
The firm’s record of selling an av- 
erage of 65 central gas heating instal- 
lations a year is a credit to the vision 
of one man—Earl Henze, who came 
in as general manager of the oper- 
ation four years ago. An expert heat- 
ing engineer, Mr. Henze was quick to 
seize a golden opportunity to do a 
job of selling the firm’s customers on 
merits of central heating plants. 


Averaging from $800 to $1000, cen- 
tral heating installations are big- 
ticket sales and contribute a substan- 
tial portion of the total gross busi- 
ness at this 45-year-old operation, 
which started as a plumbing special- 
ty shop and ‘gravitated into L. P. gas 
19 years ago. 

In selling central heating units, the 
emphasis is on enlightened sales dis- 
cussions with prospects, good instal- 
lations, prompt repair service, special 
promotions and personal contacts. 

General Manager Henze is a stick- 
ler for treating each heating instal- 
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Prompt service is important phase of firm’s intensive central 
heating sales-building program among L. P. customers. When 
cold snap hits, two furnace service experts are assigned to 
check new furnace installations under operating conditions. 





lation on an individual basis. He 
goes all-out to make each job the 
most efficient possible for a particular 
need. 

“After all,” he reminds us, “we’re 
primarily in business to sell L. P. gas 
and we plan to serve these customers 
for years to come. We can’t afford to 
risk our reputation with our L. P. 
gas customers by selling them any- 
thing except the finest, most efficient 
heating equipment on the market.” 

Emphasizing a subtle approach, the 
firm depends to a large extent on two 
outside salesmen to turn up good 
leads for heating business. One idea 
has proved a real help to these out- 
side men in developing prospective 
heating buyers. First, Mr. Henze 
polled the 2000 L. P. gas customers 
to determine whether they favored 
the idea of permitting the firm to 
place a sign in front of their homes. 
Eighty percent of them went for the 
idea. 

Now the firm has hundreds of 
small metal signs posted in yards of 

















: L. P. gas users. Costing only 75 cents 
Z each, the signs are either attached to 
od a tree in the yards or placed on steel 
posts which cost the firm 49 cents 
- each. The signs are personalized with 
4 the name of the resident, which helps 
. i identify his home, and also identifies 
og him as a Cookgas user. 
“The signs are an effective, inex- 
4 pensive form of advertising,” says 
= Sia 
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Mr. Henze. “They’re a real boon to 
our outside heating salesmen since 
it permits them to go up almost any 
farm-to-market road and spot a 
dozen or so of our customers on 
whom they may call. Much better 
than a calling card, the signs are a 
real ice-breaker for salesmen.” 

“Then to put the call on an even 
more cordial basis,” he said, “these 
salesmen present housewives with 
fly swatters, scouring pads and plas- 
tic spatulas. By permitting salesmen 
to get inside the homes and to get 
on a friendly footing with prospects, 
small gifts have played an important 
part in our heating sales build-up 
program.” 

Improvements made by manufac- 
turers on heating systems have been 
a boon to the dealer making a bid 
for heating sales in rural areas, ac- 
cording to Mr. Henze. A few years 
back, it was often necessary for the 
farmer to add a complete wing on his 
home or build a basement if he ex- 
pected to add a central gas heating 
plant. With the introduction of peri- 
meter and horizontal heating systems 
these problems were erased, and the 
L. P. gas dealer had an additional 
incentive to go after the heating busi- 
ness, according to the Missourian. 

Sales discussions with heating cus- 
tomers are built around informative 
selling points. No attempt is made to 
give the prospect the impression that 





a central gas heating installation will 
save him money. Instead, the cus- 
tomer is sold on the advantages of 
the system—the comfort, the con- 
venience, the trouble-free operation. 

If the customer is using stove heat- 
ing, chances are he has two or three 
units operating in various rooms and 
still isn’t obtaining uniform heat. “Is 
your bedroom comfortable in the 
winter?” the customer is tactfully 
asked. “Does your kitchen heat 
well?” If the answer is in the nega- 
tive, the customer is advised he can 
forget these troubles with central 
heating. He can also forget about 
ashes, about stoking. If he makes a 
weekend trip, his house will be com- 
fortably heated on his return, he is 
told. 

Salesmen also cite the advantages 
of forced-air over gravity type heat- 
ing systems. Economy and beiter 
heat distribution are among the 
angles stressed. 

“Farmers, for the most part, are 
mechanically minded,” points out 
Mr. Henze. “They are invariably im- 
pressed when we tell them what 
forced air controls are designed to do 
and are particularly interested in the 
operation of the blower and the ther- 
mostat. 

“T think too many gas furnace 
salesmen stress the price angle in 
selling forced air units,” he added. 
“We get better results from sidestep- 
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Everybody Uses Cookgas...FHA loan is the 


best loan a dealer can offer the customer 





ping price and emphasizing what it 
will do for the customer. A forced- 
air unit runs the cost up $200 or $300, 
but the price factor can easily be 
overcome by stressing improved re- 
sults.” 

Each heating job is carefully 
studied by Mr. Henze, who knows 
his job from A to Z. He decides on 
the size of furnace needed, figures 
heat loss, blue prints location of 
warm and cold air ducts, often pro- 
vides the customer with a complete 
floor plan so he may see just how 
scientifically engineered the job will 
be. ‘ 

“The floor plan exerts strong in- 
fluence on customers,” says Mr. 
Henze. 

The dealer believes the greatest 
single aid to the L. P. gas firm mak- 
ing a bid for gas heating sales is the 
FHA loan. It’s the best loan a dealer 
can offer a customer, he believes. It 
has a number of advantageous fea- 
tures. There is no governmental in- 
vestigation of the customer. The 


“Sell comfort and convenience features, not price,” says Earl Henze, general manager, Cookgas 
Plumbing and Heating Supply Inc., St. Joseph, Mo. Averaging 65 gas central heating unit sales 


papers can be drawn up and com- 
pleted by the salesman and the cus- 
tomer. The customer has 36 months 
to pay. He can choose his own lend- 
ing institution. The interest rate is 
a reasonable 5%. 


At least 90% of the Cookgas cen- 
tral heating installations are FHA- 
financed, Earle Henze reports. 

Helping bolster the reputation of 
the firm among heating buyers is a 
service department policy which pro- 
vides a one-year free service plan on 
each job. Bulk of the furnaces are 
installed in June, July, August and 
September, prior to the heating sea- 
son. Each furnace is tested, the flame 
adjusted, blower set, etc., at the time 
the installation is made. With the 
arrival of cool weather, the service- 
man returns and checks the installa- 
tion under operating conditions. The 
firm has two furnace servicemen and 
as soon as a cold snap hits, their 
primary responsibility is to check 
every new furnace job. 

“Our one-year free service makes 





per year, the firm places emphasis on informative selling in discussions with prospects. 
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a sharp impression on the buyer. It 
gives him the feeling that we're 
really sincere in wanting him to have 
the most efficient heating unit pos- 
sible,” says Mr. Henze. 

Backing the service department is 
a $3000 stock of furnace parts includ- 
ing controls, transformers, motors, 
regulators, and thermostats. When 
trouble occurs in the middle of a cold - 
winter night, the part needed is im- 
mediately available to put the equip- 
ment back into operation. 

The firm employs both radio and 
newspaper advertising to keep the 
company’s name uppermost in the 
minds of heating buyers. Envelope 
stuffers of manufacturers’ material 
goes out year around with state- 
ments. During the summer a series 
of three-column 9-in. ads feature 
institutional-type copy on furnace 
installations. Typical caption on one 
of these ads reads: “Get Your Home 
Ready for Winter. Use Your Credit, 
Free Estimate.” Another says: “For 
Winter’s Icy Blasts. Don’t Wait and 
Spoil the Comfort of Your Farm or 
Suburban Home.” 

Radio spot announcements appear 
before market reports. They men- 
tion automatic features of modern 
central heating plants. In August the 
firm starts sponsoring a 10-minute 
program of recorded music and this 
program runs through the fall and 
winter months. Commercial an- 
nouncements concentrate entirely on 
heating equipment, mentioning the 
comfort and convenience of bringing 
rural homes as up-to-date as city 
homes with L.P.-operated central gas 
equipment. 

Outdoor advertising is used as a 
supplementary advertising medium. 
The firm has a dozen twin-bottle 
signs in prominent spots contracted 
for with farmers. These are con- 
structed by welding two 100-pound 
cylinders together with cross mem- 
bers and steel posts which form a T. 
The signs are cemented into the 
ground and have “Cookgas” lettered 
plainly on the canopy that extends 
over the top of the sign. Regarded as 
an inexpensive sign that is easy to 
install and maintain, the bottles are 
painted in aluminum by the drivers. 
There is little about the signs that 
can be damaged by youngsters who 
might like to use them as targets. 

The Cookgas company has storage 
for 65,000 gallons of L.P. gas in St. 
Joseph. ® 
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Propane Helped 
Walter Jetton 





Walter Jetton doesn’t have to wait until his caravan arrives 
at the scene of a barbecue to fire up his rolling bakery— 
hundreds of rolls bake to perfection as each unit rolls 
along. The panels on the side store up to 7000 buns and 
keep them warm until serving time. 


Become... ‘King of Barbecue’ 


A New England clambake 
on a Texas beach or a Texas 
barbecue in Georgia—a tea 
party for 25 or a national 
convention of 25,000 — 
they‘re all the same to this 
enterprising ex-meatcutter 
and his wide-ranging chuck 
wagons. 

® 


exclusive 
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By Ruel McDaniel 


Raceeiy a caravan of “chuck 
wagons” belonging to Walter Jetton, 
Fort Worth, Texas, hit the trail for 
Atlanta, Ga. Aboard the nine ve- 
hicles were 36 men and the basic 
provisions and equipment for serv- 
ing 19,000 hot meals to a fun-loving 
bunch of Junior Chamber of Com- 
merce members holding their annual 
national convention. 

This chore was merely routine for 
Walter Jetton, “King of Barbecue,” 
for he had served 25,000 meals to the 
same organization in Colorado 
Springs the year before. 

Starting out as a specialist in West 
Texas chuck-wagon cooking, Walter 


Jetton now serves more than 3 mil- 
lion meals annually in a dozen states. 
Although he still prefers to cook and 
serve barbecue, he will cook and 
serve anything a group wants and is 
willing to pay for. Not long ago he 
handled an old New England style 
clambake—on the Gulf beach of 
Texas—for a group of dreamers, and 
although it was Mr. Jetton’s first 
clambake, his customers said he out- 
did staid New England with his clams 
baked in the wet sands of the Gulf 
beach. 

Early in September 1955 a group 
asked him to serve meals for 3500 
men and women on Galveston’s 
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There’s the instrument that makes the fabu- 
lous Jetton operation possible: Walter Jetton 
points to the 30-gal. propane tank that fuels 
his bake-oven-on-wheels. 





famed Pleasure Pier. It was the first 
time gaping Galvestonians ever had 
seen a bunch of chuck wagons on 
their pier, even though they’d seen 
nearly everything else. These 3500 
people wanted fried fish. Walter Jet- 
ton and his crew fried the fish, right 
on Pleasure Pier, and served it crisp 
and hot. 


Foundation of the equipment that 
makes it possible for the Jetton or- 
ganization to travel a block or a thou- 
sand miles, to serve a group of 25 or 
25,000, is the propane gas equipment 
on the various mobile units. 


How It Started 


He has been cooking barbecue for 
30 years. It started when he oper- 
ated a meat market in Fort Worth 
and began smoking up a little bar- 
becue in back of the shop for his own 
use. Gradually his customers began 
to call for orders to take home; and 
eventually a church group asked him 
if he could bring 25 pounds of his 
barbecue over to the church on a 
certain evening and serve it. The 
women of the group agreed to bring 
bread, salad and pickles, if Walter 
Jetton could supply the meat. 


He did, and the catering business, 
centering around outdoor barbecues, 
has been snow-balling since. He 
bought mobile equipment and started 


thing. He added other mobile units 
and he let it be known that the group 
need not bring a thing to the party 
except themselves. He set up his 
own potato salad factory; he bought 
pickles wholesale, through the super- 
market he still operates; he supplied 
everything to round out a buffet or 
table-served meal, to and including 
paper napkins and even toothpicks, 
for those who wanted them. 


Private Cafeterias 


Today the organization owns 20 
mobile units, and about 100 men and 
women work for the catering end of 
the Jetton business. In addition to 
serving mobile meals to as many 
thousands as want them, the concern 
operates three private industrial 
cafeterias and the supermarket. 


This combination unit has baking ovens as well as storage space for carrying propane 
tanks. Gas from these tanks may be used for heating water or other general uses 
around the campsite. 





serving complete meals to groups 
at outdoor affairs in 1947. 

By this time he realized that he 
“had something” in this barbecue 
catering business, and he began an 
earnest study of western style cook- 
ing. He roamed West Texas, talking 
with every old-time ranch chuck- 
wagon cook he could find. He got 
from them their secrets of serving 
good meals while a cow outfit was 
on the move; he got their favorite 
recipes for cooking meats, beans, 
bread. Most of all, he picked them 
for their barbecue sauce recipes. 

After that, he was ready for any- 


The 100 employes form the nucleus 
of the catering staff, but when an 
extra large party comes along, Mr. 
Jetton has a stand-by list of men and 
women who want to work part-time, 
and a substantial part of this stand- 
by list is made up of those who work 
regular hours for one of the cafe- 
terias or the supermarket and want 
to make extra money helping out 
with the big parties. 

Mr. Jetton handled the JC party 
in Atlanta with only 36 regular mem 
bers of his catering staff. They ir 
turn hired a few extras in Atlanta. 
but not many were necessary, so wel! 
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are these catering safaris organized 
in advance. 

“We could not have continued to 
grow as we have,” declares Mr. Jet- 
ton, a deeply sincere man, “if we had 
not discovered the versatility of pro- 
pane gas.” 

Before he switched to propane, he 
used kerosene in the mobile units for 
producing heat. It was not satisfac- 
tory as a heating agent in the first 
place, and it was pretty dangerous in 
the second place. When he switched 
to propane, he rid his equipment of 
both these disadvantages, he de- 
clares. 

When he operates in the vicinity 
of Fort Worth he buys propane from 
Lamberson Propane Bottle Service, 
and he always loads his tanks in Fort 
Worth before sending the mobile 
units on long trips. 

Every mobile unit used for cook- 
ing en route or on the site of a party 
has built-in propane tanks. Some 
have been designed to fit the trucks; 
others are simply stock units bolted 
on the side of the vehicles. 


LPG’s Part 


Although Mr. Jetton has not been 
able to figure how to use propane 
instead of hickory wood, which he 
hauls right along in the caravan 
when he makes a cross-country run, 
for barbecuing meats, he has adapted 
it to other practical uses. 

Perhaps the most vital use he has 
found for propane is for firing his 
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mobile bake ovens. He has several 
trucks on which are built metal 
ovens and metal storage for holding 
buns or bread after it has been 
baked. 

The typical bake oven unit con- 
tains two lines of four-deck baking 
units. These are propane-fired and 
may be operated on the site of the 
catering job or even while the ve- 
hicle is in transit if necessary. Each 
such unit not only carries these eight 
baking chambers but has metal en- 
closed space for storing and keeping 
warm as many as 7000 buns. These 
storage areas also are warmed by 
propane. 

Mr. Jetton prefers to bake his own 
buns for serving at barbecues. If 
bread is wanted he generally buys 
that locally rather than bake it, but 
he has baked his own on occasion, at 
sites 400 or 500 miles from headquar- 
ters. 

The mobile units hauling the bak- 
ing equipment carry fuel tanks espe- 
cially built for this job, and each tank 
has a capacity of 60 gal. of gas. The 
bake ovens operate on a pressure of 
6 oz. 


Another important use to which ' 


he puts propane gas is in the fueling 
of his mobile deep-fryers, used for 
preparing fried fish or chicken for 
large outdoor parties. He can fry 
enough fish or chicken to serve thou- 
sands, and the frying is as fast as the 
guests can walk around the serving 
tables and help themselves or be 
served by the catering crew. 


The deep-fryers operate under 20 
lb of pressure, and gas comes from 
tanks of the same size and design as 
used on the bake ovens. 

On smaller mobile units, he uses 
10-gal. jugs of propane. These units 
are for providing hot water and 
steam for washing and scalding 
equipment, furnishing hot water for 
the crew, and filling in where needed. 


Field Kitchen 


“With proper mobile equipment 
and a fuel source that is reliable and 
safe, there is practically no group, 
regardless of size or location, that we 
cannot serve satisfactorily,” Mr. Jet- 
ton declares. With his 20 mobile 
units, he actually has a modernized 
field kitchen which may be moved 
anywhere at any time. With his or- 
ganization, he is able to prepare and 
dish out the meal with a touch of the 
old west in it, or he can serve it with 
the dainty discrimination of a DAR 
tea-party. 

Although the business has become 
considerably diversified now, be- 
cause Mr. Jetton takes pride in his 
ability to serve any kind of style 
meals, and particularly barbecue and 
baked beans—which he bakes in his 
mobile units by the use of propane 
gas. 





It all starts here: From this area at the 
Jetton headquarters in Fort Worth, trucks 
are dispatched to the sites of chuck wagon 
parties throughout the Southwest. 
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How Tor 


Ai svesvinine has been the 
greatest single contributing factor in 
the tremendous economic growth of 
this counrty. It is the potent moti- 
vating force that has created new 
markets for new goods and services 
and sales volumes reaching astro- 
nomical proportions beyond the wild- 
est dream of the merchants or indus- 
trialists of only a generation or so 
ago. As a direct result of these ever- 
growing mass markets, new indus- 
tries spring into being each and every 
day. Thus more and more of our in- 
creasing population are gainfully em- 
ployed and national purchasing pow- 
er continues to climb, constantly im- 
proving the American standard of 
living. 

Unfortunately, however, there are 
many hundreds of thousands of dol- 
lars spent annually on ill-conceived 
and poorly executed advertising and 
sales promotional plans. Usually this 
is the result of an advertiser wholly 
unskilled in the science of advertis- 
ing, attempting to do the job himself 
without the benefit of professional 
assistance. This unhappy fact is just 
as true in the field of direct adver- 
tising as it is in other media. Often 
we hear criticism of the tremendous 


waste of printed advertising matter 


flowing daily into homes and offices 
throughout the land only to end up 
in the wastebasket without ever hav- 
ing been read. Every professional 
direct advertising specialist will ad- 
mit this awful truth. But this waste 
need not occur at all. It is wasted 
simply because it is so poorly con- 
ceived and executed that it fails in 
every way to interest the reader. 
Failure of direct advertising seldom 
occurs in a program planned and di- 
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HOW TO PLAN SUCCESSFUL ADVERTISING: PART 8 


By W. J. Montgomery 
Vice President 
Beals Advertising Company 


rected by schooled and experienced 
professional specialists. 


LPG Market Is 
Fertile Ground 
The usual L. P. gas market is a 
natural for direct advertising because 
in most instances, the retail distribu- 
tor of liquefied petroleum gas serves 
a highly classified market. The larg- 
est single market is rural, where uses 
are for domestic needs or for power 
or both. There are, of course some 
commercial and industrial markets 
also served by the retail distributor, 
and another large factor is the urban 
market. In many parts of the coun- 
try however, the urban market is be- 
coming less and less a factor due to 
the tremendous extension of natural 
gas transmission lines. 

The point is that the LPG distribu- 
tor is concerned primarily or com- 
pletely with a clearly defined group 
of customers and prospects and be- 
cause of this fact, direct advertising 
is peculiarly fitted to his needs. 

Now let us define direct advertis- 
ing as advertising material which is 
delivered directly into the prospect’s 
or customer’s hands, either by mail 
or personal delivery or other means. 
This medium is fitted to the LPG 
dealer’s needs because its distribu- 
tion can be’tailored exactly to reach 
his market with the greatest effici- 
ency and with the least possible waste 
circulation. 

For example, in many rural mar- 
kets, the distributor might be forced 
to buy ad space in all of any number 
of newspapers in order to cover ef- 
fectively the area that he wishes to 
serve. In this instance, he would ac- 
tually be using only a small percen- 
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tage of the total circulation of each 
of these newspapers and that circu- 
lation reaching well outside the con- 
fines of his market would be utterly 
wasted. Yet his total cost for the 
newspaper space would be based on 
the total circulation of each and he 
would be forced to pay an exhorbi- 
tant rate for the privilege of reach- 
ing those comparatively few readers 
in the area in which he actually op- 
erates. On the other hand, it is rela- 
tively simple to establish a mailing 
list exactly covering the market he’s 
serving and to reach regularly with 
his advertising and sales promotional 
messages, all those residing in that 
area. 

This certainly does not mean that 
newspaper advertising is not good. 
The newspaper is a very effective ad- 
vertising medium and in many in- 
stances where the circulation of one 
or more papers will effectively reach 
the market desired, the LPG distrib- 
utor should certainly include the use 
of this medium in his program. It is 
simply pointed out that direct adver- 
tising may be effectively channeled 
to meet the requirements of the most 
exacting market. 


Planned Advertising 
Seldom Fails 
It should be stated at this point 
that there is a definite weakness in 
the industry, particularly in the 
southwest, in the LPG dealer’s reluc- 
tance to establish a price leaving a 
margin sufficient to support the ad- 
vertising and sales cost requirements 
necessary to do a very needed job. 
In an article prepared for “Pyro- 
facts”, a house organ published by 
Pyrofax Gas Corp., G. H. Wright, ac- 
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rofit From Direct Mail Advertising 


count executive at J. M. Mathes Inc., 
Pyrofax’s ad agency, urges: “Use ad- 
vertising—your voice of business—to 
get more business—to help keep the 
business you already have. But use 
it consistently because your market 
—any market—is completely chang- 
ing—and in addition, that part of it 
which doesn’t change is very likely 
to forget you—unless it is reminded 
again and again and again!” 

Advertising and sales costs are le- 
gitimate operating costs and should 
be provided for in the price of L. P. 
gas just the same as they are pro- 
vided for in the rates charged for nat- 
ural gas or electricity or in the prices 
charged for automobiles or any other 
commodity or service offered to the 
public. 

For instance, Coca-Cola, one of the 
best accepted products in the world, 
spends 1/63 of 1 cent per bottle for 
advertising. 

This need to provide for advertis- 
ing is emphasized because the aver- 
age LPG distributor should be finan- 
tially capable of sending direct ad- 
vertising to his entire market at least 
six times a year. In addition to this, 
he should be financially capable of 
using other quality media available 
in his area. Unfortunately, the aver- 
age dealer today cannot or will not 
support such a program. Only when 
provisions are made for an aggresive 
sales campaign, will the individual 
LPG distributor begin to realize the 
tremendous sales potential existing 
in this country today. 

One of the strongest reasons why 
this needed job isn’t generally done 
is simply that it isn’t an easy job to 
do. There are many ramifications in 
each individual case and these should 
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be analyzed and considered thor- 
oughly in the ultimate choice of an 
applicable plan. For instance, when 
should an LPG dealer send out direct 
mail pieces? Usually, after the first 
of the month and at mid-week is the 
best time to gain attention of the 
reader. It is conceivable that this 
may not be true when considered in 
relation to the specific service or mer- 
chandise the dealer may offer. 

How often should direct advertis- 
ing pieces be released? Generally, 
monthly releases are most effective 
and certainly the entire area should 
be contacted at least every 60 days. 
But this is not a hard and fast rule 
and may be altered by the competi- 
tive conditions exicting in a specific 
market and again, by the goods or 
services offered for sale. And even 
though market conditions may indi- 
cate that the general prospective 
market may be contacted on a bi- 
monthly basis, certainly the dealer’s 
present customers should be contact- 
ed no less than every 30 days. The 
vehicle employed in contacting cus- 
tomers should possess at least a de- 
gree of continuity, it should offer 
some service or utility to the custo- 
mer and should be distributed either 
by mailing direct, or as a statement 
enclosure, or by personal delivery. 

While the foregoing might apply 
primarily to effort concerned with 
the sale of merchandise or services to 
be used by the domestic consumer, 
let us assume that an LPG operator 
may wish to create or develop a more 
specific market such as the use of 
L. P. gas for power to operate trac- 


tors or irrigation pumps, or for heat-’ 


ing brooder houses, milk houses, or 
for the operation of dehydrating 
equipment in the process of drying 
crops. Then the timing and frequency 
of his advertising messages may be 
affected by seasons, economic and 
competitive factors. The first step the 
retail dealer should take in his effort 
to capture such a market is that of 
obtaining the assistance and advice 
of professional direct advertising 
counsel, 

The results to be derived from a 
direct advertising program, while af- 
fected to some extent by economic 
or local conditions, competitive situ- 
ation, etc., might vary from fair to 
excellent but they will be profitable 
in every case if his program is prop- 
erly planned and properly executed. 

If the elements for success are pres- 
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“Advertising costs are legitimate operating 
costs and should be provided for in the price 
of L. P. gas just as. they are . . . in the prices 
charged for automobiles or any other com- 
modity or service offered to the public.” 





ent in a direct advertising effort, good 
results will follow as a matter of 
course. Those elements are a good 
sound product or service and a fair 
and reasonable price. The product or 
service must be acceptable and capa- 
ble of delivering the benefits claimed 
by it. The advertising message may 
then be constructed in a manner that 
will gain the objective of the seller. 
This does not mean simply to make 
certain claims, quote a price and tell 
the reader where the service or mer- 
chandise may be obtained. The mes- 
sage must first capture the interest of 
the reader. It must properly describe 
that which it will sell. It must then 
create a desire in the mind of the 
reader to obtain these benefits for 
himself and then it must urge the 
reader to some positive action in the 
acquisition of those benefits. 


An Effective Message 


The language of the message must 
be simple, easily understandable, 
completely descriptive, and slanted 
to the intellectual level of its intend- 
ed audience. Actually, these are but 
a few of the “musts” so well known 
to the professional ad writer who is 
capable of translating printed words 
into public action. There are innu- 
merable pitfalls into which the ama- 
teur will invariably stumble in his 
unskilled creative efforts. And all too 
often the assumption is, “advertising 
didn’t work” instead of the fact that 
a poor attempt at advertising didn’t 
work. 

Results may be determined iin any 
number of ways. Perhaps the results 
desired by an advertiser are inquir- 
ies. Or perhaps they are sales vol- 
ume in dollars. There simply is no 
single standard by which to measure 
results. A return of only 1% might 


be tremendously successful in the in- 
terests of one product while a much 
greater return might be quite insuf- 
ficient in the interest of another prod- 
uct. Perhaps a program will be de- 
signed to create goodwill and pres- 
tige for the advertiser and its entire 
intent is of an institutional nature. 
Such a program may be an outstand- 
ing success and yet develop not tan- 
gible evidence of results immediately 
discernable in cash sales. All too 
often an inexperienced advertiser is 
prone to discontinue an entirely suc- 
cessful institutional program simply 
because he cannot see immediate 
sales response. 

One case in point is that of an L. P. 
gas dealer in the southeast. After a 
full years’ investment in a very fine 
direct advertising campaign, he was 
firmly convinced that direct advertis- 
ing could not be successfully used in 
his business. Upon one occasion he 
had inserted copy offering a coupon 
good for $12.95 on the purchase of a 
certain kitchen range. The copy in- 
cluded a photograph of the range and 
the brand name but any message that 
might have influenced the reader in 
favor of the range was omitted com- 
pletely. No price was quoted. His 
decision that this particular piece 
was no good was based upon the fact 
that nobody came in with a coupon 
wanting to buy the range and claim 
his $12.95 discount. Actually, the en- 
tire piece was crammed with reader- 
interest material and the vehicle was 
thoroughly pre-tested and proved. 
The copy involving the range coupon 
offer was the only improper portion 
of the entire mailing piece. But upon 
that improper portion, that which the 
dealer himself had conceived, he 
based his whole decision regarding 
the value of direct advertising. 

Had the offer been planned for suc- 
cess with an accepted range brand 
and the copy prepared to motivate 
action, results would have been good. 
But in this particular instance, the 
reader was not invited to trade in an 
old range, to shop for a new range, 
nor was he even advised of the price 
of the little-known range the adver- 
tiser wished him to buy. The reader 
was not even presented with the facts 
about the range. The ad simply as- 
sumed that the reader wanted a new 
range, wanted this particular range, 
and for the consideration of a $12.95 
discount, he would rush to the deal- 
er’s store and buy the range rather 
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than buying it from some of the deal- 
er’s competitors. 

So, while the greater portion of this 
particular advertising piece had un- 
doubtedly accomplished a great deal 
of good in developing interest, con- 
sumer acceptance, prestige and good- 
will for the dealer, the bad-range ad 
did not work and the assumption was 
that the entire effort was worthless. 


Examples — 
Good and Bad 


In the spring of 1953 and again in 
1954, our firm conducted a direct ad- 
vertising program for a natural gas 
utility company designed to boost 
summer gas sales through the sale of 
central gas air conditioning. Up to 
10% of the list returned the cards re- 
questing home surveys and installa- 
tion cost information. A recent sur- 
vey by the utility revealed that 100% 
of gas air conditioning sales made in 
its franchised area in 1954 were made 
to parties whose names were on eith- 
er the first or second mailing list. 

In 1953, we were able to produce 
a 15% response for a local paint store 
operator offering a home decorating 
book. Returned cards provided hun- 
dreds of live prospects and resulting 
sales were highly profitable. He then 
decided that sales were simply the 
result of the decorating book and that 
he could save money by simply dis- 
tributing the books alone and wait- 
ing for business to roll in. So he hired 
a delivery service at “an attractive 
price” to deliver books door to door. 

But the delivery service couldn’t 
pick out the homeowners—his only 
prospects—and it couldn’t put the 
books into the mail box because only 
the postman can do that. So the ex- 
pensive books were simply thrown 
on porches, helter-skelter. And there 
was no personal contact as there had 
been in following up inquiries pro- 
duced by the mail campaign. Not 
even a letter of transmittal to tell 
parties who did pick up the book and 
take it inside, why it was left on the 
porch or what was expected of the 
recipient. The paint store operator is 
aware of his expensive mistake now 
. .. but the waste has already oc- 
cured. 

Last fall, we produced a campaign 
for an L. P. gas distributor in Okla- 
homa designed to promote a new 
tank rental program. The campaign 
produced immediate reply card re- 
sponse and at once an average of 
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more than two sales daily was direct- 
ly traceable to the advertising. This 
same distributor has built a tremen- 
dous L. P. gas tractor-fuel business 
almost entirely through the use of 
direct advertising. 

Generally speaking, probably 50% 
or more of the advertising expendi- 
ture of the average L. P. gas opera- 
tor should be devoted to direct ad- 
vertising. This estimate would in- 
crease or decrease in direct ratio to 
the availability, influence and quality 
of other local advertising media. Usu- 
ally other media, particularly news- 
papers and radio stations, do not pro- 
vide a coverage picture parallel to 
the distribution area of the dealer. 
However, when proper coverage is 
available and the available media are 
of high quality and influence, their 
use—in proportion to cost—is highly 
desirable. But it is well to remember 
that direct advertising will be the 
mose effective single medium for use 
in the clearly defined, highly classi- 





“The dealer's present customers should be 
contacted no less than every 30 days. The 
vehicle employed in contacting them should 
possess. at least a degree of continuity.” 





fied market served by most LPG op- 
erators. Virtually any product or 
service may be successfully adver- 
tised by mail and results are easily 
gauged when the advertiser clearly 
understands his objective. 

Direct advertising is equally effec- 
tive in “campaigns” or sales promo- 
tions and in continuing, long range 
programs. Direct advertising may be 
easily coordinated with other media 
or with national, industry-wide cam- 
paigns, such as the annual Old Stove 
Round-Up. 

Tie-in with 
Industry Promotion 

A few years ago we did a most suc- 
cessful Old Stove Round-Up tie-in 
campaign for a distributor in Kansas. 
A $50 allowance was offered for the 
old range in trade on any range on 


the display floor. The only ranges dis- 
played were CP and automatic types 
featured by two makers. That, plus 
the fact that the dealer had no inven- 
tory of used ranges, made the highly 
attractive allowance within reason. 

The promotion was limited to a 30- 
day period and the area was covered 
by three different mailing pieces a 
week apart. Newspaper ads were 
scheduled which featured art and 
copy exactly like that in the direct 
advertising matter. An additional in- 
centive to immediate action was fea- 
tured in both the direct advertising 
and the newspaper copy. This was the 
offer of a years’ gas supply free with 
the purchase of each new range. A 
years’ supply of cooking gas sounds 
considerably more attractive than 
simply stating the accepted national 
consumption average of approxi- 
mately 150 gal. which served as a 
standard basis for the offer. All copy 
stated a definite expiration date and 
no exceptions were to be made. 

Aided by national publicity, the 
local Old Stove Round-Up began pro- 
ducing results in a few days and with- 
in 10 days following release of the 
initial mailing, 25 ranges had been 
sold. By the end of the month the 
campaign had been so successful that 
the dealer repeated the process and 
extended the offer for another 30 
days. The entire campaign was suc- 
cessful and profitable in the matter 
of range sales and the “free gas” of- 
fer attracted many new gas custo- 
mers. Most important was the fact 
that old gas ranges were replaced by 
new gas ranges and the effect of up- 
grading the appliances provided 
sound protection against the compe- 
titive onslaught of electricity. 

That same distributor has created 
a highly profitable summer market 
for his gas as tractor fuel. Direct ad- 
vertising has been the major facto 
in that development. ‘ 


Hitting the Target 


In the matter of lists, most rural 
areas are easily reached simply by 
rural route distribution. The adver- 
tiser simply selects the RFD routes 
in the area he wishes to cover and an 
arrangement can be made with the 
post office to place advertising in each 
rural box. This method offers the 
greatest economy and is completely 
effective in districts where most 
farms are operated either by the 
owner or the lessee. If the advertis- 
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Direct Mail... The potential markets for 
LPG are staggering to the imagination 





ing matter appeals only’ to owners, 
there are districts, especially in the 
south, where bulk mail distribution 
might prove highly wasteful. In such 
areas, lists are easily available from 
tax rolls. In urban areas where home- 
owner lists are required, tax rolls 
and in many instances, city directo- 
ries, offer a dependable list source. 

There are any number of ways in 
which direct advertising may be tied 
in with other media in campaigns or 
programs. Just how this is to be ac- 
complished will depend primarily 
upon the objective. Harrie A. Bell, 
in his course, “How to Get the Right 
Start in Direct Advertising” states: 
“direct advertising is usually em- 
ployed as a tool to advance one step 
toward making a sale. But it can be 
used—in fact, is widely used—both 
to start action toward and also to 
complete the sale.” 


In using the tool, the advertiser 
must know exactly what leverage 
and how much of it he is going to 
apply, and in what direction. And he 
must apply his leverage in the direc- 
tion of and not adverse to his basic 
idea. He must know all there is to 
know about the product or service 
he would sell. He must know how to 
present the benefits of that product 
or service to a group of likely pros- 
pects in a manner that will urge those 
prospects to act. 


Actually, the potential markets for 
LPG are utterly staggering to the 
imagination. As the industry grows, 
more and more of these potentials 
will be realized. Realization could be 
greatly accelerated by a thorough 
understanding and proper applica- 
tion of sound advertising, merchan- 
dising and selling methods. A major 
deterrent to such realization, preva- 


“Her appreciation of the comforts and con-* 
veniences will lead her to regard the storage 
tank as a symbol of a better way of life.” 


“Results may be determined in a number of 
ways. There simply is no single standard by 
which to measure results.” 





lent throughout the entire industry, 
is the practice of selling L. P. gas as 
a product rather than as a service. 


Selling the Benefits 


As a product, L. P. gas has very 
little appeal to the imagination of the 
prospect. Certainly the equipment 
necessary for the utilization of L. P. 
gas has in itself very little appeal and 
nobody is going to be very proud of 
an unsightly hunk of iron taking up 
space in his back yard. 

On the other hand, the comforts 


and conveniences derived from the 


use of L. P. gas have a tremendous 
appeal. The housewife is intrigued 
with the idea of drying clothes auto- 
matically without setting foot out- 
doors regardless of the weather. She 
is impressed by the idea of automatic 
heat, automatic cooking and by am- 
ple hot water for all household needs. 
And the romance of these benefits 
will transform an unsightly hunk of 
iron in her back yard into a thing 
of beauty because it will become the 
heart of her modern system of bet- 
ter living. Her appreciation of these 
comforts and conveniences will lead 
her to regard the storage tank as a 
symbol of a better way of life. 

That is a fact which many fabri- 
cators as well as gas distributors 
sorely need to realize. 

The tobacco farmer will translate 
into profit facts regarding the de- 
pendable and economical drying of 
his crop. The dairy farmer will un- 
derstand heat for his milk houses and 
warm water for his cattle in terms 
of profit. The cash crop farmer will 
be motivated to action by the idea of 
low cost operation and maintenance 


of his tractor equipment. And there 
are many, many more far-reaching 
possibilities too numerous to mention 
here and all of the possibilities may 
be realized by adherence to sound 
practices of advertising and merchan- 
dising. 

A great deal of professionally 
planned direct advertising matter is 
available for specific jobs from any 
number of appliance and equipment 
manufacturers throughout the gas in- 
dustry. The correct use of such ma- 
terial is usually explained in an ac- 
companying portfolio provided by 
the manufacturer. Such services 
should be utilized wherever possible. 

In every major city and many of 
the smaller progressive communities, 
there are local advertising firms or 
professionally skilled individuals ca- 
pable of serving the advertising needs 
of most L. P. gas operators. 

While the use of professional tal- 
ent in building and directing an ad- 
vertising promotion or campaign will 
seldom be the least expensive ini- 
tially, it will nearly always prove 
most economical in the final analy- 
sis. The economy of a good advertis- 
ing program is not to be determined 
by what it cost but rather by what it 
produced in profitable results. A 
mimeographed postal card is inex- 
pensive only if it accomplishes its 
objectives 4nd the results are profit- 
able. 


Although there will be some ex- 
ceptions of course, most L. P. gas 
distributors are not advertising men. 
Their training lies in other directions 
and the time required for a sound 
course in advertising would be far 
greater than most operators can 
spare. So it’s just good business to 
employ professional help. A good 
insurance agent can best plan your 
insurance program. A good account- 
ant can best audit your books! By the 
same token, it’s just good business 
to let a good advertising man direct 
your advertising program wisely. 

The famous B.B.D. & O.’s, Bruce 
Barton, one of America’s advertising 
greats, once stated: “If all the money 
that has been wasted on ill-conceived 
and spasmodic advertising . . . could 
be gathered together, it would serve 
to establish the most complete home 
possible for all of America’s widows 
and orphans.” 

“If advertising is worth doing at 
all...and it IS ... then it is worth 
doing right!” L) 
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“Secret” of Success 


Van-Gas 
Considers 





Everyone 


There’s no magic in the for- 
mula that has enabled this 
dealer to replace coal in the 
heart of southern Indiana’s 
mining country — just a 
conviction that every single 
person in the area is a first- 
class prospect. 


field report 
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a Prospect 
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E use several advertising 
channels, do a good deal of goodwill 
promotion, use incentive premiums, 
have quality appliances and skilled 
installations—but the only way to in- 
sure a steady sale of appliances and 
the L.P. gas customers resulting from 
these sales is to literally ring every 
doorbell. 

This is the belief of partners Vir- 
gil Paceley and Lester VanWinkle, 
Van-Gas Co., Yankeetown, Ind. Mr. 
Paceley’s brother, W. E. Paceley su- 
pervises the office operations. 

Starting from the proverbial 
scratch, a country grocery store and 
a 4500-gal. storage capacity, Van- 
Gas Co. has grown to become one of 
the largest in Southern Indiana in its 
nine years of operation. 

By using the former grocery store 
space for appliance display, and add- 
ing a 7100-gal. storage capacity at 
their plant located two miles from 
Yankeetown, they have added a roll- 








ing stock of eight pieces, five full- 
time employes, and obtained an av- 
erage volume of a half-million gal- 
lons per year, plus an enormous sales 
volume in appliances—and the main 
thing is that they have done it all in 
the heart of the Southern Indiana 
coal mining district! 

Owning two retail outlets—one in 
Yankeetown, one in: Chandler and 
having four additional dealers in Tell 
City, Cannelton, Huntingburg and 
Midway, Van-Gas serves customers 
within a 100-mile radius of their 
plant. Says Virgil Paceley, 

“The real core of any successful 
L.P. gas business is people—regular 
and potential customers. To know 
their needs, both present and poten- 
tial needs, to know where the po- 
tential customer is and what he can 
use, we’re convinced that it is neces- 
sary to be the johnny-on-the-spot, 
ring every doorbell in our territory. 

“We hired a man to do just that. 
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GAS APPLIANCES. 


He contacted and is still contacting 
every one in this 100-mile radius 
sales area. He courteously asks the 
lady of the house what fuel she uses 
for cooking, refrigeration, clothes 
drying, heating and airconditioning. 
He takes her name and address, 
thanks her for her time, and then 
fills out a form by using checkmarks. 

“This gives us a great deal of in- 
formation. We have the names and 
addresses. We know what they have, 
what they plan to buy, and what they 
can use. For instance, where coal 
heat is checked we know we have a 
good potential for an L.P. gas-heat- 
ing system. 

“We follow this up with a letter 
addressed with the right name and 
address. This letter offers the pros- 
pect a five-dollar allowance, with 
the presentation of the letter, toward 
the purchase of any major appliance 
in the store. Where good business 
judgment indicates it, we make per- 
sonal follow-up calls by one of the 
two outside salesmen. 

“Since this survey was begun sev- 
eral months ago, we’ve traced the 
sale of 32 ranges, 23 water heaters, 
three clothes dryers,:one incinera- 
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tor, nine refrigerators, and eight com- 
plete heating systems to the informa- 
tion and follow-ups on this system of 
considering everyone a prospect. We 
expect even better results as time 
goes on,” continued Mr. Virgil Pace- 
ley. 

Mr. VanWinkle added, “Another 
sales principle we use successfully is 
that one of catching fish where we’ve 
caught fish before. In short, we en- 
courage our own present customers 
to obtain new ones for us. These folks 
are the best salesfolks any company 
could have. They have the enthusi- 
asm, the personal experience, and the 
proof plus the friendship of the pro- 
spective customer. 

“To encourage this, we use a pre- 
mium point system. A premium cata- 
log is given to each present customer 
showing all of the available items 
with the number of points necessary 
to obtain the desired premium. The 
directions are written on the back of 
the catalog. 

“The present customer calls us or 
drops us a card giving names and ad- 
dresses of their friends or neighbors 
who are prospective buyers of L.P. 
gas ranges, water heaters, refrigera- 


tion, or home heating equipment. If 
that friend places an order with Van- 
Gas Co. the present customer re- 
ceives a gift certificate for 300 points 
for each L.P. gas appliance, 150 points 
for each L.P. gas hook-up, and 500 
points for each combination, appli- 
ance and hook-up. 

“This system has relieved us of the 
cumbersome handling of large incen- 
tive appliances or gift items. It has 
been in use here for a long time, and 
we are still getting excellent results 
from it. Because the points must be 
accumulated, many of the local 
housewives have kept their own 
‘books,’ sending in numerous fertile 
leads for us during the years, and 
also winning numerous nice gift 
items for themselves.” 

Goodwill is emphasized at the Van- 
Gas Co. They furnish the gas, stoves, 
hotplates, and hookups for all of the 
local school and church suppers. Any 
non-profit organization receives this 
service without charge upon request. 
This service takes some time and ex- 
pense, but the goodwill created is im- 
measurable, according to Virgil 
Paceley. - 

Van-Gas Co.’s displays are seen at 
all local county fairs and carnivals. 
The company officials believe that 
this is an effective, low-cost method 
for reaching a large number of local 
folks. 

Weekly newspaper advertising is 
used the year around in the local 
town newspapers where retail out- 
lets are located. Manufacturer’s ma- 
terial is used for direct mail, with 
the mailing lists compiled from the 
survey reports. Red on grey is the 
color scheme of the plant and trucks 
and care is taken to keep this fresh 
and attractive. This is considered a 
part of the advertising plan, and the 
plant signs are easily visible from the 
highway. 

“We have one spot announcement 
a day over a local hometown radio 
station which has a large local audi- 
ence in our own trade area, and a 
very small coverage outside our im- 
mediate area. This gives us the op- 

portunity to make every radio dollar 
sell to someone located to do busi- 
ness with us. This spot rotates in 
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time, reaching an early morning au- 
dience one day, a late evening family 
audience the next, and a housewife 
audience the next,” added W. E. 
Paceley. 

Partner Virgil Paceley continued, 
“Naturally, our principle competition 
is coal. Our customers can pick up 
this fuel in their own back yard! The 
recent electric appliance drive has 
not hurt us here. We stress cleanli- 


ness to compete against coal, and . 


economy to compete against electri- 
city. This “competition” acts asa 
greater incentive to sell harder, sell 
more agressively, and to sell more 
positively.” 

Partner Lester VanWinkle added, 
“A good line of appliances is a vital 
necessity. We handle Caloric and De- 
troit Jewel ranges selling from $72- 
$400 in price; Servel water heaters 
from $70 up; Caloric clothes dryers 
from $280 up; Perfection and Sequoia 
space and room heaters ranging in 
price from $50-$280; Ransome fur- 
naces selling for around $300 and up; 
Servel refrigerators and air condi- 
tioning; and Detroit Jewel incinera- 
tors. With quality like that, our cus- 
tomers are assured satisfaction and 
we have a minimum of service diffi- 
culties. 

“Expert installation is next,” con- 
tinued Mr. VanWinkle. “We have co- 
operative arrangements for the sale, 
calibration, and installation of L.P. 
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Users are used by this Indiana concern through a premium ar- 
rangement (left) whereby the introduction of new customers to 
Van Gas service earns points toward valuable gifts. 


The card (above), self addressed to Van Bottle Gas, makes it 
easy for the customer to send in the prospect’s name. 





_gas furnaces with a progressive, 


local furnace company. This has 
proven mutually profitable. These 
men have the skill, equipment, and 
leads for L.P. gas furnaces. 

“Ranges, water heaters, clothes 
dryers, incinerators, etc., are all in- 
stalled by our own well-trained men. 
We also check the installations made 
by the furnace company before the 
gas is turned on. 

“Local plumbers, heating contrac- 
tors, etc., have all given us wonder- 
ful cooperation. We’ve run into a lit- 
tle difficulty in Vanderburg County 
(Evansville) from local ordinances 
in regard to installations, but that is 
the only area in which we’ve encoun- 
tered this trouble.” 

Virgil Paceley interposed, “We 
have three trucks maintained by us 
for installation and service. These 
drivers are trained installation men 
for everything except furnaces. We 
haven’t lost any money on installa- 
tion of appliances at any time. 

“We do our own service work with 
a crew of two skilled men. We do not 
charge for service calls at any time. 
Our truck drivers are also trained 
in servicing and can service when 
they make gas deliveries. This adds 
to the customer satisfaction and cuts 
down additional mileage. 

“Ringing every doorbell has 
brought us a big boost in appliance 
sales. We are confident that it is 


good service that keeps these cus- 
tomers for us after original sales!” 

The future of the L.P. gas business 
looks bright, believes this progres- 
sive Indiana company. 

“The potentials in this area are 
great. We have the Ohio river, a 
large section of agriculture business, 
a growing industrial center—all of. 
which is relatively untapped by LPG. 
The domestic business, with appli- 
ance sales leading the way, will not 
only hold its own but it will grow. 

“From our system of ringing door- 
bells, we will make more friends. We 
will know the potentials. For exam- 
ple, the recent results from these sur- 
vey reports reveal that the satura- 
tion point locally on ranges and wa- 
ter heaters is high. Almost all of these 
reports indicated that an L.P. gas 
range and water heater were in use 
in each home. But, a large majority 
of these homes were using some oth- 
er fuel for heating. 

“For this reason, we are hitting the 
L.P. gas heating with some hard sell- 
ing. It’s already obtained good re- 
sults. We think that the Servel air 
conditioning systems will be another 
good profitable seller for the L.P. gas 
appliance men. Heating and air con- 
ditioning will be sold harder in the 
advertising channels, in our outside 
and inside salesmanship in the fu- 
ture. And our other future plans in- 
clude to continue promotion of appli- 
ance sales, positive selling against 
competition, goodwill promotion and 
advertising through the regular ad 
channels. We will continue to strive 
for the complete L.P. gas homes (at 
present we have two-thirds of our 
entire volume in bulk LPG) ... and 
we think we can do it by ringing 
every doorbell!” ® 
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NFPA Is a Proper Basis 
for Regulatory Measures 


Concerning L. P. Gas 





Hon a number of years, the fire 
marshal of a large American city 
strongly opposed the locating of any 
L. P. gas service stations in his city. 
This ruling was made in a region 
where there is a high ratio of L. P. 
gas-powered vehicles. 

However, with the publication in 
1954 of NFPA Standard No. 58 re- 
vised to provide rules for L. P. gas 
service stations, the marshal reversed 
his stand and proceeded to have his 
city adopt an ordinance permitting 
L. P. gas service stations. 

The ordinance, incidentally, was 
based upon the new requirements of 
NFPA Standard No. 58 as was the 
fire marshal’s change of mind. 

This is a minor, though current, ex- 
ample of the general acceptance of 
NFPA technical standards by public 

‘ authorities as a proper basis for regu- 
latory measures. They thus serve not 
only in the public interest but in the 
interest of industry which, in the ab- 
sence of such standards, might be 
subjected to a wide variety of legal 
regulatory measures, many of them 
perhaps unnecessarily handicapping 
the orderly development of business 
and economical service to the public. 

The National Fire Protection As- 
sociation operates on the principle 
that fires and explosions benefit no 
one and that reasonable measures to 
avoid them are in the interest of all 
concerned including the industries 

~immediately affected, insurance in- 
terests, the fire service, and the gen- 
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Clark F. Jones, formerly a fire protection 
engineer with the U. S. Navy, was appointed 
NFPA gases engineer in April of 1953 when 
the Gases Field Service project was started. 








eral public. NFPA objectivs are to 
develop standards with the coopera- 
tion of all concerned which will pro- 
vide a reasonable guide to fire safety 
and which will point the way towards 
accomplishing the desired objectives 
without unnecessary inconvenience, 
expense or interference with estab- 
lished activities. 

Suggested changes in NFPA Stan- 
dard No. 58, “Storage and Handling 
of Liquefied Petroleum Gases” are 
initiated by the Technical and Stan- 
dards (T&S) committee of the Lique- 
fied Petroleum Gas Association. This 
committee, made up of approximate- 
ly 40 members coming from all sec- 
tions of the country, represents all 
phases of the industry. The T&S com- 
mittee meets semi-annually and criti- 
cally reviews all technical matters 
pertaining to L. P. gas prior to pres- 
entation to the NFPA gas committee. 

Standards developed through 
NFPA technical committees with all 
groups participating have a very 
wide field of usefulness and in cer- 
tain cases such as in respect to the 
standards on LPG have been made 
the basis of legal regulation through- 
out most of the U. S. 

NFPA standards have been serv- 
ing this sort of function for so long 
that they have perhaps come to be 
taken for granted. Somietimes over- 
looked is the fact that the work of de- 
veloping and publicizing these stan- 
dards and working with fire mar- 
shals and others to promote under- 


standing and more intelligent appli- 
cation of them has in the past been 
carried on largely on a volunteer ba- 
sis. As the field develops, it becomes 
increasingly difficult to secure on a 
purely volunteer basis the calibre of 
service that is needed to carry out 
this program more effectively. 
There is a special situation in- 
volved in the Committee on Gases 
where the excellence of the service 
rendered by the NFPA has been due 
in no small part to the leadership and 
personal contribution of one individ- 
ual, Harry E. Newell, who has served 
as chairman of the committee for 
more than 35 years. No such arrange- 
ment can be expected to continue in- 
definitely as time and advancing 
years necessarily take their toll. 
However, with the employment in 
1953 of NFPA gases engineer Clark 
F. Jones, who includes in his duties 
the job of paid committee secretary, 
there is assurance of continued com- 
petent committee work in this field. 
The gases field service project 
should be considered primarily as a 
means for improving and extending 
the already existing service to indus- 
try and to the general public. This 
has been the objective of the National 
Fire Protection Association over a 
long period of years. Thus it is pri- 
marily an association service rather 
than the work of a single individual, 
and, as a matter of fact, it includes 
very extensive contributions of time 
and effort on the part of many mem- 
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bers of the NFPA staff in addition to 
the gases field engineer. 

While the gases field service proj- 
ect was established as recently as 
1953, the procedure and operating 
pattern was developed out of the ex- 
perience gained from two other earli- 
er NFPA field service projects—the 
electrical field service started in 1925 
and the flammable liquids field serv- 
ice started in 1950. 

All three projects are financed by 
special contributions from those in- 
terests and industries most concerned 
and most likely to benefit from such 
special NFPA activities in their be- 
half. . 

Recently the Committee on Gases 
has been reorganized into a more 
workable setup. There are now four 
sectional committees within the par- 
ent committee on gases. These sec- 
tional committees constitute autono- 
mous groups to deal with different 
NFPA standards in the field of gases 
so that more effective committee con- 
sideration can be given to each sub- 
ject. Under this reorganization, the 
burden on volunteer committee 
workers will be kept within reason- 
able limits. The four sectional com- 
mittees are: liquefied petroleum gas, 
utility gas, industrial gases, and gas 
uitlization. Competent chairmen lead 
each section, and the machinery is 
now established for effective consid- 
eration of all projects in the field in- 
cluding a number which have been 
necessarily by-passed over a con- 
siderable period of years because of 
lack of committee time. 

Earlier this year the Committee on 
Gases proposed and adopted proced- 
ure for the interpretation of Stan- 
dard No. 58 and other standards 
within the jurisdiction of the com- 
mittee. Standard No. 58 presents rec- 
ommendations made by the commit- 
tee on the use of LPG. It is a means 
of issuing up-to-date, revised infor- 
mation on the subject, and serves 
the Committee on Gases as the Na- 
tional Electrical Code does the NFPA 
electrical field service. 

The procedure as outlined by the 
Committee on Gases sets up a stand- 
ing committee on interpretations, 
and applications for interpretations 
are presented to the chairman of that 
committee giving specific reference 
to a single problem paragraph or sec- 
tion of the standard. Requests for 
interpretations should be submitted 
to the NFPA office in quintuplicate. 
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Steps and procedures of NFPA Committee on 
Gases include (at left) investigation, analysis, 
report, recommendations, and legislative ac- 
tivity. 























They should be confined to the literal 
meaning of the text or its intent. The 
committee may refuse an application 
referring specifically to proprietary 
items of equipment or devices. 

Findings, in the name of the Com- 
mittee on Gases, will be sent to the 
applicant and also published, iden- 
tified by serial number only, in the 
NFPA Fire News. Members of the 
committee will serve on a volunteer 
basis, and interpretations presented 
to the Committee on Gases will be 
referred to the sectional committee 
concerned for further consideration 
of the text involved. 


New committee projects pending 
include the development of a com- 
prehensive standard on the bulk stor- 
age and handling of oxygen. A com- 
plete review will be made of the Non- 
Flammable Gas Standard, No. 565. 
And another committee project in 
which the gases field engineer has 
been cooperating is the development, 
through a separate committee, of 
standards for the use of nitrogen, 
carbon dioxide and other inert gases 
to provide protective atmospheres 
that will not support combustion in 
certain industrial processes where 
flammable or explosive materials are 


handled. 


A feature of the service which is 
of very considerable public interest 
concerns the safe use of combustible 
anesthetic gases and oxygen in hos- 
pital operating rooms, and in this re- 
spect there is close cooperation with 
hospital authorities, surgeons, anes- 
thetists and others concerned. 


One of the regular features of the 
NFPA services is the investigation 
of important fires with the view to 
determine the facts and point out the 
lessons involved in the hope that this 
might contribute to intelligent future 
action to correct the particular de- 
ficiencies responsible for individual 
fires rather than having blanket re- 
strictions imposed which might need- 
lessly handicap all industry. A cur- 
rent example of this type of service is 
a report of the propane tank car fire 
that occurred in Portland, Ore., which 
was published for general distribu- 
tion to interested groups. 

Through the gases field service 
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project it has been possible to keep 
in closer contact with the wide use 
of gases in many fields where fire 
problems may be involved. Among 
the various services in this respect 
has been the issuance of advice upon 
request to architects, engineers, 
building officials, fire marshals, fire 
chiefs, hospital administrators, indus- 
trial plants, insurance organizations 


or other authorities upon request as 
to the recommended safe practices 
involving gases as covered by NFPA 
standards. 

The gases field engineer has par- 
ticipated in numerous meetings of 
industry groups, fire protection en- 
gineers, fire marshals and others in 
various parts of the country. This, it 
is hoped will promote a better un- 





derstanding of the subjects covered 
by NFPA standards in this field. 
With these and other phases of the 
service to be continued, and as the 
circle of contacts widens, it is felt 
that it will be possible to do an in- 
creasingly effective job for the bene- 
fit of the various special groups im- 
mediately concerned and for the gen- 
eral public. ® 








The “Rural Gas Cookery Exhibition” (left) at the Royal Highland show was pitched to the “country home” owner. Both kitchen appliances and 
other types of gas-burning equipment were spotlighted. Kitchen in the exhibit (right) had sleek modern look, featured table-top range, small 
“single point” water heater, Electrolux refrigerator. 


LPG Booth in Scotland Attracts 3500 Visitors 


ee proudly held court in its own 
little realm when Scotland’s Royal 
Highland & Agricultural Society had 
its annual Royal Highland Show last 
summer. And this despite the over- 
whelming predominance of exhibits 
that were strictly for the masculine 
taste. 

The show was primarily an exhibi- 
tion of livestock and farm products, 
but Scottish Rural Gas Ltd., the 
country’s largest bottled gas distri- 
bution company, had its own booth 
housing the latest in LPG appliances. 
It also sponsored cookery demonstra- 
tions which, by themselves, attracted 
more than 3500 visitors. 

Many thousands more streamed 
through the exhibits themselves, 
where a modern trend in styling was 
evident. A handsome table-top 
“cooker” showed the U. S. design in- 
fluence. A complete kitchen featured 
smooth steel cabinets and stainless 
steel work tops. 

The show is a major event each 
year for Scotland’s agricultural in- 
terests. The 1955 edition, which ran 
for four days, drew 156,226 attend- 
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ance—and this was not a record. Ex- 
hibits are regularly provided by all 
major distributors of agricultural 
products and equipment. Through its 
continual growth, Scottish Rural Gas 
has become an important factor in 
this market. It now supplies the en- 
tire mainland with butane for domes- 
tic, farm, and commercial uses. Pro- 
pane is now being gradually intro- 
duced for commercial and industrial 
use. 

Domestically, butane (or Rural 
Gas, as it is called) is used for cook- 
ing, washing, heating, lighting, and 
refrigeration, according to company 
officials. Scottish Rural Gas sells the 
appliances as well as the gas, and 
claims to be competing “very favor- 
ably” with hydro-electricity as a 
domestic fuel in the remote Scottish 
rural areas. 

Scottish Rural Gas is also in the 
manufacturing business, having de- 
signed and marketed a piglet warmer 
and a gas brooder. These products 
are both handled exclusively by the 
company, and both have helped them 
build a sizable load in pig rearing 


and chicken brooding. Another farm 
use that is being exploited with some 
success is dairy sterilization. 

Commercially, Rural Gas is being 
used by painters and plumbers for 
paint burning and lead melting. 
Rural hotels have also turned to LPG 
for heating as well as kitchen use, 
having found that they now have 
access to a constant fuel supply the 
year around, under all sorts of 
weather conditions. 

The fierce winter weather that is 
common in this far-north country has 
frequently taxed the ingenuity of 
heating system designers and the ca- 
pacity of the systems themselves. A 
year ago, Rural Gas was faced with 
the task of heating churches in rural 
areas where conventional installa- 
tions did not appear capable of pro- 
viding sufficient protection against 
the blustery weather. It was eventu- 
ally decided to install piglet warm- 
ers, suspending them over the heads 
of the congregation. This rather in- 
congruous solution “met with great 
approval and was decidedly success- 
ful,” says one company official. * 
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of CCUTUS SITUATION 


When the weather gets colder and LP-Gas consumption 
increases there is no clowning about the seriousness of 
needing a dependable year around supply of a top quality 
product at competitive prices. Why settle for less when 
the Sid Richardson Gasoline Co. assures you 


On-Time Deliveries 


— winter and summer 


Segregated Tank Cars 


— to eliminate freeze-ups due to water 


Real Security at Favorable Prices 


— contract tailored to your needs 


PLUS continuous co-operation because we are 
an independent producer having no wholesale 
or retail outlets competing with our customers. 


Where else can you get these advantages? 


Sid Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING e FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS H. L. SCHMIDLEY WILLIAM T. CARL 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE. 3105 DEWEY 
INDIANAPOLIS, INDEANA MIDLAND, TEXAS ST PAUL, MINNESOTA OMAHA, NEBRASKA 
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Demonstrations are the key to 
successful dryer sales . . . and 
don’t be afraid to demonstrate 
an electric washer—in fact, dem- 
onstrate and sell them as a pair. 
That’s the sound advice of an 
eminently successful gas clothes 
dryer dealer from the Middle 
West. 








Biri) *ie'4 report 


Niwscor has to tell the bottled 
gas dealer that an expanding market 
depends on his ability to: (1) sell 
new uses for his product, and (2) 
sell additional uses for bottled gas 
to existing accounts for increased 
consumption. 

Certainly, one of the important 
ways of doing this is to sell more do- 
mestic appliances to our natural mar- 
ket: the rural homeowner. He is, 
after all, the backbone of the medi- 
um-sized dealer’s trade. Right now, 
he may be using fuel oil to heat his 
home, and electricity for practically 
everything else. We have to reach 
him with butane’s “story.” And the 
story has to be pretty convincing in 
the home appliance line for the pros- 
pect is already using electricity for 
lighting, radios; television, etc., and 
its mighty convenient for him to 
cook, refrigerate and dry clothes by 
merely “plugging in.” 

I don’t claim to know all the an- 
swers to the “how” of getting the 
rural customer coming our way. But 
I do know how and why we doubled 
our gas clothes dryer sales in one 
year. And ironically enough the arch- 
foe, electricity, was a valuable ally. 

Here’s the picture: In 1953, we sold 
20 gas clothes dryers to our rural 
customers. In 1954 we sold 43 dry- 
ers and 47 electric washing machines. 
The point is, we did sell 43 dryers— 
some as butane account openers, and 
they’re all using our bottled gas. 





How I Sell 
Gas Clothes Dryers 


By E. H. Reitan * Butane Gas Corp. * Omaha 
(As told to L. Doyle Peck) 


E. H. Reitan begins the kind of laundry demonstration-salestalk that has doubled Butane Gas 


Corp.’s gas dryer sales in Omaha. A complete laundry setup and a line of electric washing 


machines sets the stage. 





That figure may not be impressive 
in itself, but after all we’re not a large 
company, and the fact that it was 
more than double our previous year’s 
sales impressed us so much that we 
expect to double it over again this 
year by concentrating on the same 
methods. We think it could be done 
by any LPG dealer on the same scale. 

I’ve already given a tip-off on what 
we did. We added a line of electric 
washing machines and sold the two 
as a pair. What’s more, we sold the 
electric washer first and featured the 
dryer as the sequel in a complete 
home laundry “package.” 

We had looked around to see who 
was getting the dryer sales. It was 
the electric appliance dealers, and 
they were getting “package” home 


laundry business. They were selling 
electric washing machines and gas 
dryers to city residents with natural 
gas and—here’s what hurt—they 
were selling electric washing ma- 
chines and electric dryers to our rur- 
al market. We were being locked out. 
The first step, we concluded, was to 
take on a competing line of electric 
washing machines. We selected the 
brand we though had the most sell- 
ing advantages and which, naturally, 
had a matching gas dryer. 

Of course, it isn’t that simple. The 
electric appliance dealers still had 
the “just-hook-it-up” edge for their 
electric dryers. It meant we had to 
do some selling. So we took another 
leaf from their book. 

We set a glass-paneled demonstra- 
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everything you need and wantin... 


AUTOMATIC CHANGE-OVER REGULATORS 
0758 ) 
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FISHER TYPE 928 
(Specify 928R for Remote 
indicator Mounting) 











Ke The new automatic is truly “THE SALESMAN”. It will work for 
you day and night for years providing better gas service. Through 
better service you will sell more appliances and more installations. 


Let the FISHER SALESMAN be YOUR salesman! 


| FEATURES | 


ve ' ! indi @Pol X Pol Pigtails @ Integral Construction 
(Impossible to over-pressure) @ Pol X Inverted Flare Pigtails @ Proven Design 
@ Direct or Remote @Increased Capacity @ Attractively Priced 


Mounting Indicator (300,000 BTU/HR) 


FISHER GOVERNOR COMPANY, Marshalltown, lowa 


Eastern Office — 212 New Dickson Bldg., Westport, Conn. 
LEADS THE INDUSTRY IN RESEARCH FOR BETTER GAS PRESSURE CONTROL 
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Clothes Dryers... The working machine is more 


likely to hold a prospect's attention than 


anything else 





tion washing machine, plumbed it 
in, and converted an appliance stock- 
room into a complete home laundry 
layout along one wall. We gritted our 


teeth and promised ourselves we'd . 


make at least one home laundry dem- 
onstration every day, any time any- 
body came into the store and would 
stand still long enough to listen. We 
advertised in the rural newspapers, 





Answering the questions of the prospect is important. As Mr. Reitan 
does, he points out specific features concerned on the dryer model. 


1. “Classify” your prospect: By 
this, we mean find out if your poten- 
tial buyer (a) has a fairly new wash- 
er but needs a dryer, (b) is in the 
market possibly for both washer and 
dryer, (c) has had previous experi- 
ence with gas and gas appliances, 
and (d). is now using butane gas for 
cooking or home heating. 

With this information at hand, it 


more apt to hold the prospect’s at- 
tention at this point than anything 
the salesman can say or do. 

3. Remember what you’re selling: 
Put to work your “classification” of 
the prospect’s interests. If a “pack- 
age” laundry sale is in the offing, 
start with the washer; if a dryer 
alone is the best bet, just put the 
washer through the first phase, 
enough to get the clothes wet and 
spun-dried, then go directly to the 
dryer demonstration. Remember that 
you won’t interest the customer in 
something he just can’t use, so pick 
your spot carefully when you begin 
the demonstration. 





The end result: perfectly dried clothes. As the towel was being 
laundered, Mr. Reitan sold the advantages of LPG over electricity. 





devoting some of our regular bottled 
gas ads to the fact that we could of- 
fer complete home laundry appli- 
ances, on terms. 

This set the stage! 

At first we groped uncertainly 
through the demonstrations. But as 
we began to find out what was most 
important to the prospective home 
laundry equipment buyer, our dem- 
onstrations started to take on a defi- 
nite pattern, and our sales of washers 
and dryers began to pick up. Sig- 
nificantly, two-thirds of our sales 
were made during the last half of 
the year—after we had learned how 
to demonstrate and sell. We added 
no extra salesmen, and were not 
forced to “short” our other appliance 
sales in any way for lack of sales 
time. 

Here are the “musts” we’re using 
to sell washers and dryers: 
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is possible to “tailor” your demon- 
stration to fit the customer. You 
know whether or not you have a bot- 
tled gas selling job to do as well. This 
background data can be obtained 
during a casual “introduction” chat 
with the prospect; don’t be too mat- 
ter-of-fact about direct questioning. 

2. Begin the demonstration: As 
soon as possible after the prospective 
customer comes into the store, get 
right down to the demonstration. 
Ease into it as much as possible; just 
invite the customer into the laundry 
room, and start doing a wash. 

Avoid the word “demonstration” 
as is can sound too much like a “sales 
trap” to the average prospect, who 
envisions several hours of “pressure” 
selling. Merely invite the prospect in 
to look at the laundry equipment. 
Once he’s in the room, start up the 
appliance, as the working machine is 


Spend your demonstrating time 
where it will do the most good; i.e., 
if the customer is a bottled gas user, 
you can dwell on the economy of the 
gas dryer, its advantage in speed, 
and the perfect job of drying it will 
do. On the other hand, if the sale is 
to be a butane account opener, sell 
the convenience of gas itself, dispell 
safety questions with figures on how 
many of your rural accounts have 
used butane for many years without 
a single mishap, and make especially 
strong points of the safety features 
on the dryer pilot and burner auto- 
matics. 

4. Answer questions: The prospect 
will want to know some specific 
things about the washer and dryer. 
Be prepared with a good technical 
knowledge of the equipment but be 
able to present it in a non-technical, 
understandable manner. 
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G.E. DEVELOPS NEW 
PLUG-IN CHASSIS 
FOR 2-WAY RADIO 


NEW PROGRESS LINE saves money on maintenance 
through faster servicing—protects from obsoles- 
cence because chassis are quickly interchangeable. 


- the new Progress Line, transmitter, receiver, power 
supply and optional chassis are individually rack- 
mounted in a triple-rigid mobile case. Rapid inter- 
changeability is provided by this rack construction and 
true plug-in chassis. This plug-in design permits 
changes in frequency, power, type of reception (narrow 
or wide band) quickly at minimum cost, at any time, 
You’re free of any obsolescence risk! 

You may switch Progress Line mobile units— 
whether front or trunk mount, between vehicles with 
6 or 12 volt DC systems. No electrical alterations are 
needed. And any mobile combination can be converted 
quickly to a low-cost, 117 volt AC intermittent duty 
base station by changing only the power supply chassis! 


Let a G-E Communications Counselor analyze your 
radio needs and develop an installation or conversion 
program planned for long-run savings. Write or call 
today for tull specifications on the new PROGRESS 
LINE. General Electric Company, Communication Equip- 
ment, Section X31115, Electronics Park, Syracuse, N.Y. 





4q There is a G-E 
Authorized Service 
Station near you. 
Look for this sign. 
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INDIVIDUAL PLUG-IN CHASSIS minimize capital investment in spares 
and reduce radio maintenance time! Your vehicles will be back “in 
service” faster. For instance, you can replace either a transmitter 
or receiver plug-in chassis right in the vehicle in 5 minutes—using 
only a screwdriver. Individual plug-in chassis of the new General 
Electric Progress Line units also provide complete interchange- 
ability between mobile and station transmitters and receivers. 





EASY FRONT MOUNTING under the dash. The new G-E Progress 
Line case is less than 15" deep. For the first time you can have a 
90-watt front mount mobile unit in the 25-54 MC. band and a 
50-watt front mount mobile unit in the'144-174 MC band. In the 
25-54 MC band you can now have simultaneous monitoring of 
2 channels, in the same case. without additional equipment. 


Progress /s Our Most Important Product 


GENERAL @ ELECTRIC 
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Let’s assume the salesman has 
either sold the customer on the wash- 
ing machine, or has eliminated the 
possibility of a washer sale. Here are 
some typical customers’ questions 
about the dryer which frequently 
come up during the demonstration, 
and our answers to them: 

Q. How is a gas dryer different 
from an electric dryer? 

A. In principle, there is no basic 
difference. Both depend on (a) a 
tumbling action to keep the clothes 
moving through the warm air, (b) 
good air circulation to dry the clothes 
(“paint won’t dry in a closed room, 
even though the room is warm; it 




















A. Absolutely none. An automatic 
control shuts the dryer off when the 
temperature reaches 190°, which 
means the clothes are dry. We sug- 
gest you buy the model with a “hu- 
midostat” which automatically shuts 
off the burner when the clothes are 
dry, and has a definite gas-saving 
edge over straight-timed dryers. As 
additional safeguards, there is an au- 
tomatic shut-off thermostat which 
will cut off the burner which, inci- 
dentally, is completely enclosed and 
shielded from the clothes—if for any 
reason the temperature reaches 200° 
(such as blocked air circulation) ,and 
an automatic cut-off attached to the 





Financing arrangements are important part of the salestalk, and should be used as a “closer,” 
the Omaha butane firm believes. Tank rental, installation details are discussed AFTER appliance 


is sold. 





takes circulating air”) and (c) a 
heating unit—usually a 4500-watt 
element in an electric dryer and a 
15,000-Btu burner in a gas-designed 
dryer. 

Q. Is gas actually cheaper to use 
than electricity? 

A. Definitely (produce a writing 
tablet and pencil)—and here’s why. 
At 2.8 cents per kw-hr (in the Omaha 
rural area) the average electrically- 
dried clothes load will cost 6 or 7 
cents, based on an average drying 
run of 45 minutes. The gas dryer will 
dry the same amount of clothes (8 
lbs dry) in approximately five min- 
utes’ less time, uses about 12 cubic 
ft of gas and will cost about 2 cents 
per load, based on the consumption 
of a standard 15,000-Btu bruner. 

Q. Is there any danger of escaping 
gas, explosion or fire in a gas dryer? 
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revolving drum which will shut off 
the burner should a belt break or the 
motor stop for any reason, stopping 
the tumbling action. There is also an 
automatic shutoff in case the pilot 
light goes out when the machine is 
not in operation. You can walk away 
from your gas dryer and forget it. 

Q. Can I control the drying if I 
want some clothes left slightly dam- 
pened for ironing. 

A. Yes. Merely set the “humido- 
stat”—or the timer, if the dryer runs 
on a clock—for the desired dryness. 
If there are just a few garments to 
be dried, you can start a whole batch 
through, wait until the machine stops 
on the first setting and take out the 
damp garments for ironing, then re- 
set the dial and let the other gar- 
ments dry completely. 

Of course there will be other ques- 





tions concerning the dryer’s opera- 
tion. But these, we have found, are 
the big ones. All of these questions 
should be answered by pointing to 
the specific features on the dryer, and 
showing exactly how they work 
while the machine is in operation. 
The point is this: don’t be evasive. 
The advantages are definitely in gas’ 
favor in clothes dryers, so there’s no 
need to sell defensively. 

5. Sell “plus” features: Grouped 
under this could be such things as 
built-in electric igniters, easily- 
cleaned lint traps, porcelain finish, 
etc. In other words, any special fea- 
tures about your brand of dryer. Re- 
member that not only must you sell 
the advantages of a gas dryer, you 
must also point out that yours is the 
best, and back it up. 

6. Suggest financing terms: The 
matter of time payments is definitely 
a part of any successful appliance 
sales talk. We generally use it as 
more or less of a “closer” and put it 
to the customer that we will “be hap- 
py to put it in his home after a small 
down payment so he can use it while 
he is paying for it. 

Of course, if the customer brings 
up the matter of financing earlier 
during the demonstration, point out 
that the company will cooperate 
whole-heartedly in extending credit 
terms. But it is better if the dealer 
himself. mentions it first, and makes 
some specific suggestions as to time 
and monthly payments as “test bal- 
loons.” 

The customer’s “back-off” because 
he wants to think it over could be 
prompted by uncertainty as to credit 
terms. Explain them fully. 

If the sale is to be a butane account 
“opener,” you'll also want to explain 
tank rental and delivery procedure. 
But completely sell the appliance 
first unless the customer brings up 
the subject. Remember that you’re 
trying to beat out electricity’s “just- 
plug-it-in” advantage and you won’t 
do it if you go into new account in- 
stallation details prematurely. Tim- 
ing on this score can be important. 

That about sums up our plan for 
increased gas clothes dryer sales, and 
with it increased bottled gas sales 
volume. As long as we can keep 
showing steady increases in both ap- 
pliance sales volume and butane us- 
age by our rural accounts with this 
approach to dryer sales, we'll stick 
to our guns. ® 


BUTANE-PROPANE News 























neal 


Te 








a 
sm 





Every space heater dealer should read this 
performance report about the new 55 Gasapack control 


I" 60 hours . . . only 2° variation room to room, 
while the thermometer plunged from the mid-forties 
to zero. Here’s performance you should be selling at 
a profit! 

This action report of the MTS thermostat-controlled 
Model 55 Gasapack takes but a few minutes to read. 
And how worthwhile. Big 60-hour charts trace the 
precise modulating action responsible for this even, 
healthful comfort. It’s documentary sales backing at 
its best. 

Give yourself a break — sell trouble-free comfort. 
Satisfy your customers — give them the choice of any 
one of three add-on accessories to suit any personal 
comfort preference. Make sure the Model 55 Gasapack 
control is installed on the gas space heaters YOU sell. 






UI 
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Write for a copy of this 55 Gasa- 
pack Performance Report and 
other facts on today’s most ver- 
satile gas control. 










55 MTS MODULATING SNAP THERMOSTAT — easily attaches with 
a screwdriver — no need to break line. Electric-wall and 
modulating thermostats also available. Thermo-bulb modu- 
lates fire from high to low. Quietly snaps off- when low 
fire is no longer needed. Ignition is at a point close to 
“wide-open” — eliminates burn-back in venturi. Absolutely 
silent operation. Single-knob adjustment. 


BASIC CONTROL FOR LP-GAS does 
not have the pressure regulator 
as above (tank has own pres- 
sure regulator. ). Otherwise, op- 
eration and versatile perform- 
ance is the same, 








A-D CONTROLS CORPORATION gp 


2542 N. 32nd Street, MILWAUKEE 45, Wisconsin 
COOKSVILLE, Ontario NIJMEGEN, Holland 


For Export: 13 E. 40th Street, New York 16, N. Y., U.S.A. 


NOVEMBER, 1955 


DEPENDABLE (2.: 720 





for Air @ Liquids 
Gases ® Refrigerants 
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In freezing weather, when a 
heavy snowfall or a sleet storm 
interferes with the operation of 
main line remote control 
switches, the central traffic 
control dispatcher at Dunsmuir, + 
Colif., turns on LPG-fired 
switch heaters a half hour be- 
fore a train movement, giving 
plenty of time for the flames 





to melt away ice and snow 
which might interfere with 
switch operation. 














LPG-Fired Switch Heaters 
Perform Switch-Clearing 
Task for Oregon Crews 


Sodimiats Pacific section crews 
in Oregon’s rugged Cascade moun- 
tain area are getting more sleep than 
they used to, thanks to LPG. Now, 
when a heavy snowfall or a freezing 
sleet storm interferes with the opera- 
tion of main line C.T.C. controlled 
switches, crew men do not climb out 
of bed before daybreak; they let 
LPG-fired switch heaters perform 
their switch-clearing task for them. 


The first batch of 20 heaters was 
installed for the winter of 1953-54 be- 
tween Calimus, a point 35 miles north 
of Klamath Falls, and Crescent Lake 
on Southern Pacific’s main Cascade 
line. All are under the control of the 
centralized traffic control dispatcher 
at Dunsmuir, Calif., through use of a 
code control system. Last winter... OE me 
more LPG heaters were added to the Centralized Traffic Control dispatchers at Dunsmuir and Eugene operate LPG heaters through 
stretch of main line from Calimus use of an electric code system. Snow and ice are melted to provide safe switch operation. 
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Tell your customers you are “Mr. B’’—the man to 
see for BRYANT quality equipment. Focus the full power 
of national ads, etc. on your business, your profits! 


be Mir. B’” 


(AUTHORIZED BRYANT HOME COMFORT DEALER) 


Only “Mr. B”—the Bryant Home Comfort Dealer—has all 8 of 
these selling assets to build his business BIG: 

1. A name customers know and want 

2. The most complete line of automatic 

heating, air conditioning, water heating 

3. Quality equipment for every market 

4. Exceptional distributor service 

5. Professional sales training 

6. Personalized selling tools for you 

7. National advertising featuring you 

8. Co-op “Mr. B” ads for local papers 
For bigger profits now, for a secure and prosperous future—see your 
Bryant Distributor. Ask him about Bryant’s big ““Mr. B” action 
program, and how it can make sales and money for you! 


® 
AUTOMATIC HEATING 
AIR CONDITIONING 
WATER HEATING 
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Propane is supplied to the 26-ft pipe through a tube entering at the center. Ignition wire and 
return indication equipment are located next to the gas connection. Folding metal covers pro- 


tect the heaters. 





south to Klamath Falls. Another 
group of 20 heaters was installed last 
winter north of Crescent lake, and 
instead of being controlled from 
Dunsmuir, are controlled from Eu 
gene. 

In freezing weather, the dispatcher 
turns on the heaters a half hour be- 
fore a train movement. This gives 
plenty of time for the flames to melt 
away ice and snow which might in- 
terfere with switch operation. Con- 
trol of a switch is accomplished by 
use of the same single pair of wires 
which, by coded impulse system, con- 
trol the switch machines and the sig- 
nals. This same system warns the dis- 
patcher if burners fail to light. 

Gas is supplied from 1150-gal. stor- 
age tanks located near the switches. 
These are filled either by tank de- 
livery truck or directly from tank 
cars. Several of the switches are lo- 
cated at points which are remote 
from access roads, and the latter 
source of supply is the only feasible 
one. Local LPG dealers fuel the 
tanks which can be reached by truck. 


Refilling 


Gas consumption is recorded by 
the dispatcher. Knowing that each 
heater consumes approximately 
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three gal. of gas per hr, he is able 
to judge when the tanks must be re- 
filled. 

The burner section of the heater 
is malleable iron, assembled in 26-ft 
lengths and installed on the outside 
of and adjacent to the running rails. 
They extend the full length of the 
24-ft switch points. Heat from the 
burner is not sufficient to have any 
harmful heat treating effects on the 
rails, nor are heaters located in such 
a manner as to create a fire hazard. 

The burners, equipped with six in- 








spirators and six No. 68 orifice spuds, 
are ignited by two hot wires one at 
each rail. The hot-wire coil igniter 
and bi-metallic contactor for return 
indication is attached to the burner 
and housed in a brass nipple with a 
bronze cap. Gas is ignited by a Ni- 
chrome wire coil heated electrically 
when the gas is turned on, and al- 
lowed to cool after the gas is ignited. 


One step of the code control is as- 
signed the heaters. The ignition sys- 
tem, made up primarily of the hot- 
wire. coil, is energized from a local 
AC source or from storage batteries. 

A bi-metallic contact mechanism 
is provided with each switch to indi- 
cate when the burner is in operation. 
A control code, in turn, is actuated 
indicating to the dispatcher that the 
heaters are actually in operation. 


Sequence of Events 


The sequence of events on an icy 
morning is a follows: the dispatcher 
is informed of weather conditions by 
signal maintainers or section fore- 
man. The dispatcher then actuates 
the hot-wire ignition coil and the 
solenoid which controls the flow of 
gas. Lastly, he checks the return indi- 
cators to make sure that the heaters 
are actually in operation. 

Attesting to the satisfactory serv- 
ice rendered by Southern Pacific’s 
switch heaters, H. A. Teal, trainmas- 
ter of the Shasta division, reports: 
“This past winter we did not encoun- 
ter many bad storms, but our experi- 
ence with the heaters the preceeding 
winter during some very severe 
weather proved extremely satisfac- 
tory.” ® 


’ 


Each switch heater installation is supplied by an 1150 gal. propane tank. Some of these are 
filled by tank truck while others depend upon railroad tank cars. 
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We're talking about “long-playing” profit records... the records that scores 
of distributors are making with Cities Service LP-Gas! 


Why this extra profit? There are four excellent reasons: 
T QUALITY Pure... Moisture-free . . . Exceeding NGAA Specifications . . . 


Trouble-free . .. More profitable sales. 


SUPPLY Dependable year-round supply from company-owned plants 
... Vast underground storage facilities . .. Material when you 
need it. 


+ TRANSPORTATION Cities Service tank car and trucking fleets assure 


material where you need it. 





SERVICES Engineering, carburetion and operational know-how backed 
by years of experience plus expert promotional assistance. 


For more information, contact the nearest Cities Service office listed below. 
And remember . .. with no retail outlets, Cities Service devotes all its efforts 
pe toward helping the distributor. 

PROMOTIONAL 











SERVICE! ... Part of our name, part of our business 


CITIES @ SERVICE 


QUALITY PETROLEUM PRODUCTS 








406 W. 34th St., Kansas City, Mo. _ 500 Robert Street, St. Paul, Minn. 
20 N. Wacker Drive, Chicago, lil. 6611 Euclid Ave., Cleveland, Ohio 
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Allen Butane Gas Co.’s newly opened Grapevine store and bulk plant, showing the 
air conditioned store and office and a portion of the 42,500-gal. storage capacity. 


Allen Butane’'s 


“Policy of Protection’ 
Grows With 
Expanded Operation 


In the severe cold winter of 1947-48, 
many customers in North Texas were 
caught short of fuel; some farmers 
without a reliable, nearby gas supply 








C. H. Oliver, who has been associated 
with Allen Butane for 13 years and 
manager of the Grapevine operation 
for four. 











were forced to hook up wood stoves, 
and improvise chimneys by sticking 
pipes out through windows. But this 
problem will not confront customers 
of Allen Butane Gas Co., which has 
just opened a new $71,000 bulk plant 
and retail store in the north Texas 
town of Grapevine. 


Strategic Locations 


The company’s “policy of protec- 
tion,” which calls for strategic loca- 
tion of brawch storage facilities and 
company-owned transports, storage, 
and delivery units, is assurance that 
Allen Butane will deliver fuel at the 
time it is needed. 

The new and improved Grapevine 
outlet, with 42,500-gal. storage capa- 
city, is one of Allen’s seven north 
Texas L. P. gas consumer centers, the 
other decentralized units being locat- 





New North Texas facility, 
recently unveiled in festive 
grand opening complete with 
full publicity and advertising 
treatment, assures the area 
of ample gas supply for the 
future. 











ed at Denton, Pilot Point, McKinney, 
Celina, Sherman, and Waxahachie. 
Allen Butane Gas Co., headed by 
President J. E. Allen and Vice Presi- 
dent H. R. Pemberton, has a total 
storage capacity of 227,000 gal., tak- 
ing the entire LPG output of six 
refineries. Seven thousand - gallon 
transports are used to keep bulk 
plant supplied, and a fleet of new de- 
livery trucks operate regularly. 


16-Year History 


When the newly enlarged Grape- 
vine outlet was ready for business 
early last month, Allen Butane Gas 
Co. invited the community of Grape- 
vine to participate in the grand open- 
ing and to see how far the company 
has come in its 16-year history. From 
9 am. until 7 p.m. visitors came to 
take a chance on one of the valuable 
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Home of the True Blue Oil Company—Creators of the True Blue Dispensing Valve and the True Blue Spinner 
Painter. Distributors of LP Gas for over 27 years. Owned and operated by Charles G. and Beulah N. Homuth. 
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True So lue 


SPINNER 
PAINTER 












*U.S.A. and Canadian Patents Applied For. 


DRUDGERY NEVER WAS FUN 
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Charles Homuth demonstrating use of his revolutionary 


In Position—Ready for painting. new True Blue semi-automatic dispensing valve. 


If you paint and fill cylinders the True Blue way you will have fun while you work 


The Spinner Painter may be suspended from the ceiling or wall 
bracket with 1” pive. 


When the handle is held in a vertical position 2 curved hooks are 
placed in slots of the cap. The cylinders may be suspended equally 
well by placing the hooks under the valve wheel (cap removed). 


When the handle is pulled down it automatically locks, holding the 
cylinder off the floor. The suspended container revolves freely on the 
ball bearing hanger in a spinning motion. 


When the vessel is satisfactorily sprayed just a very light pressure 
on a button releases the handle thereby allowing the cylinder to 
come to rest on the floor, simultaneously the hooks automatically 
release the cylinder, it is then ready to be rolled away. 





The True Blue semi-automatic DISPENSING VALVE — 


Extremely fast 

Thoroughly safe and dependable 

Fills one to three, 100-pound cylinders per minute 

Cuts labor costs up to 75% 

Can be installed on cylinders and removed in 5 seconds or less 
Is simple to operate 

Eliminates opening or closing any valve except cylinder valve 
Has 100% safety factor 

Has positive action on both shut-off and opening 

Is constructed of high grade steel — All chrome plated thruout 


Every True Blue Dispensing Valve carries a full 12-month guar- 
antee. Valves will be repaired or replaced, when returned prepaid 
to the True Blue Oil Company. 


Ready for Immediate Shipment — Write or Wire for Prices. 


TRUE BLUE OIL COMPANY — 


Plato Center Ill., U.S. A. 
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Allen Butane ...Prizes worth some $500 


were given away at the opening. 





prizes and to see the displays of mod- 
ern LPG-burning appliances. Prizes 
worth some $400 were given away. 
Every hour on the hour names of 
visitors were drawn, and the lucky 
winner was awarded 100 gal. of gas. 
In addition, registered visitors were 
eligible for the grand prize drawing. 
First prize, a Hoover vacuum clean- 





ance ads and stories by President Al- 
len and Vice President Pemberton. 
Short stories spotted throughout the 
paper highlighted features of appli- 
ances handled by Allen Butane. 
Hosts for the grand opening, in ad- 
dition to Mr. Allen and Mr. Pember- 
ton, were Curtis H. Oliver, Grape- 
vine store manager for the past four 





appliances: Roper ranges and clothes 
dryers; Servel freezers, refrigerators, 
and air conditioners; Martin and 
Dearborn space heaters; Vent-A- 
Hood cooking ventilator; and Day & 
Night Jetglas water heaters. 

The new bulk plant and store are 
located on a 200- by 2$0-ft tract on 
Northwest highway. Measuring 40 
by 60 ft, the pink and masonry build- 
ing boasts an air conditioned interior 
that has been finished in mahogany 
panelling. 

Pointing to their belief in the fu- 
ture of the area, Mr. Allen and Mr. 





The interior of the air conditioned store is mahogany-paneled. Here can be seen the display floor, accommodation desk, and office. 





er, was followed by a Martin cabinet 
heater with thermostat and safety 
pilot, a Martin Fyrelog with match- 
ing brass andirons, and a portable 
Roper griddle. 

Youngsters weren’t forgotten eith- 
er by Allen Butane. There were bal- 
loons galore for all who came, in ad- 
dition to free refreshments. Punch 
and cookies, baked on one of the Ro- 
per ranges that Allen Butane sells, 
were prepared and served by a home 
economist from Lone Star Gas Co.’s 
Fort Worth office. 

Extensive use was made of the 
Grapevine newspaper, the Sun, to 
spread the word about Allen Bu- 
tane’s opening. The eight - column 
headline in the Sept. 29 issue read, 
“New $71,000 Allen Butane Gas Co. 
Bulk Plant and Retail Store Opens 
Saturday.” Featured in the lead 
story of the day were the company, 
its new store, and its open house. 

In addition to a full page ad invit- 
ing the public to the open house, the 
paper carried several smaller appli- 
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years and with the company for 13; 
Bill Kemp, serviceman; Leon Pippin, 
George Wilkins, and Alvin Aly, de- 
liverymen; and Mrs. Arthur Sim- 
mons, secretary and bookkeeper. 
Factory representatives for the 
wide range of appliances handled by 
the Allen store were present to help 
greet the many visitors and to show 
them the fine points of the stocked 


Are YOU Protected? 
Will You Always Have 
BUTANE-PROPANE GAS 
Available When You Need It? 
227,000 Gals. 


on Hand for You 





DEPEND ON US ! 


Highway 114—Grapevine—Phone BU9-2500 


Pemberton said, “We are proud to be 
among the first to make a long-range 
investment in what we feel is a very 
progressive area—in the very center 
of a booming metropolitan 3-county 
area (Dallas, Denton and Tarrant). 
“New lakes, new plants in the area, 
and many new homes add up to un- 
limited possibilities. We are simply 
recognizing those possibilities.” 


An example of the ads ap- 
pearing in the. Grapevine 
Sun is this one, run in con- 
junction with the eight- col- 
umn ad inviting residents to 
come to the open house. 
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Cylinder Valve 


d 100 Ib. Cylinder 
Cat. No. 21001 


60 Ib. Cylinder 
20 Ib. Cylinder 
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Tee Check Assembly aS Agtonactie 
. No. System Package 
nasi cups Cat. No. 91013 
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a move to(Weattico 


is a move to win... 





The Weathco name is a complete and powerful weapon which 

helps you sell more—faster and easier. 

Low Pressure Regulator 
Cat. No. 31015 With Weathco, you simplify purchases of bottled gas 

systems because Weathco is your only single source for all 

necessary equipment including cylinders. 

With Weathco, your every tank and cylinder installation 


can be made with confidence because all Weathco equipment 


is unmatched in appearance, quality, safety and efficiency. 


<i). WEATHERHEAD 


--- 78 showing the way 










The Weatherhead Company — Cleveland 8, Ohio e In Canada — St. Thomas, Ont. 
Z~ 
Assembly 
. No. 42000 
w/optional 
Pressure Gauge 





Internal Relief Valve 
Cat. No. 22018 


Vapor Return Valve 
Cat. No. 25002 
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Pete Makes A Pact With The Devil 











By J. Arthur Thompson 


ve HEN Propane Pete was advised by Doc Gray up 
in Worland, Wyoming, to go take a bath in the hot 
springs at Thermopolis, he was pretty much upset. Tak- 
in’ a bath was risky business. But then, Pete thought, 
he’d always lived dangerously, so he might as well try it. 

Thermopolis is just a he-man spittin’ distance from 
Worland, about 35 miles. Pete takes off that evening, 
being Saturday, and rambles along the river to Ther- 
mopolis, figurin’ on havin’ his bath that night and get- 
tin’ the danger over with. 

But when he got to Thermopolis, all the hot springs 
had turned cold. Everybody in town was scared and 
panicky. A couple of Indian bucks were singin’ their 
death song alongside one of‘ the springs. 
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“What happened to the springs, turnin cold?” Pete 
demanded. 

“Devil steal um fuel to keep Hell hot,” the Indian in- 
terrupted his death chant to reply. 

“Well, I ain’t takin’ a cold bath,” Pete declared, and 
set out huntin’ for the sdurce of the spring. He found it 
pretty quick and after nosing about a bit, he built a 
crude water heater out of odds and ends. He used the 
gas from his truck to run it. 

The Indians stopped singin’ to watch him. When he 
had the water steamin’ in the pool, he stripped off and 
jumped in. Well sir, Pete never had a bath before or 
after, like that one. It took away all of his aches and 
pains and when he come out he was full 32 pounds lighter. 
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Sinclair 


PERFORMANCE 


Sinclair 
REPUTATION 


Sinclair 


QUALITY 

















There’s a parade of bonuses headed your way when you join the 

swing to Sinclair. With every load of Sinclair LP Gas you get these big Sinclair 
extras . . . Sinclair INTEGRITY—REPUTATION—QUALITY— 
PERFORMANCE—and GOOD SERVICE. These extra advantages can 

add up to more, satisfied, repeat customers—a faster growing, more 
profitable business for you. 


Get all the facts about Sinclair LP Gas. It’s the gas with high heating 
value—with moisture and impurities removed. You'll soon see why it will 
pay you to fly the Sinclair banner in your territory. 


SINCLAIR OIL AND GAS COMPANY 


Liquefied Petroleum Gas Sales Department * Sinclair Oil Building, Tulsa, Okla. 
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PROPANE PETE continued 





Besides he found a couple of screws he’d lost out of a 
regulator six months before. 

When Pete disconnected the water heater, the Indians 
protested. They explained that he’d choked up the spring 
he had bathed in and so he ought to heat the water for 
the other springs to make up for it. 

Now Pete didn’t like the idea of stickin’ around as a 
hot spring fireman but he wanted to do the right thing. 
He thought it over a mite. 

“How do you know the Devil is stealin’ the fuel?” he 
asked the Indian. 

“Me show,” grunted the other. 

The Indian led him up the canyon a bit and pointed 
to a cave. Pete went in and looked down a long hole lit 
up by a ruddy, red dight. Sure enough he could look 
right down into Hell. The Devil and his helpers were 
busy turning the fuel supply that heated the springs into 
the central furnaces. 

Pete motioned to the Indian to wait and he went back 
and got his old truck, Beepee. He had a little trouble 
gittin’ it up to the cave but he finally made it. 

Now propane is one of the hottest of gasses and one of 
the coldest of liquids. Pete takes his hose and starts 
squirtin’ liquid propane down that hole. He just froze 
Hell over! 

The Devil can’t stand havin’ Hell froze over so he 
clawed his way right up that hole, shiverin’ and chat- 
terin’. He glared at Pete and Pete glared right back at 











him. Then they started pawin’ at each other while the 
Indian Buck stood petrified with fear. 

Finally they made a treaty. The Devil was to let the 
fuel supply for the hot springs strictly alone. In return 
Propane Pete would show him how to use L. P. gas in a 
standby plant when Hell’s load was too heavy for the 
regular fuel supply. 

When the Indians found out how the matter stood, 
they decided they didn’t want to be in a position of havin’ 
to enforce a treaty with the Devil. So they gave the hot 
springs to the State of Wyoming, with the proviso that 
so long as the rivers should run and the sun should 
shine, the waters of the springs should be free to all who 
came, regardless of race or color. 

Those treaties have been kept on all sides to this day. 

As for Propane Pete, his gas supply was gettin’ low, 
so he headed South and East. * 





WV ILLIAM H. BROOKS, who 
will be remembered by a great many 
people in the L. P. gas industry for 
his outstanding work as Washington 
representative of the LPG tank fabri- 
cators, is now serving as Trade and 
Investment Advisor with the United 
States Operations Mission to Pakis- 
tan. 
Bill Brooks reports that tremen- 
dous progress has been made by the 
people of Pakistan during the eight 
years since that country has been 
separated from India. Industrial de- 
velopments have been hampered by 
the lack of low-cost fuel, but-an ex- 
tensive exploration and drilling pro- 
gram is being carried on to discover 
and develop a domestic petroleum 
supply. They have recently found 
one of the world’s largest gas fields, 
located only about 300 miles from the 
capital of Karachi. This field pro- 
duces only dry gas, with very limited 
LPG components. A big-inch pipe- 
line has been constructed to Karachi 
and a few other principle towns, and 
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One of the few jobs LPG has not taken over 
in Pakistan is the traditional snake charming. 


Ex-Tank Fabrication 
Executive Helps Set The 
Stage For LPG in Pakistan 


exploration is continuing in the hope 
of discovering wet gas fields and 
crude oil deposits. An Italian firm is 
completing an engineering survey as 
a preliminary to the construction of 
a refinery and cycling plant in an- 
ticipation of the development of oil- 
fields. 

Only a very small amount of “bot- 
tled gas” is available in Pakistan at 
this time, but as an indication of the 
high interest being shown, the ani- 
mated display which featured the 
Trinity Steel Co. exhibit at several 
conventions in the United States has 
been flown there to be used in the 
Pakistan Industrial Exposition in 
September. © 
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CREAT NAMES... 


THE BROADMOOR HOTEL 


COLORADO SPRINGS, COLO. 


Equipped with GARLAND eee 


THE GREATEST NAME IN COMMERCIAL COOKING! 


GARLAND is best . . . sales prove it! 


This is a fact: Day in, day out more 
Garland commercial cooking eéquip- 
ment is used to prepare meals than 
any other make! 


That’s because Garland is noted for 
perfect results . . . whether the cook- 
ing operation is large or small. The 
finest chefs rely on Garland not only 
for its speedy ways and dependa- 
bility, but for its unmatched flexibility 
and outstanding performance. They 
know Garland is tops! Phone, wire or 
write for full details. 

GAS SUPPLIED BY COLORADO INTERSTATE GAS CO., COLORADO SPRINGS, COLORADO. 

SOLD AND INSTALLED BY CARSON HOTEL SUPPLY COMPANY. 





Louis Stratta, Head Chef of the 
Broadmoor Hotel, uses Garland 
and gas to serve more than 3,000 
meals daily. 


The battery formation illustrated includes: 
Spectro-Heat Hot Top; Open Top; Unitherm Fry Top; Deep 
Fat Fryer; and Side Fired Broiler. Units available in standard black- 
Japan or Stainless Steel finishes. 


RLA TD 


Heavy Duty Ranges e Restaurant Ranges e BBroiler-Roasters e Deep Fat Fryers 
Broiler-Griddles Roasting Ovens e Griddles e CounterGriddies e Dinette Ranges 





Products of Garland Division, Detroit 31, Michigan 


Welbilt, CORPORATION 





IN CANADA: GARLAND-BLODGETT LTD. - 1272 CASTLEFIELD AVE., TORONTO 
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Two 2500 gal. LPG tanks were permanently installed behind the plant and attached to the piping systems, and LPG was 
available for use wherever needed for burning and brazing throughout the plont. 


Production Experience Proves LPG 


Superior For Metal Cutting and Brazing 


Industrial acetylene generators 
used to supply fuel for metal cut- 
ting and brazing are signals for 
the live-wire LPG dealer to under- 
take replacement with a propane 
tank. The acetylene generator re- 
quires frequent recharging and 
supervision—entails considerable 
payroll cost for its operation. The 
propane tank is completely serv- 
iced by the dealer, with no payroll 
cost to the user. Metal cutting 
with propane costs less for fuel, 
less for oxygen, and less for 
cleanup following the cutting. 


BEN field report 





Dani PIPE& TANK CO. of Port- 
land, Ore., manufactures among oth- 
ther products high qaulity storage 
tanks and bulk truck bodies for the 
LPG industry, and uses LPG in the 
process. The company has learned, 
through laboratory tests and through 
actual comparative tests in the shop, 
that propane is superior to any other 
fuel for its metal cutting and braz- 
ing operations. 

Located in a section of what was 
once the Oregon shipyard of World 
War II fame, birthplace of many Kai- 
ser-built Liberty and Victory ships, 
Beall has found the vacated fabricat- 
ing shops of the shipyard ideal for 
its manufacturing purposes. Little 
alteration was required to adapt the 
buildings and existing facilities for 
pipe and tank manufacturing when 
the company moved into its new 
quarters shortly after World War II. 
Acetylene piping carried gas from an 
acetylene generator to many outlets 
located at convenient intervals 
throughout the shops. Piped oxygen 
was also readily available to work- 
men at any location. 

After thoroughly studying the idea 
of converting its metal cutting facili- 
ties to propane, and discussing sup- 


ply problems with Gas Heat Inc. of 
Portland, the company retired the 
old acetylene generator and arranged 
for a welding supply firm to rent tank 
trailers which were hooked to the 
piping systems and replaced as re- 
quired. Later, two 2500-gal. LPG 
tanks were permanently installed be- 
hind the plant and attached to the 
piping systems, and LPG was avail- 
able for use wherever needed by 
burners and brazers in the plant. 

These same tanks also currently 
supply LPG for other uses such as 
for heating asphalt dipping vats in 
which finished pipe is submerged, 
coating enamel vats, pipe wrapping 
machines, and for space heating. 

At the time of conversion to pro- 
pane, no alterations in the brazing 
torches were required. Burning 
equipment required a change of tip, 
but otherwise was ready for propane 
consumption: Acetylene cutting 
torches have a perfectly flat tip, while 
those using propane have a recessed 
or cupped tip. With propane, the 
flame is actually held inside the tip, 
rather than at a distance from it as 
in the case of acetylene tips. 

Beall now uses propane exclusive- 
ly, in both its hand torches and plani- 
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TANKS BY SELLG 


is all 


Thrifty management by the manufac- 
turers of Economy LPG equipment 
makes it possible for you to get finest 
quality equipment for every phase of 
your operation at a price as low — and 
quite often, lower — than ordinary 
equipment. 


Working closely with LPG operators 
through the years, Dallas Tank Com- 
pany has developed numerous new 
production methods which have kept 
down expenses. This means savings to 
you... giving you the best for less! 


Dallas Tank Company, Incorporated, is 
organized for efficient operation. Our 
prompt service is the result of complete 
coordination of sales, office and fabri- 
cation process. Any way you figure it, 
Economy (TANKS BY BANKS) LP- 
GAS EQUIPMENT is your best buy 
.. all that its name implies! 








REAR VIEW 


OF DELIVERY 
SHOWN AT 


Po THE RIGHT | 
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LP-GAS 


Ecouomy EQUIPMENT 


that the name implies! 
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manage thriftily; to be frugal. 
e-con’/o-my (é-k6n’6-mi), n. 1 Thrifty 
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Metal Cutting... 





graph machines. Besides producing 
a better cut, propane has proven to 
be considerably more economical 
than acetylene. One propane cylinder 
will do as much cutting as eight cyl- 
inders of acetylene, and oxygen con- 
sumption shows a slight decrease 
when cutting with propane. 

The primary advantage of using 
propane for metal cutting, however, 
is the resulting clean cut. No grind- 
ing or chipping, both of which are ex- 
pensive and time-consuming opera- 
tions, are required. Metal prepara- 
tion for welding is complete as soon 
as the metal edges are cut and bev- 
eled. 

Beall ran tests with hand torches 
to determine the preheat speed of a 
propane torch as compared with that 
of an acetylene torch, and learned 
that on the average cut, propane re- 
quires three seconds longer. How- 
ever, once the metal has puddled, the 
propane torch cut substantially fast- 
er. In the long run, more work is 
accomplished in a given time with 
the propane torch, particularly where 
long, continuous cuts are made. But 
the greatest saving in cost comes 
from reduction of cleanup time. 
Light brazing, which does not de- 
pend upon the same flame charac- 
teristics as welding, is done exclu 
sively with propane at Beall. 

Bud Carey, of Gas Heat, relates 
that the Cascade Co. of Portland was 


one of his company’s first metal cut- ° 


ting accounts, and the gratifying re- 
sults at Cascade were instrumental 
in obtaining several similar accounts. 
Cascade, like Beall, uses propane ex- 





Meter, valves and controls are mounted integral with tank by means 


of a brazed-on housing. 


70 





Brazing is the quick and easy method of fastening the hose retaining rail on the “back porch” 


of this L. P. gas bulk truck. 


clusively in its planigraph machines 
and assembly shop hand torches. A 
cylinder of propane beside the oxy- 
gen cylinder is wheeled around the 
shop in the company’s cylinder carts. 

Mr. Carey reports that breaking 
into a long established acetylene 
stronghold with propane for burning 
is frequently a tough job. The old- 
timers often have to be practically 


. dragged to a demonstration of pro- 


pane cutting. Once they see the su- 
perior results of the LPG-fired torch, 
their sales resistance withers. Any 
resistance remaining is due to a re- 
luctance to change, rather than to 


by propane torch. 


their not liking the results from pro-. 
pane burning. 


Another warning by Gas Heat con-; 
cerns the pressure at which propane: 


is used in burning equipment. With 
certain propane conversion tips, the 
correct pressures for acetylene and 
oxygen in cutting equipment are not 
the correct pressures for propane and 
oxygen. If a workman forgets and 
starts burning with the same pres- 
sures he used with acetylene, the re- 
sults are not good. However, when 
proper pressures are used, anyone 
who can burn with acetylene can 
get better results with propane. 





The propane pump is carried on steel support cut from “U” channel 
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IT'S EASIER TO SELL THE MOST ACCEPTED— 
MOST ADVANCED—GLASS-LINED WATER 
HEATER IN THE INDUSTRY 
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Through research gy ...@ better way, 
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...in glass lining 
Sixteen years of success—over 2,500,000 installations— 
give Permaglas the only proved glass-lined tank. Start- 
ing before 1921, A. O. Smith coats more steel with 
glass than any other manufacturer. 


a * 
...in styling 
Permaglas gives you the water heater the world has 
been waiting for. Exclusive aqua-and-copper styling 


dresses up your showroom, catches their eyes... 
AND SELLS! Permaglas is more profitable. 


...in features 


Only Permaglas gives you patented HEETWALL con- 
struction that eliminates temperature build-up, saves 
heat, gives you a REAL difference to sell. And only 
Permaglas has EYE-HI temperature control. 
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Newest L. P.Gas Range Inprovement 


Give Dealers Highly Salable Product 





the vessel. 





Representative of the new trend in gas range 
design — toward sound, fundamental yet ex- 
citing improvements in cooking performance 
itself — are the new thermostatically controlled 
top burners. Shown at right is the Caloric “Ther- 
mo-Set” top burner, which has a sensing element 
in the burner head which controls heat input 
and prevents burning and scorching. Always in 
contact with the bottom of the pan, the unit 
operates from the temperature of the contents of 











\¢ HAT in the world can a house- 
wife do with a modern L. P. gas 
range? 

In the line of cooking, just about 
anything. 

Lest that statement seem some- 
what less than sensational, consider 
a few things that an outmoded range 
wouldn’t do. 

It wouldn’t light without a match 
—that is, if it was a really outmoded 
type. The oven wouldn’t come on or 
go out by itself. It had no usable 
top-of-stove work space. No separate 
center simmer burners. The top 
burners wouldn’t shut themselves 
off. Nor would they automatically ad- 
just to the desired heat. 

In terms of performance, then, the 
housewife was limited in her use of 
the range. If she wanted to keep a 
pot of coffee hot through the day, she 
needed a separate electric coffee 
maker. For rotisserie cooking, an- 
other separate unit was required. Ex- 
tra units were also needed if she 
wanted to barbecue, deep-fat fry, or 
cook on a griddle. If she wanted a 
meal to cook while she was at the 
bridge club, she trotted out the plug- 
in roaster. As time went on, the kitch- 
en was becoming more and more of 
a storage place for auxiliary cooking 
devices. 
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This trend, fostered by the electri- 
city merchants with their wonderful 
array of counter appliances and other 
expensive gadgetry, is being met 
head on by a strong trend toward the 
“complete” gas range. It would ap- 
pear obvious that a great deal of hard 
selling and promotion will be neces- 
sary to completely reverse the earlier 
trend toward decentralization of 
cooking applications, but the newer 
gas ranges afford the means to do it. 
Gadgetry appeal, which none can 
deny is a factor to be considered, is 
not overlooked in the newer features 
of this year’s crop of ranges—yet this 
very appeal is embodied in attach- 
ments and instruments that are fun- 
damentally useful. The sound princi- 
ple that we are here to sell advan- 
tages, not sheets of metal and sticks 
of plastic, is well carried out. 

It is dubious that the housewife is 
completely aware of just how versa- 
tile and wonderful the newest gas 
ranges are. She must be told, and 
herein lies one of the big challenges, 
and opportunities, for the LPG appli- 
ance salesman. It isn’t simply that 
some of the features are yet too new 
to have been properly publicized, ad- 
vertised, and generally made known 
through word-of-mouth and use-the- 
user channels. It’s more than that; 


it’s the fact that for years the con- 
sumer was served up with “new mod- 
els” that showed nothing more dra- 
matic than higher (or maybe lower) 
back panels, redesigned doorhandles, 
or rearranged top burner clusters, 
And then, of course, there was al- 
ways the foot of the line, the stripped 
models which showed nothing really 
new, were still match-lit, and were 
sold in large volume on price alone. 
But now, practically overnight, gas 
range manufacturers have come out 
with some new and highly saleable 
features. From built-in units, which 
some manufacturers were slow to 
adopt and others still shun, they have 
moved into the color field to come 
into step with the newer emphasis on 
kitchen beauty. Having gradually 
adapted the pilot for oven and broiler 


as well as top of the range uses, they 


have taken some long strides toward 
overcoming two inherent objections 
in these features—the excessive heat 
output and the cost to the consumer 
of the constant “pilot load.” The an- 
swer has come through several chan- 
nels — electric ignition, single-point 
ignition (which utilizes a single pilot 
rigged up to ignite several burners 
through a set of flash tubes), and 
low-heat pilot. These last named, 
which are the newest concept of the 
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Charlotte’s NEW Twin comes in 1300 through 2400 gallons (w.c.). Singles from 1248 through 1800 gallons (w.c.). 


CHARLOTTE Exgcucered TRUCK TANKS 


are quality-built for performance...mot price! 
RIES: Se 


Think what it means to you to be able to deliver 
up to twice... three times .. . even as much as 
four times the gallon capacity of your truck tank 
daily! That’s the TOP PERFORMANCE you get 
with the NEW Charlotte Tanks. Doesn’t take long 
to realize that the little more you pay in the 
beginning for quality-built Charlotte Tanks is well 
worthwhile because you’ll actually save money due 
to more efficient operation. 
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Not only are your costs of daily deliveries dras- 
tically cut because of Charlotte’s unique piping 
and pumping system, but Charlotte Tanks also 
give you maximum safety, minimum maintenance 
and longer service. Charlotte Tanks are quality- 
built to serve you better! 


Order your Charlotte Tanks NOW to fit your pres- 
ent truck or a new chassis of your choice. 


Write today for full information and prices on 


Engineered Truck Tanks, D-Hydrated LP Gas Systems, 
ASME Cylinders, Duo-Tested Anhydrous Ammonia Tanks 


CHARLOTTE TANK 
CORPORATION 


Phone EDison 2-2188 + P.O. Box 8037 
CHARLOTTE 8, NORTH CAROLINA 
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size 





COLOR OTHER THAN WHITE 


OVEN SECTION 
tee 








ERTIRE GACK SPLASMER TTT Ty 
fr COOKING TOP Ty ye 
EuTine 800Y LiL ii 








TOP BURNER SECTION 


Latenes 
WEAT PILOTS: 


Flash Tubes 


with 


BROILER SECTION 





0 = right or left nand sige 
£ = chrome 
r 





G = gas-fires m 


“Special Features of Current Gas Ranges and Where to Get Them” is 
a large four-page tabular guide published last June by the American 
Gas Association. Copies at 10 cents each may be ordered from the 
association’s utilization bureau at headquarters, 420 Lexington Avenue, 





ADDITIONAL RANGE FEATURES 


RECESSED RANGE 


or Finish 


N= oven h of range colors or metallic 


full wet Me opper Finish 
J = stainless steel = unite, black, colors, of wetallic finish 
= chorce of quid or gas-fired heating section K+ black & chrome ry . 

eat ing section le si ’ 


= mite, color’ i 
= antique copser or stainless steel 








V+ white or stainless steel 
W = with temperature control 


R= right hand side 

3 = convertible to fifth burner of work surface 
T = with temperature indicator 

v 


= with vanishing griddle shield & cover X = Indicates avattapitity 


New York 17. While no details on the specifications or operation of 
any of the items are given, the guide is useful as an indicator of 
which features are available from which manufacturers. Also included 
is a special color supplement (see page 76). 





three, appear to offer the best solu- 
tion yet, being simple, dependable, 
economical, and yet so low in energy 
demand as to have almost no effect 
on the gas bill. 

Practically every manufacturer 
now offers “on-off” clock control on 
the oven section. But among the new- 
er developments are the timed shut- 
off in the broiler section, at present 
an exclusive feature of one range 
maker, and the thermostat-with- 
timed-shutoff, which made its debut 
only within the past year or so. On 
the oven section, this latter item in- 
corporates some of the major advan- 
tages of conventional clock control 
at a fraction of the cost. 

But it’s on the top burner section 
that the most exciting controls devel- 
opments have begun to appear. 
Timed shut-off made its appearance 
at about the same time as the oven 
shut-off was introduced. Since then, 
top-burner temperature control has 
been announced, and has made its 
way into the lines of at least two man- 
ufacturers. One manufacturer also 
has a timed turn-down, and another 
features an automatic shut-off in case 
of pilot failure. 
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These latter improvements are the 
type that are fundamental yet stimu- 
lating. They combine the magic ele- 
ments that are supposed to be an in- 
tegral part of modern living with 
complete utility. Basically, they pro- 
vide a means to do a better job of 
cooking—which, as we have already 
agreed, is the main thing the gas 
range industry has to sell. 

Starting with these newest and 
most imaginative improvements, let’s 
examine today’s new ranges more 
closely. 

Currently, at least four manufac- 
turers offer models with temperature 
controlled top burners. Caloric has 
the “Thermo-Set,” Roper the “Tem- 
Trol,” and Florence Stove and RCA 
Estate have their own particular 
adaptations. Caloric’s model are 
built into top burners having a full- 
rated input of 12,000 Btu per hour. 
The sensing unit is built into the 
burner head. Despite the use of a 
flame-retainer shield on the top of 
the burner, the speed of cooking is 
not reduced—‘“In fact,” claims the 
manufacturer, “because of the small- 
diameter of the head and the large 
input, efficiency has been achieved.” 


A specially designed valve plug 
prevents overheating by limiting the 
input to one-half rate at settings of 
less than 350° F. At settings above 
that, the full input of 12,000 Btu is 
utilized. The dial on the control is 
calibrated from 160° to 425°, with in- 
termediate markings every 50° and 
indicator lines every 25°. 

Roper’s Tem-Trol was unveiled 
Sept. 22 in a dramatic “world premi- 
ere” at the President hotel in Kan- 
sas City, under sponsorship of the 
Gas Service Co., giant utility serving 
the area. Present were some of the 
brightest names in the range and con- 
trols manufacturing world, along 
with top AGA executives. 

Four ranges equipped with the 
Robertshaw B-J top burner control 
systems were given exhaustive dem- 
onstration tests last July in Philadel- 
phia, as a climax of a meeting of the 
AGA’s Matchless Gas Range Promo- 
tion Committee. Philadelphia Gas 
Works Co., which led the nation’s gas 
utilities in adopting the “Matchless” 
idea several years ago, played host 
and announced that top burner con- 
trols would be spotlighted in its fall 
Matchless promotion. The campaign 
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FINANCE YOUR EQUIPMENT REQUIREMENTS 





G ge fe Saas 
Buble Honage- Sank T rucks—S ransports 
LPG Credit Corporation financing plans for the purchase of equipment 
free your working capital for other current needs. These plans have 
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helped many responsible LP-Gas dealers—they can help you. 


Our credit plans cover... 


1. RETAIL INSTALLMENT FINANCING of sales to 
gas customers. In one package, LPG Credit Cor- 
poration finances the appliances, the lease fee 
(when container is leased) or the sale price of 
the complete installation (when sold outright) 
and the initial sale of gas. 


2. FLOOR PLAN for financing inventories of ap- 
pliances and containers which are purchased by 
the dealer for resale to customers. 


3. FINANCING OF CYLINDERS AND TANKS for . 


dealers leasing systems to retail customers. 


4. FINANCING OF BULK STORAGE TANKS, TANK 
TRUCKS AND TRANSPORTS. 


Sales Promotion 


As part of its services, 
LPG Credit Corpora- 
tion offers a merchan- 
dising policy and com- 
plete advertising and 
sales promotion pro- 
gram as effective sales 
tools, including show- 
room display material, 
newspaper ad mats, 
radio spot announce- 
ments and direct mail 
booklets. 


Inquiry. on your company. letterhead is invited 


LPG 


LPG CREDIT CORPORATION | 


312 EAST 131st STREET +» CLEVELAND 8, OHIO 
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was to be built around the slogan, 
“Food Won’t Burn.” 

All of the gas-operated thermo- 
static control burners incorporate a 
small circular sensing unit, located in 
the center of the top burner and held 
against the bottom of the cooking 
utensil by spring tension. This is con- 
trolled by an oven-type heat control 
dial on the front panel of the range. 

In reporting on the new devices, 
Sales Director Frank Trembly of the 
PGW declared that “there is no sig- 
nificant ‘overshooting’ at low temper- 
ature settings, and the throttling type 
action gives a uniform vessel tem- 
perature.” 

“This type of top burner control on 
gas ranges has four big advantages,” 


COLOR SUPPLEMENT TO 


STOVE CORP. 
-MICHIGAN 
STOVE CO. 
& SATTLER 


AVAILABLE COLORS 
FINISHES OF GAS 
AND RECESSED 

RANGE SECTIONS 


© - Recessed Oven Section © 


1955 GAS 


& DUDLEY CO. 


RANGE 


MAGIC CHEF, INC. 





T + Recessed Top Sections 


to 7 minutes at 325° and 1 minute at 
300°. 

A more crucial test was the pres- 
sure cooking of potatoes. Starting 
with an input of 300°, the pressure 
was brought up to 15 lbs in two min- 
utes 15 seconds, at which time the 
setting was cut to 225° for eight min- 
utes. Pressure was easily maintained 
at this setting, and results were re- 
ported to be excellent. 

Other tests which followed includ- 
ed the preparation of peanut brittle, 
french-fried potatoes, griddle cakes, 
and the particularly delicate upside- 
down cake. Results in each case were 
highly acclaimed, and in summation 
Mr. Trembly said: 


“After several months of testing, 


SPECIAL FEATURES CHART 


& MERRITT 
D. ROPER CORP. 


MT. VERNON 
PHILLIPS & 
PREWAY. INC. 
TAPPAN STOVE CO. 
TENNESSEE STOVE 
WEDGEWOOD DIV. 
WELBILT STOVE CO. 
WESTERN HOLLY 


° 
4 


R - Free Standing Ranges 


Color supplement to 1955 gas range special features chart shown on page 74. 





he said. “First, there are no compli- 
cated parts, which means minimum 
servicing; second, it permits maxi- 
mum turndown—as low as 350 to 800 
Btu per hour; third, it gives best 
overall performance because of a 
complete range of cooking tempera- 
tures from 160° to 500° without any 
overshooting; fourth, it adds only 
about $20 to the retail price of the 
range.” 

The models used were put through 
their paces in a three-hour cooking 
demonstration that began with a low- 
temperature trial. Left-over mashed 
potatoes were reheated from a cold 
start at 160° for 70 minutes, emerging 
light and fluffy, with no evidence of 
sticking or discoloration. Hollandaise 
sauce was next prepared at 185° for 
one minute 20 seconds, came out 
smooth and creamy. Bacon and eggs 
were prepared next, with perfect re- 
sults being obtained at respective 
time and temperature settings of 5 
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we have come to the conclusion that 
this top burner control system will 
perform as well as or better than any 
other thermostatic heat control de- 
vice, regardless of fuel, and with the 
further advantages of lowest addi- 
tional cost and a minimum of parts 
to permit easy servicing.” 

A moment’s reflection will make it 
clear that these new devices open up 
a whole new vista in range sales pos- 
sibilities because they represent a 
significant advancement in the basic 
product all dealers sell—better per- 
formance — while: incorporating the 
imagination and fascination of gad- 
getry. 

At least eight manufacturers have 
timed top-burner shutoffs. Utility 
Appliance Corp. equips its Occiden- 
tal and Gaffers & Sattler ranges with 
“TBT”—top burner timer—which 
controls the hi-broiler and rotisserie 
as well. With settings of from 1 to 
60 minutes, it is recommended par- 


ticularly for eggs, pressure cooking, 
coffee making, steak, or rotisserie 
cookery. 

Rheem Manufacturing Co. is one of 
those using the popular Robertshaw 
“Potwatcher.” Its Wedgewood line 
carries this item as one of five spe- 
cial accessories. This device also 
has a time range up to 60 minutes. 
Built in as an integral part of the con- 
trol knob, it may be disengaged when 
manual control is desired. 

Here is another control that has the 
attractiveness of low price as well as 
the basic advantage of better and 
easier cooking. 

A unique top-burner control fea- 
ture is the “Meal Minder,” which Mt. 
Vernon Furnace & Manufacturing 
Co. has installed on its line of Ver- 
nois ranges. This device has two con- 
trol parts, the burner control and the 
time control. It may be used in two 
ways—either to cut the heat input 
from high to simmer or from medium 
to “keep warm.” To achieve the for- 
mer result, the burner control is set 
to “high heat” and the time control 
is set for the number of minutes the 
housewife desires the food to cook at 
that temperature. At the end of that 
time, the outer flame shuts off, and 
the inner circle of flame continues to 
function on simmer until manually 
turned off. 

For applications where medium 
heat-is desired, the burner control is 
set for medium, the timer fixed at 
the desired setting, and at the end of 
the cooking period the outside ring 
of the burner again shuts off, leaving 
the inner circle on at the “keep 
warm” flame level. 

The higher setting is intended for 
use in boiling foods and making ce- 
reals. The medium setting is intend- 
ed for frying and for coffee and soup 
making. 

Mt. Vernon’s slogan is that it 
“makes even ordinary coffee -pots 
fully automatic.” 

Several ranges have “on” indicator 
signals and at least one—Hardwick 
—provides automatic shutoff in case 
of pilot failure. 

Next to top burner thermostat, tim- 
ing, turndown, shutoff devices, the 
most significant of recent advances in 
the top burner section has been in 
the direction of providing a “cool” 
range. Systems using a multiplicity 
of high-heat pilots are rapidly giving 
way to those where a minimum of 
low-heat or no-heat ignition devices 
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is on the road to settin 
new records in dealer profits 


The LMC Money Maker with its increased capacity of 7500 to 8000 
gallons with 250 Ib. W.P. allows high payloads with a low tractor and 
trailer investment. 


The neckdown design gives you a low center of gravity, higher road 
speeds and more gallons in your storage tank when you need them. 
Whatever your LP Gas transport problem, you'll find this unit is a 
Money Maker for you. 


In states with higher legal weight limits, our 9000-plus gallon neck- 
down unit may be your best buy. 


POrter 2-5261 

















are used. On the majority of ranges, 
one of these low heat pilots is pro- 
vided at each burner, but there are 
several systems that use flash tubes. 
One manufacturer, Cribben and Sex- 
ton, offers a choice of either system. 

This improvement ties in with the 
broiler and oven pilot improvements, 
which will be mentioned later in this 
article. 

There are a number of other top- 
of-the-range features.of varying sig- 
nificance. Number of top burners 
available runs from three to eight. 
Mt. Vernon has the only 3-burner 
model, an extremely shallow range 
designed for small apartments, cot- 
tages, and trailers. The three burners 
are ‘mounted in line across the 2744- 
in. width. Overall, the unit is only 
16%4-in. deep. Five-burner ranges are 
marketed by a number of manufac- 





able on models from about one out 
of four leading manufacturers. Near- 
ly half of them have available warm- 
ing shelves. Mt. Vernon has a stool 
cutout for comfortable working at 
the stove. Chambers and Maytag 
have deep-well cookers; Chambers 
alone offers a deep fat fryer. Hinged 
cooking tops for easy cleaning can be 
had on models from five manufac- 
turers. 

Timed electric outlets are now 
widely used, practically every manu- 
facturer including one in his line. 

Broilers would seem to be getting 
more attention in recent years, and 
while there’s little startling to report 
in this department, they are showing 
some highly useful features. Barbe- 
cues and rotisseries are becoming 
ever more popular. Half the 40 lead- 
ing manufacturers have barbecue 


Dixie’s so-called “Thrifti-Kool” pilot (left) is one of the new low-input pilots that have made 
their appearance on a majority of range maker's products within the past year or two. Tappan 
has a “timed” appliance outlet (right) which is clock controlled, along with a conventional outlet 
that is always “live.” 





turers: the fifth burner is usually 
mounted in the center of the top, 
such as in some Dixie models, where 
it converts from a griddle by replace- 
ment of the cooking surface with a 
grill. Six-burner models are also 
quite common. 

Separate center simmer burners 
are now offered by virtually all range 
manufacturers. 

While the most popular burner ar- 
rangement continues to be the di- 
vided top, a number of other arrange- 
ments are available, including center 
cluster, right or left-hand cluster, six- 
burner U shape, in-a-line, and stag- 
gered. 

While there has been a distinct 
trend toward dressing up the back- 
splash, there has been relatively lit- 
tle interest in moving the burner 
valves there. Only two manufactur- 
ers currently have models so de- 
signed. 

Top burner covers are now avail- 
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oven-broilers, while five of them have 
come forth with rotisseries. 

Consider Caloric’s Roto-Ray Bar- 
becuer. Driven by a motor in the 
back of the broiler, the spit turns 
slowly and smoothly. The spit itself 
rests in a bracket that is easily at- 
tached to the broiler rack. A de- 
tachable handle is provided for car- 
rying rotisserie spit to table. 

As mentioned previously, the TBT 
(top burner timer) on the Utility 
Appliance Corp’s line also controls 
the rotisserie and broiler as well as 
the top burner. This is an exclusive 
with Gaffers & Sattler and the Occi- 
dental ranges. 

Among oven features, the auto- 
matic standard pilot is practically 
universal today. Only six manufac- 
turers fail to incorporate it into their 
lines. But the really exciting news 
is that 29 of the 40 now have the low 
heat pilots in the ovens. Of these, 
four also have electric oven ignition; 





three others have only this latter fea- 
ture. 

Low-heat pilots were the out- 
growth of a concerted campaign to 
find a range that could be truly 
termed “cold.” Standard pilots con- 
sumed 200 to 250 Btu per hour, 
which, when multiplied by four, for 
example, was a contributor to kitch- 
en warmth of a magnitude to be rec- 
koned with. It also tended to decrease 
the advantage of timed oven cooking 
by preheating foods before the clock 
control brought the oven burners on 
as desired. 

Considerable research and field 
testing was done with so-called “sin- 
gle point,” involving a single pilot 
with flash tube, and electric ignition. 
Both were found to have advantages, 
and are still in use, but the low-heat 
pilot, giving off as little as 50 Btu per 
hour, has emerged as the best an- 
swer. The heat output is so small as 
to be hardly discernible; and at the 
same time, the mechanism used is so 
simple as to be practically foolproof. 

Another recent improvement that 
is growing in popularity is the oven 
thermostat with timed shut - off. 
Wedgewood now makes available an 
oven timer, the Robertshaw Temp 
‘n’ Time, which is watch-controlled— 
so is much less expensive than con- 
ventional clock control, yet will do 
almost as many jobs. It won’t turn 
the oven on at a delayed setting, how- 
ever. Five other range manufactur- 
ers also used timed shut-offs. 

Then there are “oven-on” and “ov- 
en-ready” indicator lights, controls 
that shut off the burner when the 
door is opened, removable rack 
guides, and a number of other con- 
venience items available for more 
effective use of the oven. 

Throughout the range there are 
such intriguing extras as automatic 
grease savers, which strain and re- 
claim drippings from the griddle 
(Utility Appliance); “cool” control 
panels, some slanted, others recessed; 
fluorescent top surface lighting (Dix- 
ie, among others); Glenwood’s ex- 
clusive “Charcolator” oven, a sepa- 
rate meat oven for broiler-roasting 
or broiling; a special water heating 
device, used by Glenwood, Florence, 
Roper, and others, incorporating a 
coil in the fire box. 

Fourteen manufacturers are now 
building recessed range sections. Ov- 
ens in all lines (but one) are equip- 
ped with broiler; Chambers has a 
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"Lift Truck Cylinders” 





Ceeoecee? 


y 
* DEVELOPED in co-operation with both lift truck manufac- 
turers and the LP-Gas industry 


* MADE to comply with all requirements of NBFU Pamphlet 
No. 58 and ICC-4BA-240 Specifications 


* TESTED and inspected beyond ICC requirements 


«* BACKED by half a century’s skill and manufacturing ex- 
perience ; 


Lightweight, high-strength Prest-O-Lire Cylinders for LP-Gas 
motor fuel are designed specifically to help you service your new 


lift truck customers conveniently and profitably. They are engi- 





neered to meet every lift truck requirement. They are built to the 

same quality standards for which the Prest-O-LirE brand is so well-e 
known in the domestic LP-Gas cylinder industry. Yet Prest-O-LitE 

Lift Truck Cylinders cost no more than other brands. 

Three standard sizes of Prest-O-Lrre Lift Truck Cylinders— 
20-, 33%4-, and 43%4-lb. propane capacity—are available for imme- 
diate delivery from stock. All are sprayed with primer and one 
coat of metallic aluminum enamel, both electrostatically applied 
and infrared dried. A wide choice of valves, gauges, and fittings is 
also available from stock for factory-installation. 

Get all of the details from your LINDE representative today. 
Ask him for F-50019, or write: 





Linde Air Products Company 
A Division of Union Carbide and Carbon Corporetion 
30 East 42nd Street UCC} New York 17, N. Y. 

} Offices in Other Principal Cities 


In Canada: LINDE AIR PRODUCTS COMPANY 
Division of Union Carbide Canada Limited, Toronto 
The term “‘Prest-O-Lite” is a registered trade-mark of Union Carbide and Carbon Corporation. 
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grill built into this section. Cut-out 
heights for ovens vary from 26 to 41 
in.; widths from 20 to 29; depth from 
22% in. to 25. Top burner units are 
available in various arrangements in 
all manufacturers’ lines, but only 
two—Chambers and Preway—have 
on-a-top burners. 

Colors become more brilliant and 
more varied every year. In porce- 
lain enamel, a housewife can now 
purchase “free standing” ranges in 





what may well be integral parts of 
our gas ranges next year or in the 
next five to 10 years. 

One area where a great deal of 
thought and attention is currently 
being given is in the exterior ar- 
rangement and placement of ranges. 
Even as built-in range units have 
been growing in popularity, there 
has grown up alongside this trend 
another toward “modular” and 
“stack-on” units. Every action, it 


Hinged cooking top is a practical feature for easy cleaning and accessibility for servicing. 





black, blue, brown (wood tone), cop- 

e pertone, gray, green, red, white, and 
yellow; in metallic finishes, she will 
find antique copper. In recessed oven 
sections, the selection is even wider, 
including (in porcelain enamel) 
black, blue, coppertone, gray, green, 
pink, red, tan, white, and yellow; in 
metallic, antique bronze, antique 
copper, bright chrome, satin chrome, 
and stainless steel. 

Recessed top sections come in 
black, blue, coppertone, green, pink, 
tan, white, and yellow porcelain 
enamel; and in antique copper, 
bright and satin chrome, and stain- 
less steel. 

While virtually every one of the 
latest gas range improvements is in- 
corporated in LPG models, many of 
them had their inception in continu- 
ing research by the American Gas 
Association and other outside agen- 
cies. Thus it is well to look at what 
some of these agencies are doing and 
thinking if we are to keep abreast of 
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seems, must have a reaction; but 
built-ins have not been an unmixed 
blessing, and dealers will probably 
welcome other trends, as well as a 
little tendency toward reversion to 
“free standing” models. 

Built ins lack flexibility, for one 
thing. Just how important this may 
be is a matter of individual situation. 

Turnover in kitchen appliances is 
not particularly fast, anyway, so 
with stable families, recessed range 
sections might be just the thing. But 
with the large groups of families that 
are frequently on the move, they 
pose rather obvious problems. 

From the dealer’s personal view- 
point, too, built-ins are predominant- 
ly builders’ items. They are a nice 
tract-home attraction, and as such 
are welcome to dealers who place 
their heavy emphasis on the fuel 
rather than the burner. But those 
who prefer to make the appliance 
sale themselves are sometimes shut 
out on the volume deals. 





Even the builder finds that special 
structural reinforcement and insula- 
tion problems must be met in using 
built-ins, so his enthusiasm is not 
completely unalloyed. 

One firm called “Designers for In- 
dustry, Inc.” is now plumping for 
“stack-on” and modular units—free 
standing, movable, and flexible. They 
advocate a kitchen with four unbrok- 
en walls: then cabinets, appliances, 
and all components are in sections. 
Furthermore, they believe every- 
thing should be in 4-in. modules or 
some similar dimensional standard 
for easy and flexible assembly. 

Even color does not completely 
satisfy the engineers at DFI. As pres- 
ently set up, it is difficult to use with 
other kitchen colors, they say. 
“Painting his own refrigerator is not 
as much of a problem to the home 
owner as matching the color of the 
paint to his porcelain enamel range,” 
is the way they see it. 

With stack-ons and modules, every 
component could be made a part of 
an over-all package, they believe. 

Manufacturers as well as inde- 
pendent agencies such as those men- 
tioned have been shaking up a lot of 
traditions in recent years. Broader 
and shallower ovens that are more 
usable are one result. Kitchen appli- 
ances may be designed to match cabi- 
net sizes more closely. 

As anyone who attended the 1954 
LPGA Convention no doubt knows,* 
AGA has taken the lead in develop- 
ing new performance features in gas 
ranges. The “hypodermic needle,” or 
low-heat pilot, was one. As was pre- 
viously mentioned this device is now 
widely available. Another is the 
“nickle - sized” top burner, another 
the muffle-type oven, an improved 
broiler burner. Some of these are 
now available, some not. But, as al- 
ways, what is now taking place in 
the lab and in field tests will one day, 
not too far away, show up on produc- 
tion model appliances. As more and 
more of them take their places, the 
dealer is going to have more and 
more advantages to sell... . 

That is, if he sells performance and 
not price. None of them ‘is calculated 
to cut the delivered price of the 
range. All are intended to make it 
look better or work better—mainly 
the latter. bi) 








*GAMA’s Harold Massey gave a com- 
plete and graphic report on developments 
at that meeting. 
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PENNY-WISE .. PUMP-FOOLISH _ 





When you pay out your next $5,000 for a new 

delivery truck, or $20,000 and higher for a new bulk plant, remember that 
, the pump you specify is the heart of the entire system, because the PUMP 
DOES ALL THE WORK. Your large investment will bring returns proportionate 
only to the kind of job the pump does for you. The finest pump may cost a 
hundred dollars more, but because it does a better job it pays big dividends 
on your entire investment. The pump is the last thing to economize on. 
HERE IS HOW A SMITH PUMP SAVES YOU MONEY 


1. Higher Pressures for Faster Deliveries. This means lower operating and 
labor costs, with reduced demurrage. Unloads your truck once more 
each day. 

2. Self-Adjusting Packing. No costly product loss and no fire hazard. Our 
exclusive design is the only type that can be replaced in a few minutes 
without removing the pump from the piping. 

3. Long Wearing Qualities. Special materials and finest precision work- 
manship give freedom from frequent costly breakdowns. Pumping ele- 
ments adjust themselves to wear, maintain top efficiency longer. 

4. Smith Pumps Are Reversible. May be used to pump in or out through 
same piping. Saves installation costs. 

5. Direct Drive. Eliminates costly and troublesome belt, chain and gears; 
saves power. 

6. Ten Standard Models. You can choose a pump just right for the size 
of your truck or bulk plant, for highest efficiency. 

7. Variety of Shaft Speeds, 500, 900, 1800 and 3600 RPM. Suits service 
requirements. You can often use an electric motor you already have, 
without buying a new one. 

8. Multiple Outlets. Makes piping easier, and saves extra costly fittings 
in pipe lines. 

















Telephone PYramid 1-2293 or PYramid 1-2691 


N PRODUCTS COMPANY 


1135 MISSION STREET, SOUTH PASADENA, CALIFORNIA 
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R tor getting enthusiastic 
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customers: 





..... CertiMatic 


These are the patient's symptoms... 


The dealer sold on price alone. His 
customer’s single cylinder system is 
empty at.a critical time ... and a re- 
fill may be many hours away. 














The manual outfit may provide a “re- 
serve,” but that can be cold comfort 
to this fellow who has to go outside at 
night to close the “empty” and open 
the “reserve.” 


And here’s the corrective treatment 


This dealer knows that a successful 
LP-Gas business is based on quality 
and service. He’s pointing out the ad- 
vantages of a fully automatic LP-Gas 
cylinder system. 


rupted gas service .. 


He features the freedom from inter- 
. explains how 
the Automatic Throwover switches 
from “service” to “reserve” cylinder 
automatically, without user attention. 





Pity poor Polly who ran out of gas. 
The trip outside to switch over the 
manual system will be a frustrating 
interruption to her leisurely shower. 





He shows how the optional Service 
and Reserve Indicator, when mounted 
outside the kitchen window, shows 
when operation is on “reserve” cylin- 
der — permits ordering in time to pre- 
vent interruption of service. 
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for the most in fully automatic performance ...summer or 
winter...with light or heavy loads...prescribe the CERTIMATIC 
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10.9" WC 
Delivery 




















The CERTIMATIC deliv- CERTIMATIC continues In the dead of winter .. . 
ers a constant pressure to to deliver a constant pres- when inlet pressure is 
a light load in the heat of sure when the .load is low... CERTIMATIC han- 
a desert sun. heavy. dles a light load with ease. 


You'll Keep your customers enthusiastic when you prescribe the RegOQ CERTIMATIC. 
for the best, under any conditions, always insist on RegO LP-Gas Equipment. 


% 4} 
Ry *RegO and CERTIMATIC are trade marks of The Bastian-Blessing Company 


“MBASTIAN- BLESSING?" 


4205 West Peterson Avenue 
Chicago 30, Illinois 
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Even under the worst con- 
ditions of heavy winter 
load . . . CERTIMATIC 
performs at same high 
capacity and constant de- 
livery pressure. 


And 


























Kosangas storage tanks and filling plant at Norresundby, Jutland. Capacity, approximately 185,000 U. S. gallons. 


In Denmark, With Europe's Highest 
Standard of Living, LPG's a Favored Fuel 








Advanced distribution and utilization methods aided 
Kosangas and other major distributors in building up 
a total clientele of 400,000 families — nearly one 
family in every three in the nation. 








Fae people of Denmark enjoy the 
highest standard of living in Europe. 
Approximately 93% of all of the 
Danish families cook with gas, while 
344% or 50,000 use electricity. The 
remaining 50,000 cook with wood, 
coal, oil, or such local fuels as they 
are able to procure. Most of Den- 
mark is low, flat and fertile, and it 
is one of the most intensively devel- 
oped agricultural countries in the 
world. With an area only slightly 
larger than Massachusetts, Connec- 
ticut; and Rhode Island combined, it 
supports 4,200,000 people, about 
equal to the population of Massachu- 
setts. 

Although the mineral and forest 
resources of the country are quite 
limited, two-thirds of the population 
lives in the major cities and towns 
which are quite highly industrialized. 
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City gas is available through pipe- 
lines to 900,000 of the nation’s 1,- 
400,000 families while 400,000 addi- 
tional families living beyond the 
mains enjoy the convenience of gas 
cooking through bottle gas delivered 
from local dealers who in turn get 
their supplies from several large and 
thriving L. P. gas distributors. The 
largest of these is Kosangas, which 
currently supplies approximately 
45% of the market. 

Kosangas operates six large stor- 
age and bottling plants and supplies 
fuel and LPG systems to some 600 
local depots. Each of these depots 
operates a cylinder delivery truck 
and serves a compact area. In spite 
of the fact that all L. P. gas in Den- 
mark is now being imported from 
other countries, the price to the re- 
tail customer is surprisingly low. 





A refill of an 11-kilogram cylinder, 
about equal to 25 lb, costs 11.75 Dan- 
ish Kroner, which is the equivalent 
of $1.70. This is the lowest retail 
price in Europe and is even lower 
than the prevailing price in Denmark 
in 1939. Factors contributing to this 
low delivered price are the availabil- 
ity of ocean transportation to all of 
the Kosangas bottling plants, and 
complete mechanization of the cylin- 
der filling installations, and the com- 
pact nature of the local dealers’ ter- 
ritories which makes efficient and 
economical delivery possible. 

Not only was Kosangas the pioneer 
in the L. P. gas business of Denmark, 
but the company was already estab- 
lished selling compressed coal gas for 





Knud Tholstrup L. Tholstrup 


Joint managing directors of A/S Kosangas, 
Copenhagen, Denmark. 
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Among the most valuable. assets of your 
business is a reputation for SAFETY. There 
is no better way to promote and maintain 
such a reputation than by supplying your 
customers with the finest possible quality 
in small tanks. Because this holds true 
whether you are re-selling, leasing or pro- 
viding tanks as part of a service arrange- 
ment...it will always pay you to give your 
customers the high degree of quality in 
small tanks QC f can give. 

QCf’s precise control during each step 
of manufacture is your assurance ACf 
Tanks will not only meet your most rigid 


QCf SMALL TANKS 


Safeguard your Reputation 





ONLY QCf MAKES ALL THESE FEATURES AVAILABLE 


Complete Stress Relieving 
eliminates stresses set up during 
forming and welding... provides 
resistance to fatigue caused by 
temperature changes or pulsat- 
ing loads. 


Complete Radiography of 
every welded seam assures free- 
dom from slag inclusion, porosity 


QCf 


NOVEMBER, 1955 °°.) | 


and undercutting. 

Hartford Steam Boiler In- 
spection in accordance with 
ASME .1952 XR-SR and Under- 
writers’ Laboratory Approved. 
Steel Grit-Blasting of tank ex- 
teriors to remove mill scale, re- 
sulting in a smooth surface for 
finest primer. 


’ 


specifications, but will provide trouble- 
free service for years to come. The list of 
features given below are indicative of 
their excellence. 


Made for LP gas, anhydrous ammonia, 
and other gases or liquids under pressure 
...ACf Tanks are available from a nomi- 
nal capacity of 100 to 30,000 gallons, and 
all intermediate sizes. 


Write today for complete information, 
Dept. B-11, AMERICAN CAR AND FOUNDRY 
DIVISION, GCf Industries Incorporated, 
30 Church Street, New York 8, New York. 


FIRST IN QUALITY 
STORAGE TANKS ¢ SAFETY VALVES 
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Cylinder filling plant at Norresundby. Note the conveyor systems and 
the ten automatic scales. In 1954 this plant filled 406,000 cylinders, 


using more than 2,000,000 gal. of LPG. 


households in the neighborhood of 
the small town of Nykobing before 
L. P. gas was introduced into Den- 
mark. 

In 1931, Kosangas imported the 
first tank truck load of butane-pro- 
pane from a refinery in Poland. The 
greater convenience and adaptability 
of L. P. gas was readily demonstrat- 
ed, and from this small start the com- 
pany spread throughout Denmark. 
Additional storage and filling plants 
were built in Koge near Copenhagen 
and in Aarhus on the island of Jut- 
land. 





Cylinder sizes used in Denmark — left to right, 33- and 17- 
kilos, for exterior installation; 11- and 5-kilos, installed in- 


doors; 2-kilos, the “picnic special”. 


In 1941 while World War II was at 
its height, the founder of Kosangas 
passed away and ownership passed 
to the four Tholstrup brothers, who 
have since carried on and developed 
the business. Denmark was then oc- 
cupied by the Germans, who looked 
upon it as a future market for Ger- 
man L. P. gas. Through the German 
propane syndicate, supplies were 
shipped in until 1943. During that 
year the allied air force destroyed the 
Luena-Werke and put out of action 
nearly all the German refineries. The 
Tholstrup brothers had foreseen this 


contingency and had endeavored to 
build up sufficient storage capacity 
to enable the company to carry on 
for a long period. By strict rationing 
of the large amount of gas in storage, 
supplies were still available when the 
war ended. 

After the war, gas was almost im- 
mediately available from Holland 
and Sweden, and Kosangas was all 
set for a period of expansion. This 
was hampered by a shortage of steel 
plates from which cylinders could be 
fabricated and,further obstructed by 
the development of competition. 


The business end of the eight storage tanks at the Koge plant of Kosangas. Note the details of the piping — welded and flanged construction 
throughout; ample offsets to take up expansion; central valving with color coding of pipes; gauges and thermometer on each tank accessible from 


one point. And the yard is clean. 
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GULFTANE 


LP- GA BUTANE 


PROPANE 


This key can open the door 
to greater LP-Gas sales--- 


ba ae 
Here are three good reasons why it will pay you to buy Gulftane LP-Gas: 


1 High quality—Gulftane is produced in 

plants of the latest design under accurately 
controlled conditions to specifications that 
meet the highest standards adopted by the 
LP-gas industry. It is free of moisture, gum, 
tar, dust, dirt, and sulphur. Or, to put it an- 
other way, Gulftane is the same high quality as 
Super-Refined No-Nox Gasoline and the other 
well-known products that carry the familiar 
Orange Disc trade mark. 


2 Dependable supply — many natural gaso- 
line plants and refineries, plus adequate 
storage, assure reliable, continuous supply. 


3 Prompt delivery service—modern Gulftane 
producing plants strategically located 
throughout Gulf’s wide-spread marketing terri- 
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GULF OIL CORPORATION 
GULF REFINING COMPANY 
1822 Gulf Building, Pittsburgh 30, Pa. 


tory, along with a fleet of new tank cars, assure 
prompt, efficient delivery service. 


Also ready to serve you is Gulf’s experienced 
engineering and marketing personnel. Get all 
the facts concerning Gulftane service—contact 
your local Gulf District Office or your nearest 
Gulf Division Sales Office (see addresses below). 


131 Ponce De Leon Avenue 
Atlanta, Ga. 


1515 Locust Street 
Philadelphia 2, Pa. 


31 St. James Avenue 


National Bank Byilding 
Boston 17, Mass. 


Toledo 1, Ohio 


Gulf Building P. O. Box 1679 
Houston 2, Texas Denver 1, Colo. 
127 Elk Place (Zone Office) 


Bee Senees 18, ie. 230 No. Michigan Ave. 


Chicago 1, Ill. 
(Zone Office) 


17 Battery Place 
New York 4, N. Y. 
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The seagoing motorship, Rasmus Tholstrup, equipped with 12 tanks with total 
loading capacity of 300 tons of LPG. 





With the return of peacetime econ- 
omy, these problems were gradually 
worked out and Kosangas progressed 
to the point where it was found de- 
sirable to establish three more filling 
plants in Denmark. 

The domestic use of bottled gas in 
Denmark is confined principally to 
cooking. The standard cylinder sizes 
are 33, 17, 11, and 5 kilos, which are 
used in domestic service. These hold 
approximately 75, 3714, 25, and 11 Ib. 
The two larger sizes must be installed 
outside the house but most of the 
two small-size cylinders are set up 
right in the kitchens. The Danish 
people are very fond of family pic- 
nics and for their convenience Kos- 
angas also supplies a two-kilo cylin- 
der and light-weight portable hot 
plates. 

The Kosangas plants are quantity 
production operations. Storage at 
the Norresundby filling plant in the 
north of Jutland includes 10 tanks, 
with the total capacity of nearly 200,- 
000 gal. This is approximately two 
weeks’ supply for the dealers depen- 
dent on this plant. To handle this 
volume of cylinder filling 10 auto- 
matic scales are in service and the 
plant is thoroughly equipped with 
roller conveyor systems. The cylin- 
ders are transported to and from 
dealers’ places of business by means 
of a large fleet of semi-trailer trucks. 

One of the special features of the 
Kosangas fuel system is the valve 
and regulator. This is very similar 
to the German “Rackow” -system, 
but is built under license by Danish 
manufacturers. The Tholstrups be- 
lieve that this is the most effective 
and convenient LPG system in exist- 


ence and they have used it with peri- 
odic improvements since they first 
entered the butane-propane business. 
No tools are required to change the 
connection from an empty cylinder 
to a full one. As soon as the connec- 
tion is in place and locked down, a 
slight mechanical click is audible and 
the system is again ready to use. If 
the regulator is not in its correct 
position there is no click and no gas 
can come out of the cylinder. By the 
use of this system a loss of gas dur- 
ing cylinder changes is held at such 
a low level that the public regulatory 
authorities are willing to permit the 
use of the small cylinders indoors. 
These Kosangas systems are now 
very widely used in Sweden, north- 
ern Germany, Ireland, Finland, and 
Brazil. 

In order to insure the satisfaction 
of Kosangas for all of the company’s 
retail customers and to eliminate 
all possible accidents, the company 
keeps 30 servicemen in the field. Each 
of these men is equipped with a small 
panel truck in which he carries a 
supply of the necessary replacement 
units and the service tools which he 
needs for the inspection and over- 
haul of the Kosangas fuel system 
units. Every Kosangas installation is 
inspected and serviced at least once 
a year without any cost to the con- 
sumers or the dealers except for the 
new parts as they become necessary. 
The effect of these inspections has 
been that Kosangas consumers prac- 
tically never have accidents. 

All six of the Kosangas plants are 
located on tide water so that they 
may receive shipments of gas either 
by special tank ship or by tank truck 





on refineries not located on salt water 
terminals. The company operates its 
own fleet of tank trucks and has three 
special ships for transporting L. P. 
gas by sea. Two more ships are now 
under construction. The company’s 
first tanker, the motorship Kosangas, 
was converted from a normal cargo 
ship by the installation of vertical 
tanks. This ship is used in strictly 
coastwise service, but the other two 
are sea-going and are at present trad- 
ing across the Baltic and the North 
Sea. Their principal use is in serv- 
ing the affiliated companies in Swe- 
den, Finland, northern Germany, 
Erie, and northern Ireland. All of 
these firms use the Kosangas equip- 
ment and operate under the same 
general plan as the parent company. 

The total importation of L. P. gas 
into Denmark for 1955 is estimated 
at 60,000 tons. The principal suppliers 
are Sweden, Germany, Holland, and 
France, but smaller quantities come 
in from Czechoslovakia and Poland. 

Late this year the new Maersk re- 
finery in Copenhagen will be in oper- 
ation and will supply the Danish mar- 
ket with approximately 15,000 tons 
per year. 

About 95% of the LPG used in 
Denmark is at present consumed for 
domestic purposes, principally for 
cooking. The number of domestic 
customers is now close to the satura- 
tion point and additional volume de- 
pends almost entirely on the sale of 
additional domestic consuming units. 
Utility gas has up until recently been 
coal gas, but the price of coal has 
been rising and the price of the by- 
product coke has been declining. The 
utility companies are thus caught in 
a squeeze and are now beginning to 
convert to LPG-air systems. The first 
of the plants to be changed over was 
completed in June of this year. 

With the exception of the indoor 
cylinders, the Danish LPG operations 
are closely patterned after American 
practices. English is the favorite ‘sec- 
ond language in the Danish public 
school system and nearly all of the 
better educated people in Denmark 
read and speak English as well as 
their own language. The heads of the 
L. P. gas companies keep up to date 
on the American literature pertain- 
ing to their industry, including the 
NFPA standards. They also read 
ButTANE-PROPANE News with great in- 
terest and find much of the informa- 
tion helpful in their own operation. & 
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_ A PREWAY Bilt-In Range 
upeans a built-in gas customer for you 


‘The built-in oven and cooking top idea is 
leeping the country — in new construction and 
remodeled kitchens. It means less work and 
ater convenience for the housewife — and for 
_with PREWAY, it means the sales opportunity 

lifetime . . . for you can sell the world’s 
t beautiful Bilt-In to the housewife at less 
scost than a comparable gas range — way 
F underprice any free-standing electric range 
fF electric built-in. 





Cash-in on the profit side of this situation and 
build for a positive future. PREWAY Wall- 
chef and Counterchef units — with all the 
automatic features women want — are avail- 
able in an array of finishes to meet any 
kitchen planner’s color scheme. Make your- 
self known as the Modern-Kitchen-Man. Send 
mailing pieces to prospects. Call on archi- 
tects, builders, contractors in your area. Identify 
yourself with PREWAY’s national full-color ad- 
vertising in the SHOW-HOUSE Section of the 


eee al ; POST, LIVING, BRIDE-TO-BE. Try this, and you'll 
LOX 


discover dynamic new sales power. 





Now, now is the hour to phone, wire or write 
to become a PREWAY dealer . . . for there is o 
feature role waiting for YOU. 





Patents Pending 









6115 Third Street, North 
Wisconsin Rapids, Wisconsin 
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GAS-FIRED UNIT HEATERS 












give you ALL these advantages 


& ; 


@ No other manufacturer offers you 
rust- and corrosion-resistant stainless 
steel burners as standard equipment 
... plus a choice. of aluminized or 
stainless steel heat’ exchangers. And 
there are many other features for re- 
duction of overall costs. In many in- 
stances, for example, the savings a 
Modine Unit Heater allows in in- 
stallation costs alone offset any dif- 
ference in price. ; 



































WEIGHT COMPARISON 
Capacity 
Brand (Behr. | aye Weight 
input) 
Modine (aluminized steel) 105,000 105 
Modine (stainless steel) 105,000 95 
Brond “A” 100,000 170 
Brand "B" 102,000 196 
Brond “"C* 90,000 75 
Brand “D" 100,000 165 
Brand “E™ 100,000 210 
Brand “F” 100,000 210 
Brand “G" 105,000 170 




















' Light weight, wthost sacrifice of strength 
| or efficiency, makes Modine Unit Heaters — 
"easier to handle, faster fo install. Also cuts 
need for expensive support s*ructures. 
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UNIT HEATERS 







NEW 12-PAGE BULLETIN 655 


gives you complete selection 
and application data, Call 
the Modine representative 
listed in your classified 
phone book. Or write Mo- 
dine Mfg. Co., 1577 DeKoven 
Ave., Racine, Wisconsin. 
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CALENDAR 


Coming events 
in the Industry 


NOVEMBER 


Nov. 7-8—Minnesota Petroleum Gas 
Association Convention — Nicollet 
Hotel, Minneapolis. 


Nov. 10-11—lIllinois LPGA, conven- 
tion, St. Nicholas hotel, Springfield. 


Nov. 14-15—North Dakota L. P. Gas 





Association convention — Great 
Northern Hotel, Devils Lake, N. D. 
DECEMBER 


Dec. 7—Wisconsin LP Gas Associ- 
ation Convention—East Side Busi- 
ness Men’s Association Club House, 
Madison. 


1956 


January 4—New: York LPGA ‘gnnual 
convention, DeWitt Clinton hotel, 
Albany. a 


Jan. 15- 16—-Arkofies LP Gas 'Asso- 
ciation Annual Mid-Year Meeting 
—Hotel LaFayette, Little Rock. 


January 19-26—National Housewares 
& Home Appliance Manufacturers 
©, "Exhibits, Navy Pier, Chicago. 


"sea. 30- 31—NMichigan Liquefied Pe- 
* troleum Gas Association Conven- 
tion—Hotel Statler, Detibit 


February 28-29-March 1—LPGA Dis- 
trict convention and Trade show, 
Sheraton-Park hotel, Washington, T 
Dac 


March 26-28 — Southeastem District 
LPGA convention anid, trade show, 
Atlanta-Baltimore hotel, Atlanta. 


April 5—GAMA 7th Annual Atomic 
Gas Range conference, Hotel Pierre, 
New York City. 


April 23-25—Association of Nebras- 
ka LPG Dealers, annual state con- 
vention, Fontenelle hotel, Omaha. 


May 6-9—LPGA 25th annual conven- 
tion and trade show, Conrad Hilton 
hotel, Chicago. 


June 10-12—Arkansas LP Gas Asso- 
ciation Annual Convention — Ar- 
lington Hotel, Hot Springs, Ark. 





All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 
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FAST, LOW-COST CHANGE IN DIRECTION OF FLOW. Removal of 
the body cap permits reversing the cage assembly to allow 
change in direction of flow. In addition, this feature lets you 
change seat material, and clean the valves thoroughly and 
quickly — without removing the valve from the line! 





INTERCHANGEABILITY of seat material to meet your operating 
a gp ear is another feature of the Rockwood Top Entry 

Valve. Seat can be furnished in Buna-N, Neoprene, 
Kel-F, Teflon, and Nylon. 










EASY INSTALLATION AND OPERATION is permitted because of 
the new handle design. This new design allows the handle to 
be placed in any of eight positions! 


Now!... New Rockwood Top Entry Ball Valve 


. A new concept in valves that 
saves you money and time! 

Made of bronze the new Rockwood 
Top Entry Ball Valve is ideal for han- 
dling oxygen and hazardous liquids as 
well as water, oil and gas. It carries 300 


Ibs. per es inch on water, oil and gas 
and 400 lbs. per square inch on LP gas 
and is available both with sweat ends 
and screw ends, in sizes 4”, 4” and 1”. 

Write for complete data on this 
unique full round pipe size flow. 


ROCKWOOD BALL VALVES 






FULL, R 


Distributors in all Principal Industrial Areas 
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ROCKWOOD SPRINKLER COMPANY 
706 Harlow Street 
| Worcester 5, Mass. 


| Please send me complete informa- 
| tion on Rockwood Top Entry Ball 
| Valves. 
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EXPLOSION-PROOF 
SWITCHES 


EXPLOSION-PROOF 
LIGHTING FIXTURES 
EXPLOSION-PROOF 
PLUGS & RECEPTACLES 
EXPLOSION-PROOF [x =} 
CONTROL STATIONS Iss) =) 


EXPLOSION-PROOF 
MOTOR CONTROLS 











SOW 4; 
SExXPLOSION-> 
ee PROOF XE 
VZ2Ewes os 
ELECTRICAL 
EQUIPMENT 











_ L-P Gas storage tanks, pump rooms and fill- 
ing areas are among the many industrial loca- 
tions which thé National Electrical Code has 
classified as hazardous areas. Explosion-proof 
electrical equipment is a “must” for these 
locations. 


A Crouse-Hinds Field Engineer will be glad 
to look over your present plant — or your plans 
for a new one — to see oe el your electrical 
apparatus and wiring conform to Code re- 
quirements. This Crouse-Hinds service costs 
you nothing and imposes no obligation. 


FREE! Crouse-Hinds has prepared an 82- 
page booklet containing Articles 500 and 510 
of the latest revised Code . . . explosive char- 
acteristics of various vapors and gases (includ- 
ing propane and butane) . . . pictures of 
installations of Crouse-Hinds explosion-proof 
equipment which meets Code requirements. 
Mail coupon for your free copy. 


CROUSE-HINDS COMPANY 
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Crouse-Hinds Company 
Dept. BPN, Syracuse 1, N. Y. 


Please send free booklet on electrical equipment for 
hazardous locations (Bull. 2655). 


Name 
Title 
Firm Name 
Address 
City Tone .... State vl 
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STATEMENT REQUIRED BY THE ACT 
OF AUGUST 24, 1912, AS AMENDED BY 
THE ACTS OF MARCH 3, 1933, AND 
JULY 2, 1946 (Title 39, United States Code, 
Section 233) SHOWING THE OWNER- 
SHIP, MANAGEMENT, AND CIRCULA- 
TION OF 


BUTANE-PROPANE News, published 
monthly at Los Angeles, California, for 
October 1, 1955. 


1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Jay E. Jen- 
kins, 198 So. Alvarado St., Los Angeles 
57, California; Editor, Carl Abell, 198 So. 
Alvarado St., Los Angeles 57, California; 
Editorial Director, William W. Clark, 193 
So. Alvarado St., Los Angeles 57, Cali- 
fornia. 


2. The owner is: (If owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stockholders 
owning or holding 1 percent or more of 
total amount of stock. If not owned by a 
corporation, the names and addresses of 
the individual owners must be given. If 
owned by a partnership or other unincor- 
porated firm, its name and address, as 
well as that of each individual member, 
must be given.) 

Jenkins Publications, Inc., 198 So. Al- 
varado St., Los Angeles 57, California, Jay 
E. Jenkins, Estate of Ida M. Jenkins, Hel- 
ene M. Jenkins, Eloise M. Jenkins, 198 So. 
Alvarado St., Los Angeles 57, California. 


3. The known bondholders, mortgagees 
and other security holders owning or 
holding 1 percent or more of total amount 
of bonds, mortgages, or other securities 
are: (If there are none, so state.) None. 


4. Paragraphs 2 and 3 include, in cases 
where the stockholders or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela- 
tion, the name of the person or corpora- 
tion for whom such trustee is acting; also 
the statements in the two paragraphs show 
the affiant’s full knowledge and belief as 
to the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than of a bona 
fide owner. 


5. The average number of copies of each 
issue of this publication sold or distrib- 
uted, through the mails or otherwise, to 
paid subscribers during the 12 months pre- 
ceding the date shown above was: (This 
information is required from daily, week- 
ly, semiweekly, and triweekly newspapers 
only.) 

JAY E. JENKINS, 
Publisher. 


Sworn to and subscribed before me this 
29th day of September, 1955. 


(Seal) C. E. BUCHANAN, 
Notary Public. 


In and for Los Angeles County, State of 
California. 
(My commission expires July 1, 1957.) 
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Anything Less is an 
Old-Fashioned Truek! 





If you don’t get all the modern advantages new Chevrolet 
trucks offer, you stand to lose money on the job today 
and at trade-in time tomorrow! 


Look at it this way. The more modern the truck, 
the more quickly and efficiently it does the job. 
And if it’s loaded with ultra-modern features, you’re 
bound to be farther ahead at trade-in time. Now 
look at the way Chevrolet fills the bill. Even 
so-called new trucks are old fashioned without all 
these Task-Force advantages! 


Shortest stroke V8’s* of any leading truck—the most 
modern truck engines ‘money can buy! Their com- 
pact, short-stroke design means longer life because 
of less friction and wear. Chevrolet’s extra-rugged 


and dependable high-compression Sixes are ultra 
economical to keep humming. They squeeze more 
power out of a tankful of gas! 


The latest in cab comfort and safety—new High-Level 
ventilation, panoramic windshield, concealed Safety 
Steps—features that boost driver efficiency! 


Most modern chassis features—new suspension, more 
rigid frames, tubeless tires standard on 14-ton models! 


Work Styling—Here’s light- and medium-duty styling 
that’s matched to the job; modern styling that calls 
attention to your business! Your Chevrolet dealer 
has complete details. See him soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*V8 standard in L.C.F. models, an extra-cost option in all 
others except Forward-Control models. 


NEW CHEVROLET 
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mie” Tnch-Force TRUCKS . 
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New Products and 
Trade Literature 














mation desired. 


To secure further information on products or new publications, 
fill out the coupon and mail, indicating by number the infor- 








1. Automatic Temperature Control 





Geo. D. Roper Corp. has announced 
its fully automatic top burner tem- 
perature control, the Roper Tem- 
Trol, making possible a degree of 
“personalized cooking” to please the 
most discriminating. Providing a 
wider range of cooking temperatures, 
the new burner automatically main- 
tains a lower cooking temperature 
than any previous burner has been 
able to reach and hold. Keep-warm 
temperatures as low as 150° are pro- 
vided. 


In operation, the new temperature 
centrol reaches the desired cooking 
temperature rapidly, and holds that 
temperature until foods are perfectly 
cooked. In addition, it prevents over- 
cooking and burning. Tem-Trol will 
also keep all foods warm. Mashed 
potatoes, for instance, can be kept at 
serving temperature as long as de- 
sired. 

Roper’s Tem-Trol burner is ther- 
mostatically controlled and will hold 
set temperatures within 2° — up or 
down. It incorporates a stainless steel 
sensing unit that is held against the 
bottom of the cooking utensil by 
spring tension. This is coupled with 
an oven-type heat control. 

No longer is it necessary to buy 
special utensil for controlled heat 
cooking. Any shape or size utensil 
can be used with Tem-Trol for fully 
automatic top-burner cooking. No 
special materials are required—cast- 
iron, aluminum, porcelain enamel, 
and flame-proof glass utensils work 
equally well, as do utensils with 
round or square bottoms. 


Geo. D. Roper Corp. 





2. LPG Hand Burners 





Manchester’s new Super “8” L. P. 
gas hand burner will help balance 
summer load by increasing the off- 
season use of L. P. gas. The Super 
8 is extremely light in weight (5%4 
lb), with the lightest part at the end 
of the burner. The Super 8 is 8 ft 
long, thus keeping the heat of the 
flame away from the operator. Even 
in extremely hot weather, this LPG 
burner can be used for weed control. 
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The 8-ft length also permtis the op- 
erator to reach over fences and across 
most irrigation ditches. 

The burner has an original Man- 
chester trigger valve, which allows 
use of the flame only when it is 
needed. The Power Jet head is at an 
angle to the body of the burner; 
with just a twist of the wrist, the 
wider, longer angle-flame will give 
coverage of an entire ditch. Further- 
more, the jet action of the flame de- 
creases the amount of weight for the 
operator to control. The Manchester 
Super 8 has a heat-resistant, wind- 
proof pilot which is very easy to 
light. It also has a 250-gal. L. P. gas 
tank built to 250-lb API or 200 U-69 
code. 

The tank supplies ample fuel for 
the burner and can be used to fill 
tractor and truck tanks in the field 
(it has a separate liquid outlet for 
this purpose). The burner has a 6-ft, 
270° swing boom, for maximum safe- 
ty, is located on top of the tank, 
keeping the L. P. gas hose off the 
ground and away from wheels. 


To help you train employes to look 
for weed burning potentials that 
exist in a dealer’s area, Manchester 
has produced a 35-mm film strip and 
narration, “Potentials in L. P. Gas 
Weed Burning.” The film is available 
for dealer use. 

Manchester Welding & Fabricating 
Co. 


3. Vented Wall Heater 


Heating Equip- 
ment Manufacturing 
Co. is in production 
on a new line of gas- 
fired, vented, re- 
cessed wall heaters 
in sizes to adequate- 
ly heat bathrooms, 
halls, single rooms, 
two adjoining rooms 
or the entire house. . 
Eleven sizes are 
available, ranging 
from 17,000 Btu to 
60,000 Btu. 
Either manual or 
automatic thermo- 
stat controls are 
available on this 

Narrow Wall Series 
1400. The manually operated heaters 
are equipped with Baso 100% pilot 
control. 

Casings are finished in hard, 
smooth Hammertone baked enamel 
in suntan color. Units carry AGA 
approval for natural, manufactured 
and L. P. gases. 

Heating Equipment Manufacturing 
Co. 





4. Gas Control Valve 


A new “Adjusto-Flo” gas control 
valve for the control of gas burners 
has been introduced by Sullivan 
Valve and Engineering Co. The new 
valve, of great flexibility, features 
unobstructed gas flow for increased 
capacity. 

A full-circle valve closure gate 
swings completely out of the way to 
allow an unobstructed flow of gas up 
to the full valve capacity. This actu- 
ally makes its capacity far greater 
than the valve size rating. Due to its 
larger capacity, it reduces the pipe 
size and valve size required, thus 
greatly reducing installation costs. 
The gas flow can be easily adjusted 
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for any required flow up to the full 
capacity of the valve. 

The damper arm is completely ad- 
justable for a full circle swing... 
you move the arm, not the valve. In 
addition, valve opening speeds are 
adjustable up to 60 seconds while 
closing time is fixed to insure fast 
shut-off. 


Sullivan Valve and Engineering Co. 
5. Rotary Pump 


A precision rotary pump unit, 
which is specially designed to load 
and unload LPG, NHs, and other 
volatile liquids, faster and more eco- 
nomically against higher differential 
pressures, at lower pump and engine 
speeds, has been introduced by Su- 
perior Industries Inc. 

The pump has a two-lobed cam, 
with double pumping cycle for each 
revolution, Within the rotor are 14 
hydrostatically balanced, pressure- 
activated, self-adjusting and self- 
lubricating carbon vanes that utilize 
the pressure from the discharge side 
of the pump, introduced behind the 
vanes, to hold them firmly against the 
cams—providing positive pumping 
action. As the differential pressure 
increases, the “Superior” pump ac- 
tually becomes more efficient, accord- 
ing to the manufacturer. 

It is said that the Superior pump, 
when properly installed, will load or 
unload a 10,000-gal. tank car in ap- 
proximately 2% hours, without need 
for a compressor until after all the 
liquid has been removed. 

In the loading of customers’ tanks, 
no vapor-return line is necessary. 
Reduced pumping time increases the 
number of service calls that can be 
made by a truck in a day. 

The design of the pump is such 
that there is no metal-to-metal con- 
tact. If and when wear occurs in the 
pumping chamber, it is not necessary 
to discard the pump—only the carbon 
vanes need be replaced. This can be 
done without taking the pump from 
the truck or from its base. Remov- 
ing the pump cover plate gives easy 
access to the carbon vanes. Thus, the 
need and expense of spare pumps are 
done away with. 
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Hydrostatically tested to 1200 psi. 
Pipe openings 2 in.; case can be set 
to any position; rotation CW and 
CCW. Base fits average truck mount- 
ing without any change in piping. 
Available sizes are: 60 gpm and 100 
gpm for delivery trucks and bulk 
plants. 


Superior Industries Inc. 


6. Electric Thermostat 


An electric 
thermostat of 
small, compact 
design has been 
developed by 
Robertshaw-Ful- 
ton Controls Co. 
for use in clothes 
dryers, electric 
room heaters, 
unit air condi- 
tioners and other 
household and 
commercial ap- 
pliances. 

The new “EA” 
thermostat is 
also used for such 
commercial 
equipment as 
steam and dry heat tables, glue pots, 
sterilizers, poultry brooders, egg 
washers, counter griddles, alarm sys- 
tems and wrapping machines. 

It is available in either direct act- 
ing or reverse acting types—breaking 
or making contact on temperture 
rise—and carries Underwriters Lab- 
oratories approval. 

Small size of the EA—less than 3 
in. in the longest dimension—is one 
feature said to make the EA widely 
applicable as a compact, low cost 
temperature control. Another is use 
of the same,snap acting mechanism, 
incorporating the same thermal unit 
employed in other Robertshaw elec- 
tric thermostats. 


Robertshaw Thermostat Division 





7. Gas Unit Heaters 


Temco Inc., has made the addition 
of gas unit heaters to its line of heat- 
ing equipment. 

The new line of gas unit heaters 
includes six different models ranging 
in size from 50,000 Btu input to 225,- 
000 Btu input, providing wide versa- 
tility on unit heating jobs. The units 
feature heat exchangers finished in 
Temco’s Ceramic-Clad—a high-tem- 
perature porcelain enamel finish that 
will neither rust nor burn out and 
which the American Gas Association 
approves at 295° above either cast 
iron or steel heat exchangers. 

The Temco gas unit heaters are 
compact units with two of the models 
only 23 in. high: 

Temco Ine. 


8. Lubricating Plug Valve 





Homestead Valve Manufacturing 
Co. has a new lubricating plug valve 
for 200-lb oil-water-gas, or 150-lb 
steam working pressure, that affords 
positive high pressure distribution of 
lubricant over the entire sealing sur- 
face; a self-freeing plug to prevent 


READERS’ SERVICE COUPON 


Just fill in this coupon for Products information and 
copies of new publications, and mail to 
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your gas market... 
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simple check of the number of 
poultry raisers in your area will be 
a good indication of how you can 
expand your gas market and 
at the same time build good- 
will with customers. Broiler 
growers use gas brooders for 
raising baby chicks to the market 
stage. Egg producers use gas brooders 
for raising flock replacement birds. 


3-72P SUN-TEMP RADIANT 
GAS BROODER with 72” 
canopy for healthier chicks, 
cleaner heat with less work. 


In either case Buckeye Gas Brooders, 
well-known throughout the poultry in- 
dustry, will give you a good chance 
to expand your present LP or 
“Bottled Gas” market. In addition, 
there is a profit for you every 










time you sell a Buckeye Brooder. 


Write today for complete infor- 
mation. Other gas dealers 
have profited by handling 
the Buckeye line and 


we're sure you can too. 













4-96P NEW SENIOR GAS 
BROODER with 96” canopy, 
simple assembly and opera- 
tion features. 


Our New Brooder Catalog No. 55-A is now 
available. Send for your free copy today. 
No obligation, of course. 


INCUBATOR COMPANY 


sy oTatarepal-i fe Mmm @lal le) 


FICE and WAREHOUSE FRESNO, CALIFORNIA 


STANDARD OF PERFECTION IN THE POULTRY INDUSTRY 
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sticking; and the ease of operation of 
a cylindrical plug valve. 

Other features include: closely fit- 
ted plug and body which prevent 
seepage of lubricant into line fluids; 
triple stem seal; double ball and 
lubricant sealed check valve system; 
tell-tale lubricant release which 
shows when lubricant system is full; 
and teflon floated plug for extra ease 
of operation and extremely low main- 
tenance. The new valve is available 
in straight-way, 3-way, 4-way and 
multiple port types with either 100% 
pipe area or venturi (restricted 
flow) ; and cast in a variety of metals 
and alloys including semi-steel, steel, 
brass, aluminum, and ni-resist. 


Homestead Valve Manufacturing Co. 


9. Mobile Radio 





“New look and improved sound” 
in mobile radio equipment has been 
announced by Motorola under the 
name of Twin-V. A complete new 
line of mobile’ two-way radio units 
spotlighting the importance of uni- 
versal operation from either 6- or 12- 
volt battery. The unit incorporates 
major innovations improving receiv- 
er sensitivity, noise suppression and 
voice frequency reproduction. 

Improved fringe area reception 
and consequently greater range are 
obtained ihrough the use of new cir- 
cuits and new tube types to provide 
increased receiver sensitivity. 
Motorola Communications & 
Electronics Division 


10. Automatic Incinerators 


Given Manu- 
facturing Co. is 
engaged in full 
scale production 
of the Waste 
King automatic 
gas incinerator. 

Company re- 
ports state the 
new incinerator 
disposes of all 
burnable refuse 
and rubbish by a specially developed 
dehydration process, which principle 
eliminates smoke and noxious odors 
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Gas Range Sales UF, S 











Gas Range sales showed a healthy 
13.3% increase for the first seven 
months of 55. And now comes the 
American Gas Association national 
“Old Stove Round-Up” to keep 
these figures going up-up-up! 
Everybody benefits when dealers 
and gas utilities cooperate in city- 
wide gas range promotions. Every 
dealer benefits when he puts extra 
promotion efforts behind gas ranges. 
Because today’s modern gas 
ranges offer homemakers more in 
automatic performance, more in 
beauty, more in good saleable fea- 






tures with lower costs of operation 
than ever before. 

For a real pick-up in your sales, 
tell the difference, sell the difference 
between today’s modern gas ranges 
and the 12 to 15 year old models 
still in use in 2 out of 3 gas equipped 
homes. 

Push top-of-the-line automatic 
Gas Range models during the “Old 
Stove Round-Up”, move them up 
front, connect a live demonstration 
model to gas, feature them in your 
windows and teach your sales force 
to sell them. 


Join up with the 0/2 STOVE ROUND-UP 
and make more sales of 


Top-Profit Gas Ranges NOW | ( 


Get full information from your gas company, your 
gas range manufacturers’ representatives or write to: 


DOMESTIC GAS RANGE DIVISION 


Gas Appliance Manufacturers Association, Inc. 


60 East 42nd Street, New York 17, N. Y. 
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FOR LPG AND ANHYDROUS AMMONIA 
THINK TWICE 




























There’s more 


than meets the eye! 


It may not be fair to class Hose Assemblies as 
pedigreed or as mongrels — but, they cer- 
tainly can’t all be “bests”, or ‘firsts’. That's 
why | suggest you THINK TWICE about your 
Hose Assemblies, Couplings and Fittings if 
you want real service out of them. Your safe- 
est bet is to present your original equipment 
applications to the engineers who have many 
years of “know-how” in design, production 
and application of Hose Assemblies—Anchor 
Engineers. Now, chances are that they can 
recommend just the right assemblies, the ped- 
igree if you please, right from stock—a hose 
suited for your particular need. But if not, 
you can depend on their recommendation. 
Anchor Products will serve and serve. Write 
them today. 





Meanwhile — let me send you 
literature on Anchor’s LPG and 
Anhydrous Ammonia Hose As- 
semblies, Couplings and Fittings— 
Bulletin No. 500. 


Also — Anchor *Pressed-On Assem- 
blies, Adaptor Unions and Pipe 
Fittings, and *Reusable Couplings 
—Bulletins Nos. 100,200 and 300. 


*(Both for hydraulic — high, med- 
ium and low pressures.) 
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ABOUT YOUR HOSE ASSEMBLIES 





Gndy Unchee 


Pn North Fourth St. ¢ Libertyville, Illinois 
Branch Offices: Dallas, Tex.; 





Plymouth, Mich. 





and prevents open fire burning. Thus 
complete and instant combustion 
turns refuse, large bones, paper, card- 
board cartons, and other rubbish into 
a powdery ash that drops into the 
drawer chamber automatically for 
easy removal. The removed ash is 
said to be, by top agricultural ex- 
perts, one of the finest fertilizers 
known, 

Specifications reveal many other 
features that contribute to the new 
Waste King’s efficiency and ease of 
operation. It is completely automatic; 
there are no valves, dials or buttons 
to adjust; a Flame-Monitor main- 
tains a safe constant temperature for 
continuous operation; complete fibre- 
glass insulation retains heat inside, 
keeping exterior surfaces cool. 

Occupying less than 3 sq ft, the new 
Waste King incinerator requires little 
space, yet can dispose of two bushels 
of refuse in one loading. Available in 
either white or aqua porcelain enam- 
el finish, the new unit makes an at- 
tractive appliance wherever it is in- 
stalled. 


Given Manufacturing Co. 


11. Circular Torches 





Two new circular torches designed 
for operation with L. P. gas have 
been placed on the market by Mutual 
Liquid Gas & Equipment Co. 

The torches are used for soldering 
large streamline copper pipe. They 
distribute heat around the entire 
joint in one operation. Heating time 
is cut and a uniform job is insured. 
Plumbers find they not only save a 
great deal of time, but they use less 
fuel to complete the job. 

No. 4S has two Mutual tips (4S- 
broad flame) and No. 4B utilizes five 
tips (4B-pointed flame). Both will 
generate 2350° instantly. They oper- 
ate on direct tank or regulated pres- 
sure, and will efficiently handle cop- 
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Aeumulair’ TYPE R 


@ Type R Annulair pilot burner for all gas ap- 
pliances is non-linting because it has no primary 
air hole to clog up. Lint drawn into the pilot 
burner is burned in the pilot flame and carried 
away by the flame itself. Pilot screens are un- 
necessary. 





























Ignition of the main burner and heating of the 
thermocouple is performed by a single flame 
which is fanned out by the tip burner, so that 
either side of the flame may be used to ignite the 
main burner, permitting a flexibility in mounting 
that appeals to the design engineer. Operating 
costs are low because of a moderate gas consump- 
tion of only 700 Btu per hour with all gases— 
manufactured, natural, mixed, and LP. 





Type R pilots are now available with two kinds 
of brackets and with either replaceable orifices 
or pressed-in orifices, but all possess the same 
burning characteristics, ease of mounting, and 
low cost. 


The novel design of this new burner adapts itself 
to use on more than one type 
of appliance. This means cost 
savings to you through re- 
duced inventories. The sell- 
ing price is new, too—a 


must for the cost-conscious 
buyer. 
AERATED FLAME OF — ; 


Pilot burner will ignite main burner 
from either side of the single flame. 








TRUE BUNSEN TYPE oie Write 


for complete in- 
formation and 
specifications. 


MILWAUKEE GAS SPECIALTY CO. 
Dept. SB-5, Milwaukee 1, Wis. 
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per pipe up to 6 in. They may also 
be used for sweating out lead in pipe 
and large sewer joints. 

Mutual Liquid Gas Equipment Co. 


12. Gas Heaters 


New additions to its line of Warm 
Morning gas heaters have been an- 
nounced by Locke Stove Co. 

Locke has begun factory shipments 
on a new V-20 and V-30 series of 
vented gas circulators, AGA ap- 
proved for natural, manufactured, 
and L. P. gas, with ratings of 20,000 
and 30,000 Btu input. 


The V-20 and V-30 models feature 
a distinctive styling utilizing Perfo- 
Dot front panels and top grilles, with 
chrome corner trim and chrome bars 
across the front. 

Both models are offered in a choice 
of two colors of finish: Sheraton 
Brown (shaded mahogany), or Des- 
ert Sand (tan beige). Models V-20 
and V-30 are equipped with manual 
pilot; Models V-20S and V-30S with 
safety pilot. Thermostats may be 
added. 

Locke Stove Co. 








LPG equipment manufacturers .. . 


FINANCE YOUR CUSTOMERS 


—-OR 


LOSE THEM |! 


sell new customers and keep them sold 


with F.A.C’S flexible financing plan 


Today your customers are DEMANDING long-term financing. 
And when they don’t get it, they don’t buy. F.A.C.’s in- 
stallment sales financing plan meets this demand with a sound, 
business-like solution to your customers’ financing problems. 


This service is flexible, so you can adapt it to any particular 
sales situation. We serve many of the nation’s leading LPG 
equipment manufacturers — financing every product. from 
small cylinders to huge bulk storage tanks. 


F.A.C.’s Flexible Financing Plan gives you an extra sales tool 
—because it’s another reason for prospects to buy from you. 
Why not meet their demand? Don’t lose customers. Finance 
them. We urge you to telephone or wire—one of our officers 


will be glad to serve you. 





FIRST ACCEPTANCE CORPORATION 


Minneapolis, Minnesota « 820 Northwestern Bank Bldg. + Flilmore 7711 


Discount Bankers Serving Manufacturers of LP Gas Equipment 
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13. Filler Valve Line 





Fisher Governor Co.’s Series D100 
L. P. gas filler valve line utilizes back 
check design, providing a double 
guide, insuring gas tight seals under 
all operating conditions. Fisher filler 
valves utilize an encased metallic 
gasket to provide a gas-tight seal be- 
tween upper and lower bodies. 

All Fisher filler valves utilize 
rugged brass forgings. Cap is die 
cast; brass parts are produced from 
stress-relieved bar; spring is of all 
stainless steel which prevents corro- 
sion; seat disc is of synthetic rubber. 


Fisher Governor Co. 


14. Variable Speed Pulley 






A new %-hp variable speed pulley 
is now available for limited space ap- 
plications. It is so designed that it 
can be mounted with the belt take- 
off close to the motor or reversed, in 
which case the belt take-off is in an 
overhung position away from motor. 

The new pulley delivers speed 
ratios up to 2 to 1. An A-section belt 
is used. Maximum bore is 5% in. with 
keyway. 

Smooth belt surfaces reduce belt 
wear and add to quietness of opera- 
tion. Bronze oil-impregnated bear- 
ings eliminate need for lubrication 
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CASE: 


TO DISCOVER 
THE FINEST 
20 POUND 

CYLINDER 
maved 





T 


Lee < 


CYLINDER! 


EVIDENCE OF SUPERIORITY: 


e Husky collar with well 
formed carrying handle. 


e Drain slots in collar to 
eliminate ice hazard. 


e Ventilating holes in foot 
ring to guard against cor- 
rosion. 















e Prime AND finish coats of 
good rust preventive paint. 


FULLY GUARANTEED 
FOR FIVE YEARS 


C 


of the Serrick Corporation) 


PHONE COLLECT _ 






4801 BELLEVUE - DETROIT 7, MICH. - WaAinut 5-3430 
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for the entire life of the pulley. 
Known as the E-1350 variable speed 
pulley, it is made from fine grained 
castings, carefully machined for bal- 
ance and fit. 

The pulley can be used with the 
Lovejoy 135 variable speed base, the 
200 tilting base, or any other sliding 
base or shifting mechanism desired. 
Overall dimensions are 3 5/16-in. 
length by 3-in. diameter. Weight is 
26 oz. 


Lovejoy Flexible Coupling Co. 


15. Forced Air Wall Heater 


] A new, low 
- | cost, forced air 
| wall heater has 
| been announced 
| by Day & Night. 
| The Forced Air 
Panelray pro- 
| vides w arm air 
from the 65,000- 

Btu rated unit at 

| floor level and 

_ yet its design 

_ eliminates the 

| need for expen- 

| sive ductwork. 

—— | Ideal for new 
building or modernization, the unit 
is easily installed between normal 
16- or 24-in. studs. The FA Panelray 
stands 95 in. high, 14 in. wide, and 
9% in. deep. A wide variety of in- 
stallations is possible with either one, 
two, or three ‘heat outlets available 
from a single unit. 

The unit is thermostatically con- 
trolled with a newly designed silent 
24-volt diaphragm-type automatic gas 
valve. The dynamically balanced 
blower insures silent operation and 
Day & Night’s new Dual-Safe con- 
trols provide the extra margin in 
complete safety. 

The unit is AGA approved for op- 
eration with L. P. gases. 


Day & Night 





16. Dry-gas Hose Connectors 





Development of a line of dry-gas 
hose connectors for use on L. P. gas 
carburetion systems has just been 
announced by Nicson Engineering 
Co. 

Designed to help L. P. gas dealers 
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[N\MPSTEBLS 


New Designs in Ni, and 1.?.6. Bulk 


STORAGE TANKS 


MEAN 
LARGER CAPACITY 
EASIER HANDLING 
GREATER SAFETY 


A pioneer in the L.P.G. and Anhydrous Am- 
monia (NH3) equipment field, AMPSTEEL 
puts this knowledge to work for you in new 
designs and manufacturing techniques. ONLY 
AMPSTEEL gives you this quality of product 


and service. 
AmpSTEEL PRODUCES: 










LARGE BULK STORAGE TANKS — Manufactured to meet 
every need for safe, economical operation. Capacities to 
30,000 gallons. 


SMALLER STORAGE TANKS—A complete line of L.P.G. 
tanks. Both top and end-connected models available. 


ALL TYPES OF NH; TANKS 


From large transport units to small applicator and transfer 
tanks, all meeting most rigid safety regulations. All have new 
AMPSTEEL designs for greater safety, efficiency and 
capacity. A typical example of this is the new recessed-head 
type (shown at right) developed for Fannin Gas Company. 
Stress-relieved and X-rayed for less weight. Designed for 
faster and easier handling at the plant and at the point of use. 





Liquefied Gas Division 
AMERICAN PIPE & STEEL CORPORATION 
Established 1903 
2201 West Commonwealth Ave. — Alhambra, California — CUmberland 3-2181 
Los Angeles Sales Office — MUtual 1368 
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World's xcsz Propane Delivery Units 
at Lower Prices! 


Your Choice of 5 Models 


Twin or single 


600 to 2200 WG. 










Model 100 


$3,647. 


Twin propane unit (pictured above) is priced 
complete, ready to use, mounted on a brand new 
1956 Chevrolet chassis, PTO, shaft, Viking me- 
chanical seal pump, 50’ 34” filler hose, lights, 
painted shiny aluminum over red oxide, piped 
complete and includes Federal tax. 





Model 300 


HUNDREDS OF OUR UNITS ARE NOW IN SERVICE 
THROUGHOUT THE WORLD 


IMMEDIATE DELIVERY on any Models 
(several sizes available in each Model) 
mounted and piped COMPLETE on chassis 
furnished by us. 





We are authorized truck distributors 
(International factory LPG equipped, 
Chevrolet, Ford, GMC, Dodge or Reo.) 
We can save you up to $900.00 on new 
trucks. Each unit is tested and ready to 
deliver gas when it leaves our shop. 


Model 150 





& te EASY TERMS AVAILABLE — (No 
We also SAVE YOU MONEY on Tank a: 
nstallation Trailers—Domestic Systems, 
115 to 1,000 W.G., and specially built WRITE, WIRE or PHONE | 
tag we trailers with tank for oe : | . FOR PRICES TODAY 
arm tractors with LPG and anhydrous 
ammonia. May =—«WE SAVE YOU MONEY 


Phone 570 Batesville, Arkansas 















WHITE RIVER peer eVTORS, INC. 
| 


Refined products for delivery by 
Pipeline, Transport and Tank Car... 


BUTANE-PROPANE 
PETROLEUM PRODUCTS 
ANHYDROUS AMMONIA 
PETRO-CHEMICALS _<6@ 


~ Wright Bldg. Phone LUther 5-1133 
TULSA 3, OKLAHOMA 


eee 


make better carburetion installations 
on cars, trucks, tractors and station- 
ary engines, these fittings eliminate 
the need for the many miscellaneous 
fittings previously used, according to 
the manufacturer. One fitting does 
the job and it is no longer necessary 
to use bushing-reducers, nipples, 
elbows, and another half-nipple to 
make up a one-elbow combination. 
The hose connectors are manufac- 
tured of heat-treated aluminum 
alloy. They are anodized to resist 
corrosion, designed to fit hose per- 
fectly, and machined inside to give 
maximum unrestricted flow of gas. 


Nicson Engineering Co. 


17. Hydraulic Loader 





The time-consuming, and usually 
costly job of loading and unloading 
L. P. gas storage tanks in and out of 
storage areas and at the locations via 
truck and trailer, has been greatly 
improved upon by a specially engi- 
neered hydraulic loader for trucks, 
manufactured by Woodside Indus- 
tries. 4 

This hydraulic power loader is de- 
signed to permit one man to easily 
load and unload L. P. gas storage 
tanks up to 1000-gal. capacity and 
weighing up to 4000 lbs. It can ma- 
neuver these tanks with ease. The 
Woodside Loader fits any standard 
flat bed truck chassis, 2-ton or over, 
with a power take-off from the en- 
gine transmission. 

With a 360° arc for the boom swing, 
tanks can be easily loaded or unload - 
ed from either side, front, or rear of 
the truck. The loader requires only 
a 20-in. space behind the cab, there- 
by, allowing the entire truck bed to 
be free for carrying tanks. 

Extensive field tests have proven 
that with only one man, heavy tanks 
can be lifted out of awkward loca- 
tions and loaded on the truck flat bed 
—two tanks per truck. Tanks can be 
installed anywhere a truck can get 
in. 

It is claimed-that with one man and 
one truck equipped with the Wood- 
side Power Loader, an operator can 
load and carry two tanks to destina- 
tion in less than one-third the time 
of the present method using two men, 
truck and trailer carrying one tank. 


Woodside Industries 
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TANKS MANIFOLDED ON LIQUID 
and VAPOR 


This time saving convenience is illustrated above. It 
gives you all the advantages of being able to operate 
from one central location. In this compact installation 
you have the Neptune Print-O-Meter, the Hannay 
manually operated hose reel (capacity up to 150 
feet), and manifolding system. 

The sleek, low appearance, the individual twin bar- 


rel design tell your customers that this unit repre- 
sents @ modern, progressive LP GAS distributor. 


ee 


CUSTOM- 
BUILT 
SEMI-TRAILER 





Designed and built to solve your own transportation 
problems. Long-experienced engineers and craftsmen 
combine their experience with quality materials to 
J provide you greatest strength with lightest weight for 
a payload that PAYS. Maximum Capacities to meet 
your state limitations. 





_ INDUSTRIAL 
STEEL 
BUILDINGS 


Sound, permanent, steel buildings, easily, inexpensively 
erected. Pictured is 30 by 50-ft. cylinder-filling house 
with 10-ft. sidewalls. Ideal as pump houses, ware- 
houses, office buildings and showrooms. Write for 
16-page catalog “The Magic of Steel’ 
fully describing sizes and uses of Colum- 
“@\. bian Industrial Steel Buildings. 





STEEL, 
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__ FETTER ( GAS SERVICE 


mn 


SQUEFIED PETROLEUM Gas 






Master-Crafted by Columbian... 


MASTER-CRAFTED BY 


OLUMBIAN 


SINCE 


1893 


Hunting for a more profitable LP delivery unit? You 
can’t miss with this new Columbian 1,500 water gal- 
lon capacity Twin Barrel Utility Unit. At a minimum 
investment you have top operational efficiency—all 
service accessories of full skirted units. Best of all 
the lower center of gravity of the twin tanks provides 
the better load distribution, better balance that pays 
off in longer truck life. 


Extra strength and durability are assured by Colum- 
bian’s 61 years of experience in master-crafting steel 
products. Fittings and accessories are engineered into 
the unit for maximum efficiency. The double door 
cabinet in the rear houses meter... valves are cov- 
ered by open hoods... pump is mounted on channel 
hanger with direct-drive power take-off for quick 
transfer. Hose racks each side (optional) for 50’ 
lengths up to 114” diameter. Fully equipped with 
ICC lights and wiring. 


Write today for complete, illustrated literature! 


COLUMBIAN Steel Tank Co. 


P.O. BOX 4048-C KANSAS CITY, MO. 


First for Lasting Strength 
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Red Cross Praises Lehigh 
For Flood Disaster Work 


Lehigh Bottled Gas has been pub- 
licly thanked by the Red Cross for 
volunteering services in the recent 
flood disaster to hit Connecticut in 
the wake of Hurricane Diane. In this 





Motor Driven — 
Unit 


Model GG-196- 


-Lolll aol slo} lei-mo} mle 
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DIRECT 
CONNECTED 
VIKING LP-GAS 


ot ON at Oe ee 1 OR eB 
FILLING UNITS 














distributors and dealers. 


News and news notes about the activities of manufacturers, 








public spirited move, Lehigh donated 
hundreds of gallons of LPG to can- 
teens and mobile kitchens. 

Putnam, Conn., where Lehigh 
maintains one of its plants, was one 
of the towns to suffer severely. Doz- 
ens of homes were damaged or de- 
stroyed by the raging waters; several 


10, 12, 20, 30 GPM at 1750 R.P.M. 


HATEVER your fueling 

or bottle filling problem, 
an efficient VIKING unit will 
fit your needs. 


Available with either motor or 
gas engine, this complete series 
is direct connected to power 
unit. 


" 


For complete information, send for 
our Catalog Section Hb today. 


All pumps come complete with 
mechanical seal, O-Ring gas- 
ket, bearings requiring no lub- 
rication, safety bypass valve 
and pressure safety valve. 


Both pumps and power units 
mount on compact steel bases. 





See our 
Catalog 
in the®> | 


3§ VIKING PUMP COMPANY 
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In Canada, it’s “ROTO-KING” Pumps 





hundred people were temporarily 
without shelter; streets were ripped 
from their beds and the town was 
without electricity, water and tele- 
phone service for many days. It was 
at Putnam where floating barrels of 
magnesium from a wrecked local 
plant terrified the town by exploding 
throughout the night and adding fire 
to the disaster. It will be months be- 
fore the millions of dollars in dam- 
age are repaired. 

In a letter to the Putnam Patriot, 
the area Red Cross Chapter ex- 
pressed its appreciation. Lehigh 
Bottled Gas was the only company 
to be specifically named. Excerpts 
from the letter of gratitude follow: 

“To you who came in daily and... 
nights feeding many people; to you 
who transported water; to the Le- 
high Bottled Gas Co.; to the dairies 
that gave milk; to the stores, farm- 
ers and others for generous dona- 
tions . . . go immeasurable thanks.” 

According to D. L. Besanceney, 
general manager of Lehigh, none of 
the company’s seven plants in New 
England was damaged. However, a 
number of installations were dam- 
aged and some cylinders were lost. 
The plants afe located at Norwich, 
Putnam, Stafford Springs, and Mid- 
dletown, Conn.; Palmer and Ware, 
Mass.; and Wakefield, R. I. 


Safety Council’s “Accident 
Facts” Now Available 


Facts and figures on all types of 
accidents —industrial, traffic, home, 
farm, and school—are contained in 
the 1955 edition of the National Safe- 
ty Council’s statistical yearbook, 
“Accident Facts.” 

Twenty pages of the book are de- 
voted exclusively to occupational ac- 
cidents and provide the factual back- 
ground necessary to give direction 
to an industrial safety program. 
There is a detailed list of accident 
rates by major industry groups, as 
well as charts showing the accident 
trend during the past 25 years. Most 
common source of injuries, part of 
body most frequently injured, off- 
the-job accident problems, unsafe 
acts and unsafe conditions contribut- 
ing to permanent impairments and 
deaths, and other topics are included. 

The 96-page book is an invaluable 
source of ideas and data for making 
speeches, writing articles, preparing 
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ONE HOUSEWIFE TELLS ANOTHER: 


“My new Ruud 


laundry-rated 
Alcoa® Alloy 


water heater 
really keeps up 
with my automatic 


washer!”’ 


Now . . . sell every housewife on a water heater that 
meets all the demands of her automatic washer, 
whatever the make—no matter how many consecu- 
tive loads she washes. Now .. . sell the first and 
only water heater with a solid Alcoa Aluminum 
Alloy tank—at a price comparable to ordinary 
water heaters with lined-steel-type tanks. 

And get this! The new Ruud Laundry Rated 
Alcoa Alloy automatic gas water heater has an 
optional duo®°temp feature—delivers TWO temper- 
atures of hot water from the same tank at the same 
time! 180° extra-hot water to maintain in-the-washer 
temperatures of 150°-160° for whiter, 
brighter washes. 125° tempered-hot water 
for baths, lavatories and other general-use 





Mail this coupon today 





outlets as recommended by the National Safety 
Council. 


NO RED RUST ANOTHER BIG SALES FEATURE! 





The solid aluminum alloy tank cannot produce ugly 
red rust—not in the tank, not in the washer. It’s 
a fast-recovery water heater, too . . . will out-last, 
out-perform any other water heater of its size. 

And its popularity is soaring. As more housewives 
get Ruud Alcoa Alloys, more housewives want them. 
Be ready to supply this growing demand. 





RUUD GAS WATER HEATERS 


Kalamazoo, Michigan ¢ Toronto, Ontario 
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@® Alumi Co. of A 
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PRBS TES a 4 
RUUD MANUFACTURING COMPANY 
Dept. 10-4, 2025 Factory St., Kalamazoo 24F, Mich. | 
C] Please have a water heating specialist call on me. I 
Cj] Send me literature. ; 
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reports and planning safety cam- 
paigns. 

“Accident Facts” is priced at 75 
cents a single copy and less for quan- 
tities. Inquiries should be sent to 
the National Safety Council, 425 N. 
Michigan Ave., Chicago 11, Ill. 


Four New Branches for 
Petrolane Gas Service 


Petrolane Gas Service Inc., Long 
Beach, Calif., announces the acquisi- 
tion of four more retail outlets, 
which helps to round out and con- 









: "My Service-Master 
saves me up to one hour of lost time 
} ». every day” 


solidate the company’s retail oper- 
ations. 

Baker Liquid Gas Inc., with plants 
at Baker and La Grande, Ore., has 
been acquired by purchase of all 
outstanding stock. Charles S. Lewis 
Jr., who has managed the company 
since its inception in 1946, will re- 
main as Petrolane’s manager. Oper- 
ation will be continued under the 
name of Baker Liquid Gas Inc. 

Under a long term lease arrange- 
ment, Donald Anthony Butane Serv- 
ice, Fallbrook, Calif., becomes Petro- 
lane-Anthony Gas Service. Ernie 








Soe Hats 


THE IDEAL BOTTLED GAS 
SERVICE BODY 


Here’s the body that takes a completely 
equipped shop to the job, and saves up to 
75 minutes per day. Using the latest 
average service base rate of 6 cents a 
minute and an average saving of 30 min- 


MAKE YOUR PICK-UP TRUCK 
a SERVICE TRUCK, TOO! 





These easy-to-install tool and material 
compartments are finished in baked-on, 
medium-dark green enamel. Parts bins are 
built-in. Doors have slam-action catches, 
with locks keyed alike. Available with 
overhead rack. 


McCABE-POWERS AUTO BODY CO. 





utes a day .. . Service-Master saves 
$478.00 worth of time a year. Available 
in sizes for 1, 34, 1, and 114 ton chassis 
— regardless of age or make. The coupon 
below will bring complete details. 





for Y2 and % ton 
pick-up trucks 





5900 NO. BROADWAY «~ ST. LOUIS 15, MO. 














: Please send me complete details on SERVICE-MASTER [] SERVICE-TWINS [1] 

. Name 

t Company 

: Address 

H City Zone State 

£ mb 
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Gile, formerly manager of Petro- 
lane’s Tri-City Gas Service at Pan- 
aca, Nev., has been placed in charge 
as district manager of the Fallbrook 
district. 

The storage plant and delivery 
equipment formerly operated by 
Mutual Liquid Gas & Equipment Co. 
at Agoura, Calif., and the consumer 
accounts formerly served from that 
plant, has been purchased, and will 
be operated as a branch under the 
supervision of Ollie Cromer, district 
manager of Petrolane’s subsidiary, 
American Butane Co., at Van Nuys. 
Joe Briggs, who formerly handled 
the branch for Mutual, will remain 
as driver-salesman for Petrolane. 


Imperial’s Nova Scotia 
Plant to Produce Propane 


Imperial Oil’s new $30 million re- 
finery at Imperoyal, Nova Scotia, will 
shortly become a producer of pro- 
pane gas. At present most of the 
propane used in eastern Canada 
comes from Texas. 

When completed, the refinery will 
produce 41,000 bbl of various kinds 
of oils and greases daily. Present 
production is 22,000 bbl daily. 

Company officials plan to make the 
new 616-acre refinery a showplace 
as well as the third largest oil refin- 
ery in Canada. Brilliant reds, greens 
and yellows will dominate the color 
scheme. One of the outstanding fea- 
tures of the flant will be the control 
panel which will be housed in a glass- 
sided building so that passersby can 
see the multi-colored panel in oper- 
ation. 


Safe-Driving Day 
Proclaimed for Dec. 1 


S-D Day—Safe Driving Day—has 
been announced for Dec. 1 by the 
President’s Committee for Traffic 
Safety. 

The objective of S-D Day, which 
includes an intensive 10-day advance 
and 10-day follow-up campaign, is 
to demonstrate that traffic accidents 
can be reduced materially when all 
drivers and pedestrians accept indi- 
vidual responsibility for accident 
prevention. 

Through their active support, busi- 
ness and industry can help make the 
S-D Day campaign a success, cut ab- 
senteeism due to off-the-job traffic 
accidents, and render a public serv- 
ice to the community. 

To assist companies in publicizing 
S-D Day, two kits have been pre- 
pared. The promotion kit offers a 
wide selection of attention-getting 
materials such as posters and dis- 
plays for use in plants and places of 
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Here are the featuresy/> 
your next delivery unit should have.. 








AND ONLY AMERICAN GIVES THEM TO YOU 


A Custom Unit at Lowest Cost 


New super-safe plumbing 

system increases pumping 
capacity . . . makes delivery faster . . . saves 
time and money. 


Tanks are locked to truck. 

Positively won’t slip for- 
ward ... a great driver-protection feature in 
case of accident. 





Best balanced units on the road. 
American delivery units save wear and tear on 
trucks, give greater safety. 


Motor fuel tank and meter 

mounted in rear... can’t 
be side-swiped or sheared off... another Ameri- 
can safety feature. 


Quick changeover ... 

when your long lasting 
American tanks are ready for a new truck, they 
can be changed over in just a few minutes... 
another American plus. 


Good Looks . . . American 
delivery units are streamlined and good-looking 
... give you the extra safety you need with the 
smart appearance you want. 





FINANCING AVAILABLE — Write for Information 








“Tolan STering 481 CD 


Jackson, Mississippi 
P. O. Box 2563 
Highway 80 East, Phone 3-8726 


1955 


NOVEMBER, 


2136 WEST COMMERCE STREET 


North Miami, Fla. 


















Deluxe Model N17. A completely enclosed, compact unit 
designed with all controls, motor fuel tank, meter, hose reel, 
power take-off and clutch controls in rear cabinet. Particularly 
desirable for dealers in northern areas . . . keeps all controls 
and equipment clean, fully protected from snow, ice or rain. 

















Deluxe Model B21. Fuel tank and fire extinguisher located in 
rear... meter and hose on catwalk next to driver. Also available 
with fuel tank, clutch, power take-off and hose reel in rear. 


HEADQUARTERS FOR THE LP GAS DEALER 
l order e 1 shipment e 1 invoice 


imerican Tank 


AND MANUFACTURING COMPANY INC. 


BOX 5525 DALLAS 22, TEXAS 
ALSO AVAILABLE AT- 
Littlefield, Texas 
P. O. Box 1555 306 N. Ri 


pley 
P. O. Box 689, Phone 228 MX 
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business. Also included are lapel 
tabs, buttons, balloons, armbands, 
and gummed stickers for business 
correspondence. Companies with 
fleets can remind their drivers of 
S-D Day with pressure-sensitive 
dash stickers and spread the word to 
the general public by means of bum- 
per strips. 

The community program planning 
kit provides the groundwork for a 
comprehensive S-D Day program for 
any size community. It contains a 
planning guide, fact sheet, radio 
scripts, news releases, speakers’ aids 
and other helpful information. 


Either or both kits together with 
information on imprinting and quan- 
tity prices may be obtained by writ- 
ing on an organization letterhead to 
the National Safety Council, 425 N. 
Michigan Ave., Chicago 11, Il. 


United Petroleum Gas and 
Consumers Gas Consolidate 


United Petroleum Gas Co., Minne- 
apolis, has consolidated with Con- 
sumers Gas Co., one of the oldest and 
largest independent operators of L. 
P. gas in the United States. Consum- 
ers Gas Co. will continue operations 





SERVICE * QUALITY * SATISFACTION 





TWIN BARREL 
Very popular model. Can 
furnish in any capacity 
you desire. Custom made, 
to your specifications. A 
unit to be proud of. 


TRANSPORTS 


Can furnish in single or 
twin barrel type. Unit 
constructed so load can 


A Complete Line of Single and Twin 
Barrel Propane Truck Tanks 





TWIN BARREL 





easily be shifted to meet 
different type tractors. 
Payload makes you mon- 
ey, this is our specialty. 


SINGLE BARREL 


For one fuel operation, 





TRANSPORT 





the 1200 single meets all 
requirements, can fur- 
nish any capacity you de- 
sire. The leader in its 
own field. 


Send Us Your 
Specifications and We 
Will Submit Quotati 

« 
Complete Modern Shop Fa- 
cilities for Mounting and 
Testing All Pumping, Meter- 
ing and Propane Handling 
Equipment. 











SINGLE BARREL 





[ “EVERVTHING IN LPG ANDEANHYDROUS AMMONIA 
The Pasley Mfg. & Dist. Co. 














as a division of United. No manage- 
ment or personnel changes are con- 
templated. 

In making the announcement, 
Frank T. Carpenter, United’s presi- 
dent, said: 

“We feel the consolidation will di- 
rectly benefit LPG users in the eight 
Minnesota and North Dakota areas 
served by Consumers Gas plants. 
Our resources in bulk fuel supply, en- 
gineering, systems manufacture and 
equipment supply will be directly at 
the disposal of the Consumers divi- 
sion. This fact, and the evident op- 
erating economies resulting from 
consolidation, should increase effici- 
ency and improve our combined 
services in many respects.” 


New Ammonia Terminal 
In Operation in Texas 


One of the largest high-pressure 
ammonia storage terminals in the 
United States has been placed in 
operation by Mid-South Chemical 
Corp. at Harlingen, Texas. 

The terminal includes a battery of 
16 30,000-gal. tanks with unloading 
facilities for barges operating on the 
Intracoastal Waterway. It will be 
the distribution center for a network 
of smaller distributing stations the 
company will establish immediately 
in the Lower Rio Grande Valley. 

The terminal also has rail and 
truck loading facilities for moving 
the high analysis nitrogen fertilizer 
to other bulk plants and farms. 

The ammonia is brought to the 
terminal in specially built barges, 
each having a capacity of more than 
400,000 gal. The first barge to reach 
the new terminal unloaded a capac- 
ity cargo on Sept. 17. The unloading 
operation required about seven 
hours. 


Gas Furnace Shipments 
Reach New Heights 


Shipments of gas-fired warm-air 
furnaces for the first eight months of 
the year now exceed the total an- 
nual shipments for any years before 
1954, according to the Gas Appliance 
Manufacturers Association. 

A new monthly record was set 
during August with shipments to 
dealers and distributors of 104,100 
units, an increase of 38.2% over the 
same month last year. Shipments for 
the first eight months of the year 
were 517,000 units, an increase of 
35.9% over 1954. 

GAMA said that 12,700 gas-fired 
boilers were shipped during August, 
an increase of 30.9% over the same 
month last year. During the first 
eight months of the year, 49,500 units 
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e ee With union body-bonnet joint on 125 
Ib., 150 Ib., 200 Ib. pressure classes 


Be safer—and save! Greater operating safety, 
positive shutoff, and low upkeep costs are 
the prime advantages of modernOIC bronze 
gate valve designs in all pressure classes. 


Union ring nut provides 
safety-tight body-bonnet joint 


The separate union nut seals the bonnetand 
body mating surfaces, effecting a tight, leak- 
proof joint. Possibility of distorting body 
and bonnet during disassembly and assem- 
bly and of loosening the joint during opera- 
tion are virtually eliminated. 


LVES 


OIC design reduces maintenance costs 
Necessity for stem replacement can be 
forgotten, because stems are special, long- 
lived OIC Alloy-40. This sturdy material 
eliminates galling and seizing and contrib- 
utes to easy Operation. 

Stem threads are never exposed to line 
fluids in open or closed positions (125 Ib. 
and 150 Ib.), preventing thread abrasion 
from line fluids or suspended solids. 

All pressure parts are designed for maxi- 
mum strength, and working partsarehydro- 
statically tested for positive sealing and 
seating. Write for our folder, No. 1006. 
Order from your OIC distributor. 


THE OHIO INJECTOR COMPANY ¢ WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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were shipped for an 11% increase 
over the same period in 1954. 

Gas conversion burner shipments 
remained low, with 24,300 units 
shipped in August, a decrease of 
17.3% from the same month last 
year. 





Coleman Reports Progress 
In Air Conditioning Tests 
PUBLIC SERVICE AWARD Preliminary evaluation of its 1955 


field test program indicates substan- 
tial progress has been made toward 


to 
Gas Appliance Planufacturers Association the development of a practical, eco- 


nomical gas-powered air conditioner 





for sis idesiethietton to the iMettinad Dehouis for homes, according to the Coleman 
Co., Wichita, Kan. 

through participation in The 40 units now being field tested 

the Civil Defense Atomic Test Program by Coleman and cooperating gas 

AEC Nevada Test Site utility companies are proving far su- 


perior to 1954 models, Sheldon Cole- 

man, president and general manager, 
said. 

All test units operated on a nor- 

fol__~.\-f ere mal air conditioning load during the 

summer. Controlled false loading is 

extending the period of test opera- 


Spring 1955 


Federal Civil Defense Administration Public Service Award goes to Gas Appliance Manu- tion after the normal cooling season. 

facturers Association in recognition of its participation in the atomic test program con- Increase in efficiency is credited 

ducted at the Yucca Flat, Nev., site in May. More than 30 manufacturers contributed to a redesigned motor with a higher 

equipment to furnish homes tested at various distances from Ground Zero in Operation compression ratio, better carbure- 

Sd, tion, improved valving and other im- 
provements. 








“Compared with last year, our mo- 
























New %Zlauat Torches 
for Plumbers 


LP-Gas Dealers will find a ready market 
among plumbers and pipe fitters for the 
New Circular Torches just introduced by 
Mutual. 

They are used for soldering large stream- 
line copper pipe. Also excellent for sweat- 
ing out lead in pipe joints. Heat is. dis- 
tributed around entire joint in one opera- 
tion, cutting heating time and providing a 
uniform job. Will efficiently handle copper 
pipe up to six inches. Saves money in both 
fuel and labor. Plumbers are enthusiastic. 
No. 4S has two Mutual (broad flame) tips. 
No. 4B utilizes five (pointed flame) tips. 
Both generate 2350 degrees instantly. Op- 
erate on direct tank or regulated pressure. 


Write for NEW Cata- 
i bone ee LIQUID GAS EQUIPMENT CO., Inc. 
the press, it contains 17129 SOUTH BROADWAY, GARDENA, CALIFORNIA 
latest developments 


in the Mutual Line. 
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Get the jump on 


competition... 
wit EMPIRE 


MAKES THE BEST Gas HEATING 
APPLIANCES IN THE WORLD 


Theres NO DOUBT abocet ce! 


Empire’s powerful blower is cradled in rubber 
for amazingly quiet operation. 





The heat exchanger is engineered to eliminate 
expansion and contraction noise. 





The over-size filter traps dust, dirt and pollen 
.. + helps keep your home shining clean! 


Smart, durable steel cabinet has fused-enamel 
finish, is beautifully designed. 


Vented to remove combustion wastes. Welded 
gas-tight. Draft diverter prevents down-drafts. 


Empire’s exclusive “Thriftmatic’ Gas Burner de- 
livers every penny’s worth of heat from your 
fuel. Featuring the “stainless steel” ribbon type 
cast iron burners. 


Automatic room temperature controls, necessary 
limit switches both blower and bonnet and 
automatic pilot (100% cut-off type) are stand- 
ard equipment. 


All controls, burners and heat exchangers are 
accessible from the front — Flues can be cleaned 
L from front without any disconnections or dis- 
mantling. 


ONLY THE NEW EMPIRE HAS ALL 
THESE IMPORTANT VALUE FEATURES ! 


EVERYTHING YOU’VE DREAMED OF IN HOME HEATING! 


EMPIRE GAS WINTER AIR CONDITIONERS 
(Basement, Utility room and Closet type) 


STOVE COMPANY 


BELLEVILLE, ILLINOIS 





© @ O960 
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tor problems are insignificant and it 
appears that we are definitely ap- 
proaching a motor which will meet 
the very rigid design specifications 
set by Coleman and gas industry en- 
gineers,” Mr. Coleman said. “For 
example, spark plug life has been 
extended well beyond the 2000-hour 
goal as a result of a new specially 
designed multiple electrode plug for 
gaseous fuels. This new plug lasts 
twice as long as a conventional plug 
and promises to work efficiently for 
as much as 4000 hours. 

“Our new starting mechanism is 
extremely simple and effective. 


“The matter of noise control was 
effectively solved with the redesign 
of a muffler and a motor housing.” 

Oil consumption, Mr. Coleman 
added, is about as anticipated and is 
not a critical factor. 

Such failures of controls, compres- 
sors, motor and other components as 
have been reported to date do not 
indicate any major design difficul- 
ties, he explained. 

“There is nothing in the picture at 
this time which would cause us to 
delay our plans for limited produc- 
tion in 1956 of gas motor air condi- 
tioners; however, we are continuing 





NEED TANKS? 
Call Us 


WE HAVE THEM READY FOR 


IMMEDIATE DELIVERY 





* DOMESTIC TANKS 


*% GAS DELIVERY TRUCKS 
* TRANSPORTS 


* STORAGE TANKS 


MISSISSIPPI TANK CO., INC. 


P. O. Box 1391 
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Hattiesburg, Miss. 


Phone JU 30262 











research on other types of gas-ener- 
gized air conditioning. In fact, we 
have broadened our research pro- 
gram to include further work on an 
external combustion motor,” Mr. 
Coleman said. 

Research organizations working 
with the company include the Insti- 
tute of Gas Technology, Arthur D. 
Little Inc., and the Texas College of 
Arts and Industries. 


Trend Seen Toward 
Selling Custom Kitchens 


Appliance dealers are moving 
slowly in the direction of kitchen re- 
modeling as a means of accomplish- 
ing individual. product sales, reports 
the fall issue of McCall’s Appliance 
Retailing. 

The publication cites three prin- 
cipal reasons for the trend that in 
the past three years has seen more 
and more dealers turn their em- 
phasis toward promoting personal- 
ized kitchens. 

First are the tremendous strides 
in kitchen design during the past 
few years—strides that have seen the 
kitchen become a major family so- 
cial center. This change is exempli- 
fied by the Cornell Kitchen, estab- 
lished late in 1952 by Cornell Uni- 
versity’s Housing Research Center. 

The Cornell Kitchen, result of five 
years of study and research, con- 
tained five ‘self-sufficient work cen- 
ters. Its design developments indi- 
cated to many dealers that they 
could offer packaged kitchen sec- 
tions, including cabinets, work space, 
and appliances, all in one unit. 

Appliance Retailing sees competi- 
tion from builders—a_ threat to ap- 
pliance dealers’ markets—as a sec- 
ond cause. Dealers know that up to 
70% of current built-in appliance 
production is being grabbed up by 
home builders, and they view the 
situation with alarm, fearing that a 
drop in the market for. new homes 
may bring builders pouring into the 
appliance business as kitchen remod- 
eling specialists. 

The publication points to the re- 
surgence of department store appli- 
ance merchandising as a third fac- 
tor in the trend toward made-to- 
order kitchen remodeling. In many 
cases these stores:set up model 
kitchen displays, and push hard for 
multiple unit sales. 


Tappan Stove Co.’s 
Expansion Continuing 


Increased production of Tappan 
built-in gas and electric ovens and 
surface units for new home construc- 
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DAY & NIGHT 
Setglias 
iS A BY-worpb 





— because its name and fame 
reaches 27,000,000 different 


homes each month in well-read 
advertising. 
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DAY & NIGHT 
jerg@tas. 
is A BUY-WORD - 





—because its “long-lasting” fame 
is a telling fact that makes selling 
easy: “Jetglas outlasts 2 ordinary 
water heaters!” 


lifetime 
the buy of 
west eset waren HEATER 


or buy-word - 
it spells extra 
profits for you! 


It’s a fact. The Jetglas story makes it easy for you to sell a 
top-grade heater for a top-rate profit. Beauty alone is enough 
to make it outsell all others— whether you show the deluxe 
Master or the dependable Standard. Both are 10 year heaters, 
both feature 100% safety, both have incomparable Jetglas 
inside the tank and exclusive Armorcoat outside. The only 





water heater really rustproof inside and out...Jetglas is the 
buy of a lifetime! 
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Ever 
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A PRODUCT OF DAY & NIGHT, MONROVIA, CALIFORNIA 





Write for the name of your nearest Day & Night distributor 
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1. PROBLEMS OF MANAGEMENT 
(enlarged 84x11 edit on) 

Causes of Gas Losses—Economics of Fuel 
Deliveries—Market Problems and Research— 

and Insurance—The Banker’s View- 
point — Efficiency in Business; Causes of 
Failures; Calculation of Overhead, Operating 
Costs, Mark-up and Turnover; Budgets— 
Credit and Collections—Simplified Billing— 
Effects of Stealing Customers and Cutting 
Prices—Profit in Cooperating With Utilities. 


2, BULK PLANTS 50c 
Designing for Safety Features — Accurate 
Metering—tTransfer of LP-Gases—A Bulk 
Plant Designed for Speed—Pump_ Hook-Ups 
pre ne g Bulk Plant—Engine in Place of 
Electric tor for Liquid Transfer—Modern 
Design Aids Unloading and Storage—Meas- 
uring Liquid in Storage Tanks—Safety Rec- 
ommendations. 


3. FUEL LOADING AND UNLOADING 
WITH PUMPS AND COMPRESSORS 50c 
Unloading Tank Cars—Tank Truck Installa- 
tions—Bulk Plant Design—Hydraulic Power 
Replaces Electric Motor—Important Installa- 
tion Features—Inlet Line Capacity—Four 
Services with One Pump—Line Resistance— 
Fast Method of Determining Residual Vapors 
in Tank Cars— Fundamentals of Liquid 
Transfer Using LP-Gas Compressors. 


4. SERVICING DOMESTIC 
APPLIANCES 

(enlarged 84x11 edition) 
General Principles of Gas Utilization—Range 
Servicing — Water Heater, Space Heating 
Servicing—Meters, Regulators and Related 
Pipe Fittings—Gas Refrigeration Servicin 
Appliance Changeovers — Corrosion of Hot 
Water Storage Heaters—House Piping and 
Appliance Installation—Range and Refriger- 
ator Installations — Heating Installations — 
Venting — Installations: Water Heater, 
Clothes Dryer, Incinerator—The Venting of 
Gas Appliances. 


5. BULK CONSUMER SYSTEMS 50c 
Regulator Freeze-Ups, Causes and Remedies 
—tThe Right Regulator for the Job—Regu- 
lator Operation—It Pays to Service LP-Gas 
Equipment — Vaporization — Determining 
Storage to Serve Demand—Line Testing Pip- 
ing—Tank_ Installations—Combining liv- 
eries and Collections With Meter Readings— 
Supply Tank Installation With ial Trailer 


$1.00 


$1.00 


Unit — Regulating Pressure — Pipe Lines — 
Testing Procedure. 
6. SELLING $1.00 


(enlarged 84x11 edition) 

How to Find New LPG Customers—Who the 
Best Prospects Are for Heating Equipment— 
Keeping a Sale Sold Through Service—Sell- 
ing to Summer Camps—How to Size and Sell 
Water Heaters — Build Your Load With 

lo Dryers—The New Home Market— 
Advertising’s Part in the Sales Campaign— 
How to Be a Successful Salesman—How to 
Get Your Share of the Industrial Market— 
You Can Boost Your Sales With Trade-ins, 
Fair Displays, Demonstrations, Using the Tes- 
timonial Letter. 
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Check enclosed for $ 


Helpful Reprints tron 


VALUABLE IN WORKING OUT 
MERCHANDISING PROBLEMS 


Each 60-page booklet contains reprints of the best articles, on the 
following subjects, that have been printed in Butane-Propane News. 


198 S. Alvarado St., Los Angeles 57, Calif. 


Send (once. ) copies of each booklet indicated: Nos 
Send complete set of 12 for special price $6.50 (1 





YOUR OPERATING AND 


7. COMMERCIAL APPLICATIONS 50c 
Introduction to Commercial Cooking—Com- 
mercial Cookin: ooking Time and Tem- 
rature — Selling the Chef — The Tailor 
s Gas — Challenge of the Commercial 
Load—Heat Control Is Key to Profit in Com- 
mercial Cookin as Heater for Potato Cars 
Offers New Fuel Application. 


8. INDUSTRIAL APPLICATIONS 50c 
Torches and Furnaces—Flexible Heat Treat- 
ing—Industrial Gas Loads Are Velvet for B-P 
Dealers—No Frozen Switches for Railroads— 
The Railroad Load Potential; A Summary— 
Fusing Plastics — Propane Plays Important 
Part in Midwest Heat-Treating — “Infra- 
Red” Paint Drying—Silver Brazing Broadens 
Hard Soldering Field — Practical Economies 
of High Pressure LP-Gas Lines. 


9. FARM APPLICATIONS 50¢ 


Dehydration Helps Delivery of Farm Products 
—Fast Drying, Early Marketing Changes 
Grain Farmer’s Future—Processing Alfalfa— 
Mechanical Dehydration — ——s Peanuts 
Saves Losses, Speeds Deliveries—Rice Dried 
in 24 hours—-LP-Gas Tobacco Curer Opens 
Big Load to Southern Dealers—Sweet Potato 
Curing — Dairying — Weed Burning — Gas- 
Powered Engines — Northwest Arkansas 
Broiler Show—Butane Brooders Guard Chicks 
Against Sub-Zero Weather. 


10. POULTRY BROODING 

AND INCUBATING 50c 
Poultry Brooding Market Analysis—Greater 
Brooder Profits With Gas—Our Place in the 
Turkey Business—Economies of Gas Brood- 
ing and Replacement of Competitive Equip- 
ment—tTur' “4 Incubating—Brooding Haz- 
ards Reduced by Gas Vaporizer — LP-Gas 
Proves Best Fuel for Cold Room Poultry 
ve — Butane Underwrites Turkey 

rofits. 


11. POWER $1.00 
(enlarged 81x11 edition) 

Drivers ‘‘Work the Angles” to Get Million- 
Mile Truck—13 Years Experience With Con- 
verted Trucks —LPG Delivers Livestock in 
Better Condition—The Great Plains Winter- 
Summer Ratio Is Upside Down—Three Years 
of City Bus Operation With LPG Fuel—Con- 
version of Heavy Equipment — LPG Tractor 
Sales Depend on LPG Dealers’ Effort—The 
Woods Are Full of Good Prospects—wMistle- 
toe Express Saves $15,000 a Year With LPG 
—LPG Reduces Fire Hazard in Lumber Yard 
Fleet—Gasoline Can’‘t Match LPG as a Stand- 
by Engine Fuel—Ignition Timing Problems— 
And Other Subjects. 


12. TOWN PLANTS 50c¢ 
Isolated Butane Systems — Laying Cop 
Mains—Central Plants; Safe Design and Op- 
eration—Serving ‘’Fringe” Areas — Propane 
Storage in 24-inch Seamless Tubing Solves 
Peak Demand—More Heat for Less Money 
Determines Butane-Air Town Plant Installa- 
tion — Utility Sells Beyond Mains, Then 
Changes Over Town Plant—Converting Two 
Washington Towns to Propane-Air — 6 
Meters Converted — High Cost Turns Utili- 
ties to Propane. 











In California add 4% Sales Tax. 7 


| Orders from individuals must be accompanied by amount of purchase unless credit has been established. 
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tion will result from a $300,000 ex- 
pansion program at Tappan Stove 
Co.’s Mansfield (Ohio) plant. It is 
Tappan’s second expansion in Mans- 
field in two years and the fifth since 
1946. 

Last year Tappan expanded its 
production and distribution facilities 
through the addition of Canadian 
Tappan Stove Ltd., Montreal, Can- 
ada. Tappan also operates plants at 
Murray, Ky., and a wholly owned 
subsidiary, O’Keefe & Merritt Co., in 
Los Angeles. 


Iran L. P. Gas Distributor 
Visits U. S. Appliance Firms 


Mahmood Khalili, general manager 
of Butane Co. Ltd. of Teheran, Iran, 
was in Dallas recently investigating 
sources of supply for various appli- 
ances for use with L. P. gas. He was 
escorted on his tours of Dallas instal- 
lations by representatives from Dear- 
born Stove Co. 

Mr. Khalili is an enthusiastic ad- 
vocate of LPG for both residential 
and commercial uses. Although avail- 
able in his country only for the past 
15 months, L. P. gas, in his opinion, 
will soon outstrip all other fuels for 
cooking and heating. Mr. Khalili 
bases his judgment on eight years of 
experience as president of the Light 
& Power Co. of Teheran. 





D. O. Tomlin, left, president of Dearborn 
Stove Co., Dallas, points out a construction de- 
tail of Dearborn heater to Mahmood Khalili, 
industrialist from Iran, visiting the Dearborn 
plant. 





L. P. gas is manufactured at the 
Abadan refineries on the Persian 
Gulf. The gas is transported by mo- 
tor transport, primarily, and rail, 
from the Abadan refineries to Teher- 
an for retail distribution. The first 
transports used in this operation 
were bought in Texas, but the high 
cost of freight from Texas to Iran 
forced him into fabricating his own 
transports. Mr. Khalili says he can 
buy the small cylinder tanks cheaper 
in Germany than he can in the United 
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WELDED CONNECTIONS STOP LEAKS 


All pipe connections are welded, 
where it is feasible. This assures 
trouble-free service and a greater 
savings to you! 


‘ 


TUBULAR SHAFT PUMP DRIVE 
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ce 
: 
wx 








The pump driving equipment con- 


sists of the best joints money can . 
buy and tubular driving shafts — 
the same design which propels 
the truck. A lifetime of trouble- 


free service. 














ONLY 60 MINUTES TO CHANGE TRUCKS 


Merely disconnect power takeoff 
and unscrew the mounting bolts. 
Entire unit is ready to be moved. 
There isn’t a single pipe fitting 
to change. The elimination of a 
big plumbing job eliminates the 
cause of leaks and trouble. 


TANKS PUMP DRY 


a with the exception of a 

pint, which remains in the sump. 
This sump catches all sediment and 
climinates the need of a strainer in 
the suction line, which slows the 
flow. The sump is drained periodi- 
cally to remove the sediment. The 
tank outlet is at the rear, where 
there is a 2” line inside that takes 
suction from the sump at the front. 




















YOUR CHOICE OF CLOSED END... 
(Illustrated above) 


When operating in country where there is ice and snow, the enclosed type 
is recommended. There is ample. room for meter and hose reels plus extra 
space for other uses. The rear compartment opens up with the doors entirely 
out of the way to give ample working space. One latch locks all three doors. 


...OR OPEN END 





If you are in a section where 
there is not much ice and snow, 
the open end type rear is recom- 
mended. The meter is enclosed 
and there is a large tool box on 
the opposite side plus ample room 
for the hose in the center. If you 
do not use power hose reels, the 
rear compartment is designed so 
you can wrap the filter hose out- 
side and the vapor hose inside 
of the rack. Either hose can be 
used separately. 


SPRAY NOZZLE FOR FASTER FILLING 


Refrigerating principle lowers the pressure and makes the tank easier to fill. 


REAR MOUNTED PUMP STOPS LEAKS 


When the pump is mounted on the truck chassis, the twisting and careening 
of the truck is murder on pipe connections. Master Engineers have designed 
a leak-proof truck tank with pump and pipe fittings, mounted as a single 
unit, on the rear of the tank. 


STREAMLINED BODY 


The body has been streamlined to beautify its appearance. It is finished 
with a hot enamel process for high lustre and greater durability. 


NO PLUMBING INSTALLATION 


The Time Saver comes completely installed on the truck of your choice. 
However, The Time Saver tank unit can be furnished for a “Do It Yourself” 
installation. There is no complicated plumbing job, for the entire pumping 
unit is mounted on the rear of the tank. 
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VAPOR TRANSFER PUMP Model LP 


(COMPRESSOR) 
An Original Concept in Transferring LP Gas 


Recommended in Place of Bleeding 
because .. . 


The Cost is about One-Half that of An Engine- 
Compressor 


The Savings are 90% to 95% of Gas Normally Lost 
by Bleeding 


The Pump Speeds Up Transfer From 150% to 200% 
It’s Easily Installed, Simple to Operate 


44% ¢ ¢ 


There’s No Outside Power Required, Runs on Small 
Quantity of Vapor 


For additional information write, wire or phone 


JOHN BLUE COMPANY, INC. 


HUNTSVILLE, ALABAMA 
Dependable Farm Equipment Since 1886 














How’s this for 
Classified Advertising [J <tetp wanted” ads in 8 different 


issues of B-P News brought an 
R E S U LT S average of 15 replies per ad. 








39 people answered a B-P News 28 people wanted to buy an L. P. 
classified ad offering for sale a gas and appliance business offered 
30,000-gallon storage tank, and 12 for sale in B-P News classifieds. 
of the replies were telegrams. It took only a six line ad. 


The next time you buy or sell in the LPG industry, use... 


BUTANE-PROPANE News Classified Ads 


198 South Alvarado Street, Los Angeles 57, Calif. 

















States, but he buys his domestic tanks 
from various American sources. He 
says the German steel is not of suf- 
ficient quality for the larger, more 
complicated, domestic tank. 

An engineer by profession, Mr. 
Khalili appreciates the need for care- 
ful installation of all of his systems. 
The problem is particularly acute for 
his company because his customers 
generally are suspicious of anything 
new or “foreign.” In order to elimi- 
nate the possibility of a word-of- 
mouth campaign against L.P. gas, Mr. 
Khalili’s company sends out gradu- 
ate engineers to supervise every in- 
stallation. The systems he installs 
must withstand 280-lb pressure be- 
fore they are approved for use. 

Mr. Khalili arrived in Dallas from 
Los Angeles where he had been talk- 
ing to various manufacturers of LPG 
equipment. 


Ammonia Firm Expands to 
Include LPG Distribution 


Great Plains Service Inc., Ashland, 
Neb., has expanded its existing plant 
facilities to include a complete LPG 
bulk plant and operation. The com- 
pany, formed last winter, was origin- 
ally in the ammonia fertilizer busi- 
ness exclusively. 

The new bulk plant consists of a 
30,000-gal. storage tank with rail un- 
loading, transport unloading, bulk 
truck filling, and bottle filling facil- 
ities. The entire plant is dual pur- 
pose (ammonia and LPG) and was 
designed and installed by Plains 
Equipment’s Hi-Capacity flow de- 
signs, a bobtail filling rate of 90 gal. 
per minute is achieved. 

The Great Plains Service president, 
Robert Blobaum, states that “The 
expansion enables us to give.a com- 
plete farm service program and a 
balanced yearly work load for our 
personnel. Although the 30,000-gal. 
ammonia bulk plant is an entirely 
separate operation from the LPG 
bulk plant, by having both plants 
completely dual purpose, a maximum 
of flexibility is obtained during emer- 
gency conditions.” 

Other officers of the company aré« 
Donald Spracklin, vice president, op- 
erations; Bob Spooner, vice presi- 
dent, sales; and Paul Smith Jr., sec- 
retary-treasurer. 


Ark Valley Gas Expands 
With Tulsa Purchase 


Marshall V. Perry, president o° 
Ark Valley Gas Co. Inc. at Sanc 
Springs, Okla. has purchased the 
Tulsa portion of Standard Fuels & 
Appliances Inc. This purchase repre- 
sents a part of the expansion pro- 
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Now! Most horsepower per dollar! 


NEW POWER! More horsepower for your money than 
any other truck line—proved by comparisons of 
net horsepower and suggested list prices of all trucks! 


NEW CARRYING CAPACITY! New bigger payloads. 
New higher-capacity tubeless tires on every model. 


NEW COMFORT AND SAFETY! New Driverized Cabs! 
New, exclusive Lifeguard Design safety features. 


NEW STYLING! New “leadership look” from Pickups to 
65,000-lb. GCW tandem-axle Big Jobs! 


Ford’s big advancements for 56 can make more 
money for you than ever. Choice of eight new engines 
with Short Stroke design (reduces piston travel, cuts 
friction) and up to 26% more power. New Driverized 
Cabs with full-wrap windshields to cut driving strain. 

New exclusive Lifeguard steering wheel and Life- 
guard door latches give added protection in case of 
accident. New styling builds prestige for your business. 
Now on display at your Ford Dealer’s. 


NOVEMBER, 1955 


New Features 
for LP-Gas Distributors 


@ Here’s a new Money Maker—the 
"56 Ford F-500, shown above. New 
time-saving power from 133-h.p. Cost 
Cutter Six or 167-h.p. Power King Y-8. 
It’s the only choice of Short Stroke 
power in the “1%-ton”’ field! 


New bigger brakes (366 sq. in. lining 
area). And, Power Braking is now 
standard with Y-8 engine—another 
Ford more-for-your-money feature! 
New higher-capacity tubeless tires, 
new 12-volt electrical system stand- 
ard. Electric-shift 2-speed axle avail- 
able. New 15,000-lb. GVW gives 
payload and body allowance as high 
as 10,495 lbs.! 





New capacities carry more load; new power moves it faster 
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gram planned by Ark Valley to en- 
able it to complete its coverage of 
the Tulsa metropolitan area and give 
better service to all of its customers 
in the area. 

Transfer of three delivery trucks, 
two service vehicles, 12,000 gal. of 
storage and bulk plant at Bixby, 
Okla.; two-way radio system, appli- 
ances, leased tanks, operating per- 
sonnel, and approximately 500 cus- 
tomers was effective Aug. 1. 

Mr. Perry also stated that Ark 
Vailey will transfer all equipment 
and records to Sand Springs to con- 
solidate the operation. Ark Valley 


will continue to operate its bulk 
plants and storage at Keystone and 
Sand Springs, Okla. Standard Fuels 
will continue to operate under its 
own name at Jay and Salina, Okla. 
Bob Baker and Bob Bolt are vice 
presidents of Ark Valley; Paul Smith 
Sr. is secretary. 


August Range Shipments 
Set New Year Mark 


Domestic gas range shipments took 
a big jump upward during August, 
registering the highest monthly fig- 
ure of the year as well as the highest 





Every Corkon Customer 
hos 0 Stomd-by Pump... 





Yes, the Corken exchange plan enables 
you to have a stand-by pump without 
investment by you! If you have a pump 
that needs replacing — all you have to 
do is contact Corken’s, giving the 
model and serial number, and your 
stand-by pump is shipped to you C.O.D. 
The exchange pump is yours, the old 
pump is repaired and you get back your 
deposit less the repair charges. It’s the 
best deal in the industry and just one 
of the many reasons why it PAYS to 


own a Corken Good Pump. 


CORKEN'S 


INCORPORATED 


P. O. Box 1062 ° Okla. City 


with the 
Corken 

exchange 
plan... 


MEMBER 





Eastern Office 


935 Madison Ave. e Plainfield, N. J. 
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gain over the same period last year, 
according to the Gas Appliance Man- 
ufacturers Association. 

Edward R. Martin, GAMA’s direc- 
tor of marketing and statistics, re- 
ported that during August 233,400 
ranges were shipped to distributors 
and dealers, compared to 179,400 
shipped during August 1954. This 
was an increase of 30.1%. It also bet- 
tered the previous high for the year 
set in March. 

This makes a total of 1,512,900 
ranges shipped during the first eight 
months of the year, a 16.2% increase 
over the 1,302,500 shipped in the 
same period in 1954. 

August automatic water heater 
shipments have broken the previous 
record high for any one month while 
the total for the first eight months 
of the year has exceeded the annual 
sales of any year before 1950, accord- 
ing to GAMA. 

August shipments were 271,000 
units, a 30.9% increase over the same 
period last year and well in excess 
of the previous all-time monthly rec- 
ord of 259,600 units established in 
August of 1950. That was the peak 
year for gas water heaters. 


Whirlpool-Seeger Corp. 
Results from 3-Way Merger 


Stockholders of Whirlpool Corp., 
St. Joseph, Mich., and Seeger Refrig- 
erator Co., St. Paul, at special meet- 
ings in September approved the 
agreement of merger between the 
two companies and Delaware Appli- 
ance Corp. to form Whirlpool-Seeger 
Corp. The air conditioning and Estate 
Stove departments of RCA are in- 
cluded in the assets of Delaware Ap- 
pliance. 

The agreement of merger desig- 
nated the following officers of Whirl- 
pool-Seeger: 

Walter G. Seeger, chairman of the 
board of directors; Elisha Gray I], 
president; Mason Smith, vice presi- 
dent and treasurer; John S. Holl, 
vice president, Seeger division; and 
Edward C. Cudmore, secretary. 


Stockholders for Merger 
Of Lion Oil and Monsanto 


The merger of Lion Oil Co. into 
Monsanto Chemical Co., as agreed 
upon by the directors of both corpor- 
ations in July, was approved by Mon- 
santo and Lion stockholders at meet- 
ings held recently in St. Louis and 
El Dorado, Ark. 

Lion Oil will be a division of Mon- 
santo. T. M. Martin, former presi- 
dent of Lion, will serve as president 
of the Lion division and, in addition, 
he has been elected a vice president 
of Monsanto. 
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‘THROUGHOUT THIS PAST 
WINTER SEASON, WE DID NOT 
HAVE ONE SERVICE CALL...’ 





“ ... We have quite a few systems equipped 
with the Delta Control Units that have an un- 
usually heavy vapor withdrawal. We know that 
if trouble should occur, that would nullify all 
your claims, it would surely turn up on these 


Maurice Peters, installations. We can truthfully say that through- 
T veal os ye on out this past winter season, we did not have one 
. "Geadiend: P peansecg ™ service call, nor at any time did the burner 


equipment operating from the DCU starve for 
the lack of sufficient gas... 


? 


















IT’S HOT AS BLUE BLAZES! 


You get CONSTANT BURNER PRESSURE at 
appliances when you install Delta’s BLU-BLAZE 
System with the exclusive Delta Control Unit. 
This eliminates costly, constant service calls to 
adjust appliances. You pocket the savings on 
service costs. 


DELTA’S 


BLU-BLAZE 


LP-GAS 
SYSTEM 








Write, wire or call for further details. 





BATON ROUGE, LA. + MACON, GA. « BEARDSTOWN, ILL. 


EXPORT OFFICE: INTERNATIONAL TRADE MART, NEW ORLEANS, LA. 
MANUFACTURERS OF PRESSURE VESSELS AND OIL FIELD EQUIPMENT 
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Model No. 146 handles up to 
4000 Ibs. on heavy trucks and 
semi-trailers. 


Medel No. 145 handles up to 
2000 Ibs. on 11%2-Ton and larger 
trucks and semi-trailers. 





Medel No. 130 for Pick-up Trucks 
with steel express bodies. 





NEW ANTHONY “LIFT GATE” 


For %-Ton and Larger Trucks 


This new lower priced Anthony Model 
No. 144 “LIFT GATE” handles loads 
up to 1000 Ib. (other sizes from 800 to 
4000 lbs. are available). Lift Gates in 
all sizes let one man do the work of 
three or more when loading or unload- 
ing a truck with heavy bulky freight — 
and in one-third the time. Loading and 
unloading is done with ease by moving 
one conveniently located lever to con- 
trol the powerful hydraulic action of 
the “LIFT GATE”. With the time 
saved in loading and unloading you can 
double your deliveries. Damage to mer- 
chandise and personnel accidents are 
greatly reduced. One “extra” delivery 
each day will pay for your Anthony 
“LIFT GATE”. Write today for com- 
plete information. 


ANTHONY 





ANTHONY COMPANY 


Streator, Illinois 
5510 








| Keep Up with L. P. gas 
| Developments Each Month 
by subscribing to 


BUTANE-P 
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News Notes 





Three Magic Chef salesmen, a divi- 
sional sales manager of the company, 
and the sales manager of a Phoenix 
distributing company enjoyed all- 
expense trips to New York and a 
world series game last month as a re- 
sult of winning Magic Chef’s “Slug- 
fest Series.” Magic Chef salesmen 
winners were E. M. Malcolm, At- 
lanta; H. J. Moody, Dayton; and 
Louis M. Kochman, Los Angeles. 
Russell Jarrett of Los Angeles was 
the winning divisional sales manager 
and Jack Connolly, of Arizona Sup- 
ply Co., was the winning sales man- 
ager of the distributing company. 


United Petroleum Gas Co., Minne- 
apolis, has moved into expanded new 
offices at 4820 Elcelsior Blvd., Min- 
neapolis. The company’s operations 
began in the new location about maid- 
August. 


Mercury Oil & Butane Co. of 
Shreveport Inc., service station, 424 
Huron, has been granted charter of 
incorporation listing capital stock of 
500 shares no par value. The com- 
pany has also been incorporated in 
Lafayette and Ruston, La. 


Horn & Coz Inc., Los Angeles, has 
been appointed distributor for Servel 
gas refrigerators in 11 counties of 
southern California. The appointment 
became effective Oct. 1. 


Saluted in the “double anniver- 
sary” issue of Valve World, external 
house organ published by Crane Co., 
Chicago, is the gas industry and its 
contributions to the better living en- 
joyed by Americans today. The issue 
celebates the 50th anniversary of the 
magazine and the 100th anniversary 
of Crane Co. Two pages of the pub- 
lication are devoted to an illustrated 
sketch called “Gas—Invisible Giant 
of Energy.” 


Propane Corp., Baton Rouge, La., 
has been granted Mississippi permit 


_ (charter), listing capital stock of 


$150,000. 


Temco Inc., Nashville, Tenn., has 
been voted the “Joshua” award for 
distinguished use of matchbook ad- 
vertising, according to the Match In- 
dustry Information Bureau. A panel 
of leaders in advertising selected the 
Temco matchbook for most effective- 
ness, promotionally. Selection was on 
the basis of the merchandising value 
of the five appliance units illustrated 
on the inner surface of the match 
cover, and the slogan, “builder of 
over 114 million gas appliances.” 
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Major Ritiiey Buys A Kiitery Of 65,000 
Gallon LPG Storage Tanks From McNamar 


T This purchase of battery of large storage tanks by billion-dollar oil and refining com- 

pany is proof that McNamar can supply any size LPG tank you want. 

Whether it’s a 115 gallon domestic system or a 6000 to 30,000 gallon storage tank, 

McNamar can always meet your requirements . . . for size . . . quality of workmanship 
. speed of delivery. 





@ Reasons Why 
Your Next Tanks 
Should Be 
McNAMAR'S 





1. McNamar’s are UL approved Tanks. 4. They also meet all requirements of 
2. They meet all requirements of all the old ASME U-69 code. 


states. 5. MecNamar’s are X-rayed to meet the 
3. McNamar’s are built under the new requirements of the new ASME 
ASME code. code. 





fe panes apply on Non! McNamar stands on its record of 


all shipments from 
McNamar. perform ANCE. When you buy McNamar, 
* you've bought the best tank money can buy. 


~ MCNAMAR 
—) McNAMAR 


BOILER &.  FoaenNK CO. 


BOM 866 ¢ T U-L ae, se RLAH OMA 





Check with McNamar for the best buy in truck 
tanks and transports tailored to fit your needs. 
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@ Dry tank minimizes freeze-up. 


@ Separate 114” fill valve. 
@ Full width strap legs. 
@ Large safety-plus orifice regulator. 


@ One piece extra heavy drawn steel 
dome. 


e 
@ Bottom plug makes cleanout easy. 
ASME U69. 

U.L. Approved. 


Sapulpa 2680 








Easy to read “senior” size float gage. 





JI think i Swell... 
its a BAGWELL / 





Customers appreciate Bagwell Gen- 
eral Propane Tanks. Our dealers 
tell us so. And bulk plant operators 
agree that the consumer has to be 
satisfied with the tank to be satisfied 
with his service. 


That’s one of the reasons we stay 
alert and make every effort to offer 
you the best tanks and the fastest 
delivery possible at the best com- 
petitive price. 

We’ve met the demands of many 
dealers, and we’d like an opportun- 
ity to satisfy your needs for pro- 
pane storage tanks. 


Get Our Offer 
Before You Buy... 


Call Us COLLECT 
TODAY! 


BAGWELL GENERAL 


Callus: | STEEL COMPANY Writs: 


Tulsa HI6-8500 SAPULPA, OKLAHOMA  Box391 











The New Guide Ring on the 
Parkhill Safety Hose Nozzle has 
a life expectancy of the Nozzle 


itself. It is made of aluminum 
alloy that is much lighter and 
stronger. Bearing surface has 
been treated so it is about the 
hardness of a diamond. Result 
is a guide ring that stays tight 
on body, cuts repair costs to 
absolute minimum. 
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arkhill 


New Guide Ring 
Cuts Wear On 


PARKHILL 
NOZZLE 


PARKHILL COMPANY 


2264 Huntington Drive, San Marino, Calif. 

















ASSOCIATIONS 





Idaho Convention Draws 
70 Industry Members 


The Idaho Liquefied Petroleum 
Gas Association’s annual convention 
at Sun Valley, Idaho, Sept. 2-3, was 
attended by nearly 70 industry mem- 
bers. 

Speakers included C. C. Owen, 
Surface Combustion Corp., Colum- 
bus, Ohio; L. S. Reagan, Webster 
Engineering Co., Tulsa; Art Horn, 
Carrier Corp.; George Carpenter, 
president, Idaho Natural Gas Co.; 
and W. D. Waggoner, Servel Inc., 
Evansville, Ind. 

During the conference, the mem- 
bership voted to amend its constitu- 
tion, making it possible to elect two 
directors at large, rather than to con- 
tinue the election of four district di- 
rectors to the board. 

Wilton C. Jackson, Ideal Gas & 
Appliance Co., Nyssa, Ore., was 
elected president for the 1955-1956 
year; Vinton L. Stanfield, Gooding 
Gas & Appliance Co., Gooding, 
Idaho, was elected vice president; 
and Max Hobson, Lang Co., Boise, 
Idaho, was elected secretary-treas- 
urer. Val Black, Northwest Butane 
Gas Co., Salmon, Idaho, and E. L. 
Rehkopf, Liquid Gas & Appliance 
Co., Twin Falls, Idaho, were elected 
directors at large. 

President Jackson announced that 
the next meeting is scheduled for 
early spring and will be held at Po- 
catello, Idaho. Dates will be an- 
nounced later. 


More Than 80 Attend 
New England Service School 


Despite a curtailment of registra- 
tions because of the serious floods in 
central Massachusetts and Connec- 
ticut, more than 80 service and in- 
stallation men from New England at- 
tended the sixth New England L. P. 
Gas Service School held at Lowell 
(Mass.) Technological Institute on 
Sept. 6-9. 

The three-day work session stimu- 
lated and informed an attentive 
group of students with classes be- 
ginning at 9 am. and continuing 
through to evening sessions from 7 to 
9 p.m. The group was welcomed by 
President Lydon of Lowell Tech. At 
the end of the school, each student 
was presented with a certificate of 
completion. 

Making this school different from 
any previously held in the New Eng- 
land area was the breaking up of the 
students into two groups—funda- 
mental and advanced. For men who 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 
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: IN BUTANE-PROPANE SERVICE 4 
I Powell Valves are the choice of engineers because = 
es they know every valve is precision made, meeting m 
+ ’ every specification—every time. ' 
‘ And there are other good reasons why engineers 2 
wn prefer Powell Valves—because Powell Valves are - 
Ww dependable . . . economical . . . and Powell has the re) 
7 COMPLETE quality line of valves. $ 
q Consult your Powell Valve distributer. If none is m 
? near you, we'll’ be pleased to tell you about our cs 
J complete line, and help solve any flow control 
_ problem you may have. : 
a 
3 FIG. 8158*—Bronze “‘L. P. G.” Horizontal The Wm. Powell Company 109" ar < 
" Lift Check Valve for 400 Pounds W. 0. G. Cincinnati 22, Ohio... ye 
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a FIG. 8375 (Sectional)—Bronze FIG. 8151*—Bronze “‘L. P. G.” Angle FIG. 8150* (Sectional)—Bronze “‘L. P. G.” ie 
“L. P. G.” Gate Valve for 400 W. 0. G. Valve for 400 Pounds W. 0. G. Globe Valve for 400 Pounds W. 0. G. 
*Underwriter approved. 
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Students and instructors pose for class photo at close of 6th annual New England L. P. Gas 


service school. 





You can pay 
for this 


U0 Ta-m LP GAS TRANSFER UNIT. 


SINCE 1906 











— with the 


you'll get 
every time you 
empty a tank car! 


BRUNNER LPG UNITS 
are available in 5, 71% and 
10 H.P. models — easy to 
install, easy to service. 


| 

| Yes, the savings in time and gallons (up to 540 gallons more from 

| a 10,000 gallon tank car) soon pay for your Brunner LPG Transfer 

| Unit—keep on paying big dividends every time you use it! The 

reason, of course, is that the Brunner Unit not only quickly trans- 
fers all liquid to your storage tank—but also removes and lique- 

| fies gas vapors remaining in the tank car. With a simple turn of a 

| valve, residual vapors in the tank car are removed down to recom- 

| mended pressures of 15 to 20 lbs. per square inch. See the Brun- 

| ner LPG Unit—see why no liquid pump can give you such savings! 

| 

| 

| 


WRITE FOR FREE BOOKLET that shows how to set up a 

highly efficient “tank car to storage” transfer system — 

describes the many safety and long life features of 
et e% Brunner LPG Units. 


Dept. E-1155, UTICA, N. Y., U.S.A. 


p The Brunner Co., Gainesville, Ga. 
“wo per® In Canada: Brunner Corp. (Canada) Ltd., Toronto, Ont. 





... the name to look for on 
INDUSTRIAL 


GAS COMPRESSORS 


GALLONAGE SAVINGS 





had attended previous service 
schools or with more than three 
years’ experience in this field, an ad- 
vanced section was formed with in- 
struction geared to men with experi- 
ence. Those with less background 
attended the fundamental section 
courses, which catered to more basic 
service and installation problems. 

The school also featured a ques- 
tion-and-answer period that provid- 
ed an opportunity for class participa- 
tion; the Bureau of Mines demon- 
stration, “Magic of Fire”; and a con- 
ducted tour of the Lowell Gas Co. 
plant. 

John D. Stone, Gas Inc., Lowell, is 
chairman of the education committee 
of LPGA District 10. 


Western Association's 
Safety Training Continues 


Western Liquid Gas Asscciation 
has completed its first series of safe- 
ty training programs for 1955. Meet- 
ings were held in 18 cities, with more 
than 500 registrants representing 130 
dealers. More than 1000 firemen and 
LPG employes attended the series of 
fire control demonstrations held con- 
currently with the safety training 
meetings. 

The second series which this asso- 
ciation will conduct in 1955 will fea- 
ture a driver’s safety training pro- 
gram in connection with highway 
and traffic hazards. The California 
Highway Patrol is making a mobile 
safety testing unit for use in connec- 
tion with this program. 


Ohio Convention Attracts 
More Than 200 to Columbus 


More than 200 LPG dealers gath- 
ered at the Neil House hotel in Col- 
umbus, Ohio, late in September to 
attend the annual convention and 
trade show of the Ohio Liquefied 
Petroleum Gas Association. 

Highlights of the convention in- 
cluded talks by W. J. Loufman, di- 
rector of the Fleet Wing division of 
Standard Oil Co. of Ohio, on “The 
Petroleum Industry,” and by Fire 
Marshal C. M. Scott, who presented 
a review and analysis of the new 
Ohio regulations for handling and 
storing LPG. In addition, reports 
were presented on the atomic bomb 
test in Nevada by Walter Verkamp, 
president of Verkamp Corp., and on 
the LPG promotion program by 
George Schulte, acting secretary of 
the LP-Gas Information Service. 

Newly elected officers are F. J. 
Rupert, Ohio Gas & Appliance Co., 
president; Harold Brumby, Subur- 
ban Gas, vice president; William 
Auxier, Auxier Gas, secretary-treas- 


BUTANE-PROPANE News 





























THIS KIND OF LPG | TALK 
PAYS | OFF 


in greater sales and “DISPATCHER TO TRUCK 3: 


by M4 WHEN YOU'RE FINISHED THERE, 
customer satisfaction oe cones dance ae $90 


WINSLOW. CUSTOMER EMPTY, 
AND NEEDS FUEL RIGHT AWAY.” 



















“TRUCK 2 TO DISPATCHER: 
AT JOHNSON FARM—MRS. JOHN- 
SON NEEDS EMERGENCY REPAIRS. 
SEND SERVICEMAN.” 






















“TRUCK 6 TO DISPATCHER: 


I'M ON ROUTE 71, MILE EAST 
OF 2, WITH BROKEN FAN BELT.” 





In this highly competitive business, Degree/Da hurry when a truck breaks down, cutting out- 
records have helped keep customers happy wit of-service time. 


regularly scheduled deliveries. But how about Most important, with 2-way radio you get 
non-regular sales that build volume and bring more from each truck. LP Gas users report that 
in new customers . . . or the customer whose Motorola radio boosts truck productivity 25%. 
tank unexpectedly runs dry, or whose system We have a Motorola radio specialist near you. 
develops a leak? = him 5 acd kage — more ra - dealers 

Here is where Motorola 2-way radio is giving  ©h008¢ Motorola than any other. Inspect a 
aggressive dealers instant contact with a Motorola unit . . . check its crisper voice 


. uality, more sensitive receivers, lower battery 
pe owl pan no order and getting the gas drain, and the radio chassis that’s built for 
, rugged service and long life. 

Besides helping you win new customers with Ton cing is no problem . . . you can have 
good service, Motorola radio does many other Motorola 2-way radio on pooh, time pay- 
jobs. Drivers can get any on-the-spot instruc- ment, or lease (with or without equity). Under 
tions from the office . . . they can make their one plan, it’s approved by the LPG Credit 
en-route check-ins by radio, saving time and Corp. with only 10% down payment. Get the 
eliminating toll calls. Radio brings help in a  facts—write, wire or phone DAY. 


@eeeeeoeveeoeaeeoeaeegceoeooceaeo eceoeeeeeeeeeeeenee e282 682 


M Oo 7 OR OLA Motorola consistently supplies more mobile and portable 


radio than all others combined. 
2-WAY RADIO 





Proof of acceptance, experience and quality. 

The only COMPLETE radio communications service— 
specialized engineering... product... customer 
service... parts... installation... 
maintenance... finance... lease. 


AA “The best costs you less—specify Motorola.” 


MOTOROLA COMMUNICATIONS & ELECTRONICS, INC 
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A name associated with the oil industry 


since Sisterville, West Virginia, in 1893 . . 


over 60 years of experience. 


CARTER’S reputation for dependability, 
which has been earned during these years, is 


yours when you buy LP gas from Carter. 


Call CARTER when you need Butane or 
Propane — for domestic or industrial 
purposes — and you call an unexcelled 


supplier, with unexcelled products. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 











WANTED: Technical Writer 


We need a technically trained man under 35 for the editorial staff of 
BUTANE-PROPANE News. He should have a background of mechanical 
engineering and experience in LPG or Gas Operations — with emphasis 
on equipment. He should be able to write clearly and cleanly and have 
done some work in preparing reports. He should have an inquisitive mind 
and like to probe into the “Why” of things, and be able to explain to 
others what he has found out. 

Experience in magazine or newspaper production as well as photo- 
graphy is desirable, but not essential. 


Duties will include field trips to gather data for original articles. 
Applicaticn by letter only. Send details to: 


BUTANE-PROPANE News 


198 SO. ALVARADO STREET © LOS ANGELES 57, CALIFORNIA 








128 











urer. New directors are Floyd Gra- 
ble, Youngstown Propane; Ed Mul- 
ligan and Al Davis, both of Realgas 
Inc.; K. E. Iles, Hockins Valley Gas; 
B. F. Handley Sr. and William Gel- 
lison, both of Modern Gas Service. 
Outgoing President W. H. Everett is 
chairman of the board for the com- 
ing year. 





Outgoing President Everett (left) congratu- 
lates his successor, Floyd J. Rupert, who had 
just been elected president of the Ohio LPGA 
at the groups’ annual convention and trade 
show. 





LPGA Directors Approve 
Important Projects 


The board of directors of the 
LPGA held its regular fall meeting 
on Sept. 15 at Lake Placid, N. Y., 
with President C. J. McAllister, Par- 
lett Gas Co., Waldorf, Md., in the 
chair. The governing body heard re- 
ports from the standing committees, 
approved 109 membership applica- 
tions, and gave its approval to nu- 
merous projects touching on indus- 
try promotion, employe training, 
load balancing, safety, technical 
standards questions, appliances and 
weights and measures. 

The L. P. gas industry’s proposal 
for an all-gas promotion to combine 
sales-slanted activities of the L. P. 
and utility gas fields will be present- 
ed to the American Gas Association, 
leading utility gas organization, by 
Mr. McAllister, A. H. Cote, Subur- 
ban Propane Gas Corp., and A. E. 
Bone, Eastern Propane Co. The trio 
was instructed to seek some means 
of conducting a unified gas promo- 
tion effort that might be sponsored 
by LPGA, AGA and numerous allied 
industries and associations. 

Final approval of an educational 
project that will produce a service 
reference manual useful to dealers 
for both class instruction and home 
study was given, and an appropria- 
tion approved to get the project 
under way. 

In asking approval for the refer- 
ence manual Educational Committee 
Chairman W: A. Schuette, Hausgas 
Inc., said it would comprise a series 
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CITY-TYPE 
METERED SERVICE_ 
for the Red River Valley 


Consumers Gas Co. of Detroit Lakes, Minn. 
pioneered distribution of LP-Gas through mains. 





Serving the highest concentration of LP-Gas customers per unit of area 
and density of population covered, Consumers Gas Company of Detroit 
Lakes, provides the ultimate in efficient service to both urban and 
rural customers with the aid of the watch-like precision accuracy of 
American® LP-Gas meters. Standard tank distribution is used for cus- 
tomers “beyond the mains”. 


All customers’ tanks are supplied automatically, on the basis of meter 
readings, assuring uninterrupted city-type service at all times. Cus- 
+ tomers pay only for what they use, measured by the most accurate 
method known — the displacement meter. This same exact method of 
measurement is provided by progressive LP-Gas companies and utilities 
all over the world. 


American LP-Gas Meters are manufactured with the same care that 
has made American Gas Meters the standard of accuracy for the Gas 
Industry for 119 years. And American Meter Company has produced 
more of the 29,000,000 gas meters installed in America than all other 
manufacturers combined. 





ee 


AMERICAN «4 


SS ie On : Me Of 6B OL, Om a 


SUPPLIERS TO THE GAS INDUSTRY f 





e 








Consumers Gas Co. metered service is 
geared to the needs of large or small users 
in town or beyond the mains. Every cus- 
tomer can have every modern gas conven- 
ience: cooking, refrigeration, automatic 
water heating, clothes drying, house heat- 
ing and incineration. 
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"G6 J-BOSS” srviz x34 


GROUND JOINT FEMALE COUPLINGS 


Unequalled in strength, durability and safety! That’s why more and 
more “GJ-Boss” Couplings are being used on hose handling L-P Gas 

. at bulk plants . . 
All parts are steel or malleable iron, thoroughly rustproofed. Fur- 
nished with super-strong “Boss” Offset and Interlocking Clamps. 
Ground-joint union between stem and spud forms leakproof, trouble- 
free seal. Sizes 14” to 6”, inclusive. Also available in washer type, 
and with companion “Boss” Male Couplings. Stocked by Manufac- 
turers and Distributors of Industrial Rubber Products. 


D | D.CO Di" Vive & Coupling Co, 


GENERAL OFFICES & FACTORY 


. on carloading rigs . . . and other installations. 


PHILADELPHIA 22, PA. 


NGHAM + LOS ANGELES. +» HOUSTON - 


BRANCHES~— CHICA 


DIXON VALVE & COUPLING CO., LTD... TORONTO 














Water Repellent, Ozite Padded Cylinder Covers 


¢ Prevents scratching 
and chipping of Cylin- 
ders in transportation. 


e Always fresh, clean } 
Cylinders for your 
customers. 





e Cuts down on your 
paint bills. 


e Saves labor cost in 
keeping Cylinders 
clean and fresh 

¢ No clanging or rat- 


tling during transpor- 
tation. 





e Easy on truck driv- 
ers’ nerves—no noise! 
« Padded Covers 
makes booming by 
chain unnecessary. 

e Slips on easy —no 
loss of time. Will last 
for years. 


Manuf'd by Cylinder Protection Co. 
P. O. BOX 166, BOONVILLE, 
DISTRIBUTORS WANTED 


INDIANA 














of booklets covering the complete 
service field of all appliances, con- 
tainers, regulators, carburetion and 
other utilization equipment as well 
as basic L. P. gas service and train- 
ing information. A team consisting 
of a technical writer and LPG spe- 
cialists will prepare the manual 
under the direction of the educa- 
tional committee. 

The directors also approved a plan 
to form an off-peak use division 
within the marketers section to 
stimulate summer use of L. P. gas 
through development of such appli- 
cations as the tractor load, flaming, 
pumping and industrial business that 
has a heavy summer peak. This is 
the outcome of an analysis of the 
load balancing problem presented in 
the “Beyond the Mains” pages of the 
February 1955 issue of BuTaNE- 
PROPANE News. 

The summer load division is to be 
a part of the marketers section. This 
arrangement was worked out by the 
organization committee, and will ‘co- 
ordinate activities along these lines 
already being carried out by various 
association groups. The plan calls 
for a guiding body composed of pro- 
ducers, marketers, carburetor and 
agricultural flaming equipment man- 
ufacturers, and equipment distribu- 
tors. President McAllister was’ au- 
thorized to pick a name for the new 
unit and to appoint the members. 

Other board actions included: 

Election ef R. R. Moulden, Moul- 
den Supply Co., as Mississippi state 
director. 


Six New Members Elected 
By Gas Appliance Group 


Six companies have been elected 
members of the Gas Appliance Man- 
ufacturers Association, according to 
H. Leigh Whitelaw, managing direc- 
tor of the trade group, bringing the 
total membership to 589 companies. 

The newly elected members are: 
Edgewood Manufacturing Co., Bald- 
win Park, Calif., maker of circulat- 
ing gas water heaters; Webster Valve 
Co., West Franklin, N. H., manufac- 
turer of pressure and temperature 
relief valves; Star Metal Manufac- 
turing Co. Inc., Philadelphia, maker 
of gas hot food serving tables and 
gas coffee urn equipment; American 
Kitchen Division of the Avco Manu- 
facturing Corp., Connersville, Ind., 
manufacturer of kitchen cabinets, 
dishwashers and vent fans; Steven 
Manufacturing Corp., Nashville, 
Tenn., maker of domestic cooking 
appliances; and Wheelco Instru- 
ments Division of Barber-Colman 
Co., Rockford, Ill., manufacturer of 
combustion safeguards. 
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There are all kinds of 
hot water heaters. Actu- 
ally, that pot-belly stove 

with a kettle on it is one... 

but you would not install it in 
your customer’s home today! 





Instead make a satisfied customer and 
add to your profits by selling the newest 
in hot water heaters .. . the one everybody is talking about... 


me The WALDORF 7.40 


\dorf|] ; | 
Winners a LP GAS TABLE TOP 
LoW-PRIGED ico WATER HEATER 













DRYERS 
WITH HIGH Fits flush against the wall e porcelain enamel 
PRICE FEATURES top e Fiberglas insulation 
ight 
tb. wet Woe car 
atm 16 wh fa “Stay cool sil hess heater rea oe 
cael cabinets - - - Sate of instalation Faron 
pos accessible lint traps. cost of ne 





second oe 


insta 
fe . . - easy 10 in 
_, simple 10 operate! 





30-GALLON SIZE Waldorf Heaters are also available in Round 
VENTED MODEL 24,000 BTU Input 20, 30 Tall, 30 Short, 40 and 75 Gallon Sizes. 


UNVENTED MODEL 5,000 BTU Input Mail This Coupon Today and Get the Whole WALDORF Story! 


WALDORF HEATER COMPANY, Dept. 11 
WA L D O R F 1421 Chestnut Street, Philadelphia 2, Pa. 


! 

| 

HEATER Tell me more about your 
fone). ) 7:4) Bf WATER HEATERS AND DRYERS. | 
| 

| 

| 





NAME 
1421 CHESTNUT ST. STREET. 


PHILADELPHIA 2, PA. 
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Making up hose as- 
semblies in your own 
shop or in the field 
often saves valuable 
time. The cost of re- 
placing hose lines can 
be drastically reduced 
by installing new 
STRATOFLEX Hose and 
reusing the detach- 
able fittings. It pays 
to keep on hand a 
supply of STRATOFLEX 
Hose and reusable 
Fittings. Order from 
your dealer or write 
for Bulletin $-2. 







Screw swivel 
¢ nipple or male 
fitting into 
socket and re- 
move tool 


STRATOFLEX, WORTH, TEXAS 


P. O. BOX 10398 





PLANTS 
LOS ANGELES AND TORONTO 


SALES OFFICES 
ATLANTA * CHICAGO * NEW YORK * SAN FRANCISCO 
DAYTON * HOUSTON * KANSAS CITY * PORTLAND * TULSA 


IN CANADA 
STRATOFLEX OF CANADA, INC. TORONTO 18, ONTARIO 
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The Radio Freeze Is Off: Heres What It Means 


a freeze on new radio facili- 
ties for LPG dealers see (BUTANE- 
Propane News, May 1955, page 
102) is now off, and operators may 
once again install and operate 
such systems. This time, however, 
they’ll be working under a differ- 
ent set of rules. Now they have 
their own classification. 

LPG men have been installing 
two-way radio in their trucks and 
offices for more than five years. 
In spite of this fact, it has only 
been within the past few months 
that the Federal Communications 
Commission has formally recog- 
nized the eligibility of the industry 
for licensing. 

In the past, licenses for L. P. gas 
dealers were granted under the 
then existing “Highway Truck” 
FCC rules which covered organi- 
zations engaged in the business of 
transporting materials between 
urban areas or in rural districts. 
Within the cities, “Citizen’s Band” 
licenses were granted on the basis 
that L. P. gas dealers in’ urban 
areas were not otherwise eligible 
for radio. Now the classification 
of liquid fuel dealers has been rec- 
ognized as a distinct group. 

The first moves began several 
years ago, culminating in the initi- 
ation of formal proceedings late 
in 1954. In August 1955, FCC took 
the first formal action including 
L. P. gas dealers under the “Spe- 
cial Industrial” category. Organi- 
zations engaged in delivery of li- 
quefied petroleum gas to consum- 
ers are permitted to install two- 
way radio for use outside cities of 
50,000 or more population. The 
wire line remote control unit may 
be located within the city but the 
base stations and mobile units are 
permitted to operate only in small- 
er towns and in rural areas. 

A month later, on Sept. 7, the 
final rules on the “Special Indus- 
trial” service were adopted which 
included the previous action plus 
establishing eligibility for use of 
the radio system in heating and 
refrigeration maintenance and re- 
pair activities. Concurrently, the 
FCC adopted several policies with 


respect to existing licensees. 

Those L. P. gas dealers current- 
ly operating under the Highway 
Truck rules will continue to oper- 
ate under their present status. The 
licenses of dealers complying with 
the new “Special Industrial” rules 
will automatically be transferred 
from the Highway Truck category 
to the new category as license re- 
newals, modifications or assign- 
ments are applied for. Those li- 
censees under the Highway Truck 
rules who are located within cities 
of 50,000 or more population will 
continue to operate under those 
rules until March 1, 1960, at which 
time they will be required to com- 
ply with the new rules. Citizen’s 
Band licensees within the metro- 
politan areas are unaffected. 

The area restriction is current- 
ly imposed to preclude a channel 
congestion and interference situa- 
tion which cannot be readily rec- 
tified in the future. The limited 
number of channels available, if 
fully occupied within a crowded 
metropolitan area, could pose se- 
rious future problems if allicated 
prior to a careful study of effects. 

A temporary restriction appears 
on all licenses being issued which 
prohibits use of radio for mainte- 
nance and repair functions. But 
after Nov. 1 this restriction will no 
longer appear on the licenses. 

These new rules open the way 
toward granting of licenses to all 
L. P. gas dealers who require ra- 
dio for efficient conduct of their 
business. The temporary freeze is 
no longer in effect. Although FCC 
is continuing further studies of 
use and channel allocation in the 
“Special Industrial” radio service, 


the results of these studies will 


not be available for several years. 
The current rules are firm and will 
remain in effect for the coming 
years. As usual, FCC will follow a 
policy which allows those organi- 
zaations demonstrating the need 
for radio to continue its use. Fur- 
ther rule making, if enacted, is 
likely to continue or expand pres- 
ent eligibility and utilization rath- 
er than restrict it. a 
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FINEST 
UNIT HEATERS 
BUILT! 
















Janitrol’s 50 years of heating experience is 
incorporated in the design of the new Model UCS 
Unit Heaters. These new models are packed with 
new and improved features that again establish 
Janitrol’s design leadership. Each of these 
improvements will make your Janitrols easier to 


‘sell, install and service. 


clusive 
MULTI-THERMEX HEATING HEART 


The time-proven Janitrol design combination: 
Multi-Thermex heat exchangers with their ex- 
ceptional record for long life . . . turbulator 
baffles which transfer heat rapidly . . . Amplifire 
ribbon burners for clean, quiet, uniform com- 
bustion. . . no flame impingement or hot spots. 





Ww 


EXCEPTIONAL QUIETNESS. An all-new 
acoustical design. Rubber-cushioned fan blades 
and motors, combined with dynamic balancing 
give a new standard for quiet operation. 























clusive 


SAFETY OVERHEAT CONTROL 

Extra protection for both the unit and the 
owner's property. If unit overheats, the gas 
valve closes and the fan motor starts .. . both 
automatically. 


| Te 
COMPACT DESIGN. The smaller size gives 


more “head-room” ... extra clearance between 
bottom of the unit and the floor below. 












WHOLESALERS AND CONTRACTORS. Write to- 
day for complete information on these new 
Janitrol models. 


-Janitrol 


HEATING AND AIR-CONDITIONING 


DIiVIisSiOnd oe 
Surface Combustion Corporation, Columbus 16, Ohio 
in Canada: Alvar Simpson Ltd., Toronto 13 
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SERIES 48E 


e REDUCED OVERALL 
HEIGHTS 
e INCREASED 


_ CAPACITIES 
in many sizes 


STANDARD PRODUCTION MODELS TO 6000 G. 


DESIGN: ASME STAMPED, PAR U-69, 
N.B.F.U. PAMPHLET 58 
Write for 


NEW data and prices 


DAVIS ENGINEERING 


CORPORATION 


1058 East Grand St., Elizabeth 4, New Jersey 
30 Rockefeller Plaza, New York 20, New York 


Redesiqued! 


Ponacoil LPG vaporizers 


(STEAM TYPE) 


P.H. 





MORE for your MONEY 





with RECTORSEAL ‘2 


CLEANER! 
SMOOTHER! 
ECONOMICAL! 


CLEANER! Rector- 
seal doesn’t stain 
hands, clothes, cus- 
tomers’ premises. Easily and quickly re- 
moved with lacquer thinner. 
SMOOTHER! Finely ground and homo- 
genized Restorseal is free of foreign 
matter. It does not settle out. 
ECONOMICAL! There’s no waste. Orig- 
inal consistency is restored by Rector- 
seal thinner or any good grade of lac- 
quer thinner. 

FREE SAMPLE! Write for yours today, 
giving name of nearest jobber. 


RECTORSEAL, Dept. “A” 
2215 Commerce St. Houston 2, Texas 


RECTORSEAL # 2? 





MAKING THE L-P GAS INDUSTRY SAFER 
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FITS ANY TANK 
LIGHTS QUICKLY 
AND SIMPLY. 












A blast furnace of 
heat striking 4 sides 
of the heat chamber 





QuIiPMENT 


Trailers and Self 
Hi Clearance Wagon Hoists 





Aluminum, Rubber lined and 


E 
e 
e 
e 
@ Steel Tanks 
e 


GID comPaNy “csr: 


TRADE 





Cartwright Succeeds Carney 
As Coleman L.A. Manager 


Wilson C. Cart- 
wright, national 
accounts sales 
manager of the 
Coleman Co., 
Wichita, Kan., 
has been ap- 
pointed manager 
of t he Coleman 
Los Angeles 
branch. 

Mr: Cart- 
wright succeeds 
Lawrence R. Carney, manager since 
1951 of the Los Angeles sales office, 
who is now regional sales manager 
for the Pacific Northwest and north- 
ern Rocky Mountain states. 

As manager in Los Angeles Mr. 
Cartwright will direct sales and serv- 
ice with Coleman dealers in south- 
ern California and Arizona. 

A. A. Courtney, former regional 
sales manager for New England, suc- 
ceeds Mr. Cartwright as national ac- 
counts sales manager. 





W. C. Cartwright 


Heinis Is New General Manager 


| Of Rheem Products Division 


Vearl J. Heinis is the new general 
manager of the Rheem products di- 


| vision of Rheem Manufacturing Co. 


This announcement was made by 
R. S. Rheem, president, in reporting 
action of the company’s board of di- 
rectors, in which G. M. Greenwood, 
formerly treasurer, became chief fi- 
nancial officer and Gordon W. Mal- 
latratt, the previous gerieral manager 
of the Rheen Products division, be- 
| came secretary and treasurer. Both 
Mr. Greenwood and Mr. Mallatratt 
are vice presidents of Rheem. 

Mr. Heinis moves into his new po- 
sition of general management after 
having been general sales manager 
of Rheem Products. 


| Two New Regional Managers 
| Appointed by Reo Motors Inc. 


Reo Motors Inc. has named two 
| new regional managers. Karl Pear- 
son, former regional manager for the 
Autocar division of White Motor Co., 
heads the Midwest region, with head- 
quarters in Detroit. His area is com- 
posed of Ohio, West Virginia, west- 
ern Pennsylvania, Kentucky, Indi- 
| ana, Michigan, [llinois, Wisconsin, 
Minnesota, and Iowa. 

Mel Taylor, who joined Reo as 
| national fleet sales manager shortly 
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MORE SELLING POINTS 


7 Hi D W Whitehead Automatic Water Heaters * Low operating cost 












are available in tank models featuring an * Quick, abundant hot 

exclusive one-piece glass lining or double water 

extra-heavy galvanized tank. + 100% automatic 
safety pilot 








GNEO FOR LP GAs 






oe es! * Two inches heavy 
ames & sp ECIA ‘oo Fiberglas insulation 
* oO prevents heat loss 
yrs GET IN ON D W WHITEHEAD’‘S * Non-clogging burners 
j PROFIT-PACKED WATER HEATER 





4. RENTAL PLAN. 
f= 






liberal 10-year 


a guarantee 
DW WHITEHEAD. “DWW 


NOVEMBER, 





WRITE TODAY FOR FULL DETAILS! 
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THEY GROW ON THE 


FAST-SELLING 


automatic 


WATER HEATERS 








Just plant some of these fast-selling automatic 
water heaters in your salesroom. You'll be 
surprised at the speed with which they’re sin- 
gled out by hot-water-minded patrons who 
know DWW stands for dependable service at 
lower cost. And it’s dependable service plus 
so many extra built-in conveniences and 
value-packed features that make DWW the 
automatic water heater famous for quick- 
action sales and extra load. 


- SPEED SALES ACTION WITH THESE 
IMPORTANT FEATURES 


* Adjustable thermostat 
easily set for any 
temperature 

* Dust-free base 

* Built-in lint tank 

* Gleaming white enamel 
casing 

* Advanced design with 
latest scientific 
improvements 


* Precision engineering 


NATIONALLY ADVERTISED 


"A 








after the company was purchased by 
Bohn Aluminum & Brass Corp., is 
eastern regional manager. He will 
have charge of all branch, distribu- 
tor, and fleet operations in the New 
England states and nearly all of the 
Middle Atlantic states. His head- 
quarters are in Philadelphia. 


Vice Presidents and Service 
Manager Named by Servel 


John E. Unger, for 10 years a na- 
tional service manager with appliance 
manufacturing companies, has been 
named administrative assistant to B. 
E. Brennan, manager of manufactur- 


ing for the home appliance division 
at Servel Inc., Evansville, Ind. Mr. 
Unger has headed national service 
operations for Coolerator Co., Du- 
luth, Minn., and its successor firm, 
Illinois Electric Porcelain Co., a divi- 
sion of Illinois McGraw Electric Co. 

In addition the company has ap- 
pointed Anthony J. DeFino to the 
post of vice president and general 
manager of the autonomous air con- 
ditioning division. He will be in 
charge of manufacturing, marketing, 
distribution, and customer service 
on Servel’s all-year air conditioning 
equipment. For the past six years, 








Sell Ransome 


RHT, 1712” long, weighs 3 Ibs., copper 
bronze head 2-3/16” dia., 45° angle. 


LP-Gas Torches 


and Furnaces 


U. L. APPROVED 


BUILDS 


catalog. 





Here’s real cold weather seller—several dealers have sold 100 to 
200 in single season. Large, intense flame holds steady in icy winds 
and drafts, makes this RANSOME RHT torch ideal for thawing pipes, 
pumps and equipment. Trigger valve available for intermittent work. 
Burns 1 gal. LP-Gas in 90 mins. at 10 Ibs. Lights instantly even at 
30° below. 


FUEL LOAD, TOO 





SUMMER 


RANSOME RHT torch has plenty of summer uses—melting 
lead, babbitt and white metal; pipe bending, preheating, 
fender repairs, singeing, weed-burning, flame cultivating, 
disinfecting, paint burning, etc. Sells to oil fields, farmers, 
garages, machine shops, factories, sheet metal shops, 
contractors, public utilities, etc. 


Stock NOW. Write TODAY for price list, discounts and 


P-2S Furnace makes good space heater (removable 
hood available). No fumes, smoke or soot. Designed 
for melting lead, glue, paraffine, asphalt, etc. 


RANSOME COMPANY 


Liquified Petroleum Gas Division 


4l ROOM A-11 * 4030 HOLLIS STREET * EMERYVILLE, CALIF. 
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Mr. DeFino has been vice president 
and general manager of Fedders- 
Quiggan Co., Buffalo. 

Servel has named William H. 
Schrader vice president in charge of 
finance. He succeeds Rudolph 
Schnakenburg, who retired earlier 
this year after having been with 
Servel for 35 years. 





Arthur Davis 


Tom Watson 


Squibb-Taylor Announces 
Two New Appointments 


Two additions to the Squibb-Tay- 
lor organization have been an- 
nounced by Cecil Squibb, president 
of the Dallas firm. 

As accountant and assistant office 
manager, Tom Watson, formerly 
with the Fort Wayne (Ind.) Struc- 
tural Steel Co., will coordinate office 
procedure, while Arthur Davis will 
serve the Southwest area as sales- 
man. 

Specializing in industrial manage- 
ment engineering, Mr. Davis was 
graduated from Purdue University 
in 1935 and soon after went to work 
for Armco Steel Co., Middletown, 
Ohio. Later, he sold industrial safety 
equipment in the Chicago area. After 
the war, Mr. Davis was employed as 
sales engineer with the Westing 
house Electric Corp. and later with 
the Chambers Corp., joining Squibb 
Taylor last July. 


Greg Burns Retires from 
Butler After 42 Years 


G. A. Burns, 
vice president « 
the Butler Mant 
facturing Cc. 
since 1947, r« 
tired on Sept. 3: 
after 42 years a: 
tive service wit 
Butler. 

Starting i 
1913 at Butler 
Minneapoli;: 
plant, he succe: 
sively filled the positions of sale:- 
man, sales manager, division mana; 
er and vice president. After 24 year:’ 
service with Butler, Mr. Burns wes 





G. A. Burns 
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RED BRUMIT SAYS 


It takes all three of these to produce any kind of 
product ... BUT the quality of the product depends 
on the degree of quality of each of the three ingre- 
dients. The best MATERIAL, which we use, of 
course, is available to all who would pay its price. 
MANPOWER is also available to all. Yet our 
manpower is trained for our specific problems... 
schooled to the point of real craftsmanship. 
KNOW-HOW, real know-how, cannot be bought. 
It is acquired mostly through years of experience. 
The know-how at Dal-Worth is backed by 32 years’ 
successful experience. 


You can bring ALL your tank needs to Dal-Worth 
in complete confidence knowing that they will 
receive the best in each of these basic ingredients. 
QUALITY MATERIALS ...REAL CRAFTS- 
MANSHIP... and KNOW-HOW BACKED BY 
YEARS OF EXPERIENCE. 





ee 


L 
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DAL-WORTHES 


op. 8 Gaeomed. Ey WB 4 


W. G. (RED) BRUMIT, OWNER 


 essentia 


| MATERIAL 


CERTIFIED 
CONSTRUCTION 


DAL-WORTH 
TANK CO 





tials 
A Good 


MEN 


Know-How Pp roduc} 


There is the same advanced styling and engineer- 
ing for service and economy in all our anes 
butane and anhydrous ammonia tanks, such as this 
1200 - 2000-gallon delivery unit with equipment 
installed to meet any state’s specifications, or the 


Space-Mizer LP Gas Dispenser; 1000, 
2000 or 3000 WG capacity; completely 
self-contained with choice of equip- 
ment and colors. This is the ideal unit 
for service stations, fleet operators and 
LP gas dealers. 








A KNOW-HOW BACKED BY 32 YEARS OF EXPERIENCE 


BOX 818 


GRAND 


PRAIRIE, TEXAS 
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with modern, efficient 


IMPERIAL 
TUBING TOOLS 


... their quality speeds your 
work ... assures safety in 
every installation 


IMPERIAL 
HI-DUTY 
TUBE CUTTER 


Free - wheeling ball 
bearing action, 
Roller type with flare cut-off groove. 
Retractable reamer. No. 274-F for 1/8” 
to 1”. Other models. Also sawing vises. 


Ask for Catalog No. 621 which de- 
scribes IMPERIAL Tube Fittings, Tubing 
Tools and Shut-Off Valves. 


ey = IMPERIAL 
ROL-AIR 
FLARING TOOL 






Flares, then automatically burnishes 
flare to a high polish. “Rolls flares in 
the air” to make better, stronger flares. 
No. 500-F flares 3/16”, 1/4”, 5/16”, 
3/8”, 1/2”; 5/8” O.D. tubing. Also 
many other models, 


IMPERIAL 
BLUE DOT 
TUBE 
BENDERS 


Bend hard or soft tubing. Form neat, 
accurate bends to short radius. Calibrat- 
ed. No. 364-FH individual benders for 
each size of tubing 3/16” to 3/4” O.D. 
Also many other models. 


THE IMPERIAL BRASS MFG. CO., 1210 W. Harrison St., Chicago 7 Ill. 












why take chances? 


NATIONAL BOARD OF FIRE UN- 
DERWRITERS advises: “Gas or Liquid 
shall not be vented to the atmosphere 
to assist in transferring contents of 
one container to another.” 


Good customers are hard to get. Don’t 
let them be fooled! Help eliminate dan- 
gerous venting. Show them how to fill 
truck or tractor fuel tanks and small 
cylinders in 1/10 the time, save at least 
4.0% of fuel cost, in safety. 

KRUG Vapor Pumps help you profit 
two ways — sell to your customers, or 
use in your own operation to transfer 
L-P Gas with safety and at Low-Cost. 


Find out about KRUG PUMPS, today, 
ask your Supply House, or write to: 


D. H. KRUG COMPANY 
BOX BP-11 
MADISON, 

SOUTH DAKOTA 
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In Canada: 334 Lauder Avenue, Toronto, Ontario 


See Your Supply House 
lds Mot Col Lio 
Tobe Fittings ond Tubing Too — 





ADAMS 


CHEERFULATORS 


Customers complaining of high gas 
bills? Cheerfulators will cut that 
heating cost substantially. Vented 
and fully automatic. 


Write for Your Catalog 
ADAMS BROS. MFG. CO., INC. 


1500 NORTH AVE, W. PITTSBURGH 33, PA 





AVOID LOST TIME AND GRIEF 








transferred from Minneapolis to the 
company’s general offices in Kansas 
City, Mo. 

He has had the distinction of hav- 
ing managed three of the company’s 
five sales divisions at various times: 
oil equipment, steel buildings, and 
special products. 


George Tanker Is Manager of 
Field Services at Weatherhead 


George E. 
Tanker has been 
appointed man- 
ager, field serv- 
ices, according to 
an announce- 
ment by T. V. 
Scott, sales man- 
ager, L. P. gas 
equipment, The 
Weatherhead 
Co., Cleveland. 

Mr. Tanker’s 
thorough engineering experience in 
L. P. gas equipment makes him par- 
ticularly well fitted for his new posi- 
tion. He joined the Weatherhead en- 
gineering staff in 1936. 

He will function as a technical 
liaison between the Weatherhead 
Co. and its customers on matters 
pertaining to L. P. gas and anhy- 
drous ammonia equipment. 





G. E. Tanker 


Harper-Wyman Elects Harper Jr. 
Executive Vice President 


- 


Philip S. Har- 
per Jr. has been 
elected executive 
vice president of 
Harper - Wyman 
Co., Chicago. 

He joined the 
firm on a part- 
time basis in 
1940. In 1950 he 
was appointed 
manager of the 
Princeton, IIl., 
plant. In 1954 he became general 
manager of the company. 

Philip S. Harper Sr., founder oi 
Harper-Wyman, continues as presi- 
dent of the company. 





P. S. Harper 


Surface Combustion Elects 
Three New Vice Presidents 


Three new vice presidents and an 
advertising supervisor have been 
named by Surface Combustion Corp 

The vice presidents are Henry M. 
Heyn, who is sales manager of the 
Heat Treat division; Albert L. Hol- 
linger, who is manager of the Stee! 
Mill division; and Robin A. Bell, who 
is general manager of the Janitro! 
heating and air conditioning, Auto- 
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rT CAN YOUR BUILDINGS 


PASS THIS FIRE TEST ? 








after the fire...a new paint job, 


and ready for business again 


Here’s a typical example of how Armco Steel Buildings 
reduce the threat of fire damage. A rubber tire-fed fire 
raged inside this 24-foot-wide building for a half-hour, 
destroying much of the contents. Yet the owner was 
able to put the structure back in service without re- 
placing any building parts. New window glass and 
paint did the job. 

Fire-resistance is just one advantage you can have 
in an Armco Building. Interlocking STEELOx Panel con- 
struction saves erection time and money; provides a 
sturdy, weather-tight building. You save framing, raft- 
ers, sheathing and roofing, because the panels provide 


ARMCO STEEL BUILDINGS 


NOVEMBER, 1955 


both structural support and finished exterior. Work- 
men need no special training to do a fast, efficient erec- 
tion job. 

The wide range of standard sizes makes it easy to 
meet your specific space needs. Floor areas are prac- 
tically unlimited—from 20 square feet up! Whether 
your building problems include office, warehouse, 
showroom or garage space, Armco Steel Buildings may 
be your most economical, permanent solution. Write us 
for details. Armco Drainage & Metal Products, Inc., 
5115 Curtis Street, Middletown, Ohio. Subsidiary of 
Armco Steel Corporation. 
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sel-pac 
REGULATORS 
Blpa ol pace pac (0 Ct Miy LP, it weed 


E \ THAT PAYS ITS WAY OVER AND OVER AGAIN . 





























You pay no premium for Sel-Pac Regulators, in fact, 
in many cases they cost you less. 





In today’s Sel-Pac Regulators you find only the 
features which through 20 years’ experience have 
emerged as the best in performance and dependa- 
bility. Take for example our D-1615, the gas is di- 
“} rected downward, which helps prevent freeze-ups. 
se Re 4 Then too, Sel-Pac’s balanced orifice and diaphragm 


sizes assure maximum flow with minimum lock-up. 


Sel-Pac orifice and seat inserts are standardized so 

TWO STAGE REGULATION that one size orifice and seat will fit various models 

For maximum efficiency and maxi- —_ of regulators. Standardization helps you. Now-a-days 
mum service, plan on two stage regu- ? 

lation using the D-1600 high pres- | With only five Sel-Pac models you can handle 99% 

sure and D-1600 (Red Cap) low pres- of al regulator needs. Think what this alone means 


sure Sel-Pac. x . ° 
in reducing inventory costs! 


BUY SEL-PAC REGULATORS FOR INCREASED 
ECONOMY, PERFORMANCE AND CUSTOMER SATISFACTION 


SELWYN-PACIFIC COMPANY 


340 WEST AVENUE 26, LOS ANGELES 31, CALIFORNIA 


S6are ous 


NO. D-1615 SEL-PAC AUTOMATIC REGULATOR 











300,000 BTU (120 CFH) with cylinder pressures of 
10 Ibs. p.s.i. 


INDICATING GAUGE for direct or remote installation 
P OL or Inverted Flare Inlet Connections 
SENSITIVE CONTROL OF PRESSURE 


LISTED BY UNDERWRITERS’ LABORATORIES 


Sel-Pac Automatic Regulators indicate to the customer 
when the gas supply is low, therefore, reducing your 
“out of gas calls.” A red flag appears when the regu- 
lator begins to draw from reserve cylinder. Specify the 
D-1615—the last word in Automatic Regulators. 
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LP-GAS EQUIPMENT 


AND “COMMON SENSE” 


by 
GEORGE R. 
POSTLEWAIT 
President 
SELWYN-PACIFIC 
CoMPANY 


The old adage, “If it was good 
enough for my grandfather, it is 
good enough for me” contains beau- 
tiful sentiment and well deserved 
respect for our elders but certainly 
is not conducive to finding new and 
better ways of doing things. With 
such an old fashioned attitude we 
would not even be driving a 1910 
Ford or pushing old Dobbin. We 
would still be back in the Stone 
Age. 


What does all this have to do 
with the LP-Gas equipment manu- 
facturer? Merely this — an aggres- 
sive young company ‘with highly 
qualified engineers long experienced 
in LP-Gas equipment design and 
well versed in field problems, can 
profit by ‘age old’’ experience 
(both good and bad) and design 
new equipment with the view in 
mind of retaining the good features 
and designing around the poor fea- 
tures. Such a manufacturer is -not 
encumbered by high capital invest- 
ment in designs, dies and tooling 
but is free to consider new and im- 
proved designs. Henry Ford and his 
Model T was a good example of 
this. It took new and aggressive 
younger companies to get him out 
of his lethargy. 


Sel-Pac, a comparatively young 
manufacturer, flexible in operation 
and with all modern production 
facilities, including foundry, forge 
shop, die casting and mass produc- 
tion facilities has been able to in- 
troduce many fiew items and im- 
proved products in thé field of LP- 
Gas control equipment. 


Consider such items as Sel-Pac’s 
improvements in regulator design; 
the performance and serviceability 
of our new automatic regulators. 
Also other innovations as the auto- 
matic bleed hoseline valve and the 
new Spray Fill-Liquid Eduction 
Valve — and there’s still more to 
come. These are examples of pro- 
gress made by a young company 
eagerly alert to the needs of LP-Gas 
customers, dealers, tank fabricators 
and to the needs of every segment 
of the industry. 


We invite you to inspect in detail 
our entire line of LP-Gas equip- 
ment. You will readily observe how 
safety, utility and cost are carefully 
incorporated in every product for 
the benefit of all. 


SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
Los Angeles 31, California 


NOVEMBER, 1955 








motive and Aircraft divisions. 

J. Thomas Calhoon is the new ad- 
vertising supervisor. He was for- 
merly a copywriter and account ex- 
ecutive with various Columbus, 
Ohio, advertising agencies. 


Van Lare Joins Preway Inc. 
As Factory Representative 


E. L. Van Lare has been appointed 
factory representative for Preway, 
Inc., Wisconsin Rapids, Wis. He will 
represent the company on all lines 
except mobile home products in most 
of Wisconsin and upper Michigan. 

Mr. Van Lare has had wide experi- 
ence in retail, wholesale and factory 
representation in the appliance field. 
He was formerly with R. M. Saw- 
bridge & Co., Milwaukee, wholesal- 
ers and retailers of Tappan ranges, 
and prior to that was with Estate 
Stove Co. and Cribben & Sexton Co. 


H. A. Welsh 
American Tank 


E. L. Van Lore 
Preway 


American Tank Assigns Welsh 
To Georgia and Florida Area 


The appointment of Holden A. 
Welsh as district sales representa- 
tive in Georgia and Florida for the 
American Tank & Manufacturing Co. 
Inc., Dallas, has been announced. 

Although new to American Tank, 
Mr. Welsh is not new to the L. P. gas 
industry, with which he has been as- 
sociated since 1949, when he was first 
employed by the Phillips Petroleum 
Co. in Chicago. In 1952 Welsh joined 
L.P.G. Equipment Co. and was trans- 
ferred to Florida and appointed man- 
ager of the L. P. gas division in that 
state. 


Sternberg Heads Western 
Region of Reo Motors 


William F. Sternberg is now west- 
ern regional manager for Reo Mo- 
tors Inc. 

Mr. Sternberg, former vice presi- 
dent of Sterling Motor Truck Co. 
Inc., Milwaukee, will make his head- 
quarters in San Francisco and will 
be responsible for and have author- 
ity over all branch, distributor and 
fleet operations in the Western re- 
gion. 








| Automatic stock tank heater 


Cattle are more profitable when 
their winter drinking water is 
raised to a drinkable 48° tempera- 
ture. So cattlemen and dairymen 
are looking to Johnson for efficient, 
economical and worry-free stock 
tank heating . . . with good reason. 


Simple Installation, Dependable 
The Johnson Water Warmer is the 
last word in LP-gas fired stock 
tank heaters. It maintains auto- 
matic 48° water temperature even 
in coldest weather, and with utmost 
efficiency and convenience. Instal- 
lation is simple on any type steel, 
wood or concrete tank; requires 
one tool — a wrench. Operation is 
simple and dependable — guaran- 
teed condensate control — weather- 
proof. Quick access to controls 
makes it easy to inspect. 


Enjoy Johnson Profit Features! 

Sell the Johnson Water Warmer on 
its many merits. Profit from many 
sales, and from average LP-gas 
sales of 600 lbs. per year per heat- 


er. Profit from the good will of sat- 


isfied customers. 
Write for complete details now! 


JOHNSON GAS APPLIANCE CO. 


597 E Avenue N.W., Cedar Rapids, lowa 


IF OU GAS LOOK TO 


A LJOHNSON 
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NEW DRILL CASE 


For the Gas Serviceman 


Original Manufacturers of Conversion 
Materials and Special Tools Serving 


ANDERSON and FORRESTER | 


3563 LARIMER STREET, DENVER, COLORADO | 


Holds 41 drills — sizes 40 to 80. 


Each thumb drill has size stamped on 
handle in sequence. 


Each drill fully protected. Cannot break 
in case. 


Servicemen can carry in hip pocket. All 
metal — compact. 


Set will take care of general servicing 
requirements. 


the Gas Industry for Over 
35 Years. 


| 
wf | 


Write for Catalog 
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In addition, Herman Everhardus 
is now director of personnel and 
Walter E. Spieth was named factory 
manager. 


Mr. Everhardus, who succeeds the 
late Gerald Byrne, has been assistant 
industrial relations director for the 
Nash-Kelvinator Corp. and director 
of employes’ services at American 
Motors Inc. 


Mr. Spieth is the former general 
superintendent of the Clark Equip- 
ment Co. 


Superior Valve Names 
Talty Midwest Manager 


Raymond J. 
Talty was named 
Midwest district 
manager of Su- 
perior Valve & 
Fittings Co. of 
Pittsburgh. 

Mr. Talty be- 
comes manager 
of all sales and 
warehouse activ- 
ities originating 
in Chicago. He 
replaced William W. Sauter who has 
resigned. 


For the past eight years, Mr. Talty 
has been assistant sales manager in 


3 


R. J. Talty 





There's a big 


“BO () MW 


GAS HEATER 


Join the 


parade.. sell the complete line 


Send for new 


dealers’ sales aids 


GAS HEATERS 
Ul 





V370 


8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
23 Unvented Heaters 
10,000 BTU to 50,000 BTU 
All heaters AGA approved 


for natural, liquefied, 
and manufactured gases, 








the Chicago district for Mueller 
Brass Co. 

The company’s Midwest operation 
includes Illinois, Indiana, Minnesota, 
Iowa, Missouri, North Dakota, South 
Dakota, Nebraska, Montana, Wyo- 
ming, Colorado and parts of Michi- 
gan, Kentucky and Tennessee. 


Magic Chef Names Camp as 
District Manager in Memphis 


Roy T. Camp, former buyer of ma- 
jor appliances for Lowenstein’s de- 
partment store, Memphis, Tenn., has 
been appointed by Magic Chef Inc. 
as district manager of its Memphis 
trading area. 

Mr. Camp joined Lowenstein’s 
eight years ago as a range installa- 
tion engineer, then was service man- 
ager before becoming buyer. 


Beatty Heads Marketing 
Operations of Cities Service 


John Beatty of Chicago has been 
named general superintendent of op- 
erations for Cities Service Oil Co.’s 
Marketing division. 

Mr. Beatty succeeds G. C. Rich- 
ardson, who was transferred to Bar- 
tlesville as manager of the com- 
pany’s new Supply and Distribution 
division. 

Mr. Beatty joined Cities Service 
as a member of its junior engineer 
training school in 1927. His perma- 
nent assignment after training was 
with the company’s refining division. 
After serving two years in refining, 
he transferred to marketing as Chi- 
cago region operations superinten- 
dent. In 1951, he was appointed as- 
sistant general superintendent of op- 
erations for marketing. 


James Donnelly Returns 
To A. O. Smith Corp. 


James F. Don- 
nelly, formerly 
assistant manag- 
er of the Perma- 
glas division at 
Kankakee, I1l., 
has rejoined the 
A.O. Smith Corp. 
as special assist- 
ant to F. S. Cor- 
nell, vice presi- 
dent and general 
manager. For the 
last three years Mr. Donnelly has 
been a vice president of Servel Inc., 
Evansville, Ind. 

Mr. Donnelly for more than two 
decades has been a prominent figure 
in the gas appliance industry. He is 
a past president of the Gas Appli- 
ance Manufacturers Association, anc 


a4 


J. F. Donnelly 
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There’s a Reznor Gas Heater 


tome itm £e] i mm al—> 4 au le) oman WL Your pooh [ 



















UNIT HEATERS THE REZNOR PAC 


One out of every two suspended gas 
unit heaters sold is a Reznor. These 
compact, efficient, automatic units make 
the ideal heating system for most in- 
dustrial and commercial buildings. Ease 





















Compact design and appliance styling 
make the PAC ideal for crawl space 
and attic applications in residentiat li 


heating or for pend inst ion 
in basement, utility room or kitchen. 


















































PHILLIPS & BUTTORFF MFG. COMPANY 


NASHVILLE ® TENNESSEE ® Established 1858 


of installation makes them a_ natural 2 NEW DUCT FURNACES Used without ducts, the PAC becomes 
for remodeling a deluxe unit heater which meets the 
and replacement Though varying greatly in details of design and most exacting requirements for cleanli- 
- jobs. Suspended construction, Reznor's two new duct furnaces (auv- _ ness, quiet operation and fine styling, 
gpa eaten wae tomatic heat exchangers) have the common ad- 
units in nine sizes, = vantage of exceptional ease of installation. Both 
25 to 250 thov- offer complete flexibility for combination any- 
sand BTU. Also where in the duct system with components for 
console. styled air moving, cooling, cleaning and humidification 
floor models, 25, chosen to meet the exact requirements of each 
50, and 75 thovu- job. The series DS sectional duct furnace (shown) 
sand BTU makes it possible to assemble—on the job —sys- 
" tems with capacities in excess of 2,000,000 BTU 
out of sections weighing no more than 315 
pounds. 
Laie Ny LARGEST-SELLING 
Reznor Manufacturing Co., 4 Union St., Mercer, Pa 
i Soa ep e 
O O_ Owe 
%. A 
Pn ee . . » MR. APPLIANCE DEALER ! ! ! 
lf You Do Not Handle Enterprise You'll Miss 
| PROFITS PLUS! Enterprise knows dealers must make a 
profit. Full profits are yours with Enterprise ranges. Every model is 
priced for profit plus. Don't miss out on the opportunity to handle 
Enterprise, the complete range line. 
SALES PLUS! Enterprise blankets the market with ranges } 
that offer a complete variety of models in every price bracket. Enter- : 
prise is the complete range line. Everyone a prospect. 
FEATURES GALORE! Low BTU pilots, exclusive i 
Simplex-simmer top burners, automatic ovens, glass oven doors, grid- | 
dle assemblies. Every range built upon welded, all steel full porcelain 
chasis. Dynamic, distinguished styling, built expressly for the modern 
CALL © WRITE * WIRE ae | 
; 
§ 
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® Loading and unloading LP-Gas storage 
tanks in and out of your storage area and 
to location via truck and trailer is an awk- | 
ward, time-consuming and costly job. Now, | 
especially engineered to solve this annoying» 
handling problem and give you greater flexi- | 
bility in placing your bulk systems, is this 


amazing, versatile and field proven Woodside '- 


Hydraulic Power Loader. 


This loaders a rugged, sturdy, reliable unit 
specifically designed to permit one man to 
easily load and unload Lb: Gas storage tanks 
up to 1000-gallon capacity and weighing up 
to 4000 pounds. Wherever a truck can go, 
tanks can be loaded and unloaded. Further- 
more, with one man, one truck equipped with 
the Woodside Power Loader, you can load 
and carry two tanks to destination in less 
than one-third the time of outmoded methods 
(two men, truck and awkward trailer, and 
carrying only one tank). 


Wherever you have 100 or more tank 
handling operations ee aa you will realize 
considerable savings labor, time and 
money. Also when track i is not handling tanks, | 
it can be used for delivering cylinders or other 
service work. It will pay you to investigate | 
this Woodside Hydraulic Power Loader for a 
more profitable operation. 


with the proven 


WOODSIDE 


HYDRAULIC POWER 
LOADER _ 





HYDRAULIC POWER ~ 
LOADER FOR TRUCKS 
= & . 
Performance and Design Facts. 
@ Fits any standard flat bed 
truck chassis, two-ton or 
over, and is Semrated from a 
power take-off through the 
engine transmission. 
@ Requires only 20” s apece 
al 


behind cab, thereby 
ing the entire truck bed to 


be free for lohd carrying. 


@ Easily handles LP-Gas 
tanks up to 1000-gallon ca- 
pacity and loads up to 4000 
pounds, 

@ 100% hydraulically oper- 
ated. Smooth hydrauli eit 
trols lift, swing, and lower 
the most difficult loading 
jobs safely and inexpensively 
on your truck. 

@ 360-degree arc for the 
boom os Tanks a 
easily spotted from any side 
front ti rear, of the truck. 
@ One man operation—a real 
a saver. 


Write for complete information ...or a FREE demonstration. 








N D U.S F R 
606 West Wisconsin Avenue ° 





Milwaukee 3, Wisconsin 
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is a present member of that organiza- 
tion’s board of directors and its ex- 
ecutive committee. He also is a mem- 
ber of the board of directors of the 
American Gas Association. He is a 
member of that National Council for 
LP-Gas Promotion. 


Florence Names Jeske and 
Putman to Board of Directors 


Robert D. Putman and Harold H. 
Jeske have been appointed to the 
board of directors of Florence Stove 
Co., Chicago. 

Mr. Putman is currently vice presi- 
dent in charge of sales and Mr. Leske 
is vice president in charge of opera- 
tions of the Florence Kankakee (lIIll.) 
factory. Both will continue in their 
capacities and serve on the board as 
well. 


John Wood Co. Promotes Griffin 
To Assistant Sales Manager 


Richard L. 
Griffin has been 
promoted to the 
post of assistant 
sales manager of 
John Wood Co.’s 
heater and tank 
division. He will 
report directly 
to the eastern 
sales manager at 
Conshohocken, 
Pa. Mr. Griffin 
joined the company last year. 

The company has also appointed 
Leroy Norris to represent it in the 
Washington, D.C. and northern Vir- 
ginia areas. 


R. L. Griffin 


Bryant Appoints Philip C. 
Kosch as Sales Manager 


Philip C. Kosch has been appoint- 
ed Bryant sales manager, it is an- 
nounced. 

In his new post, Mr. Kosch will be 
responsible for administration of all 
Bryant product sales and field engi- 
neering activities, exclusive of re- 
gional and branch manager opera- 
tions. Bryant is a division of Carrier 
Corp., air conditioning manufacturer. 


James A. Marohn Is Executive 
Vice President of Magic Chef 


James A. Marohn, vice president, 
finance and treasurer, Magic Chef 
Inc., was elected executive vice 
president of the firm at a recent 
meeting of the board of directors in 
St. Louis. 


Mr. Marohn came to Magic Chef as 
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T The Only Complete Reference Book 
on Liquefied Gas Engineering, 
Installation and Operation 







FOR lp 


GAS 


-»»HEATS ONE 
ROOM OR AN. 
ENTIRE HOUSE 





HEATED 
ROOM 


{/ AIR 


PRODUCTS OF 
COMBUSTION 





OUTSIDE 
AIR FOR 





























352 PAGES of Technical Facts, Charts, 
Diagrams, Photographs, Including Latest 
Processes and Materials. 


completely sealed from the room air being heated 
The perfect unit for heating added rooms...hard-to-heat 


CONTENTS 


PART 1. Introduction 

The Progress of the Industry 

The ABC of L. P. Gas 

PART 2. Physical and 
Chemical Properties 

Properties of the Hydrocar- 
bons in L. P. Gas 

Properties of Butane-Propane 
Mixtures 

Volume Correction Factors 

Analytical Determination and 
Testing 

Fire Protection and Control 

PART 3. Production of 
. P. Gas 

Natural Gasoline Plants, 
Recycling Plants, Oil 
Refineries 

PART 4. Transportation and 
Storage 

Delivery by Truck, Rail, 
Water, and Pipe Line 

Storage Tank and Pressure 
Vessel Design 

Liquid Metering and 
umping Systems 

PART 5. Distribution 
of L. P. Gas 

Installing ‘and Servicing 
. P. Gas Systems 

Semi-Bulk Systems 

Bottled Gas Systems 

Gas Utility Service from 
Central Plants 


PART 6. Utilization 
of L. P.: Gas 


Comparative Performance 
With Other Fuels 

Appliance Installations and 
Testing 

Domestic Applications 

Commercial Applications 

Industrial Applications 

Enrichment, Peak Load, and 
Standby Uses 

A Fuel for Internal 
Combustion Engines 


PART 7. Regulations 


N.B.F.U. Pamphlet No. 58 

Motor Carrier Tariff No. 7 

Freight Tariff No. 4 

Unloading from Railroad 
Tank Cars 

Marine Regulations 


PART 8. Appendix 


Interchangeability of Other 
Fuel Gases with Natural 
Gas 

L. P. Gas Insurance 

Handy Tables for Field Use 

Regulators 

Flame Weeding 

Bibliography 

Glossary of Terms 

General Index 


| Saf-Aire burns gas in a ceramic-lined steel chamber, 
| 
| 


rooms... enclosed porches... garages... workshops... 
other apartments...complete homes. Each Saf-Aire oper- 
ates independently and has optional thermostatic control. 
Fool-proof . . . maximum safety is assured under all condi- 
tions of use. 


Here’s why Saf-Aire offers safer, 
cleaner, better heating 


1. Uses only outside air for combustion—no stuffy, 


suffocating rooms. 


2. Combustion products are vented to the outside— 


cannot enter the room. 


3. No chimney, ducts or electricity required. 

4. Easily installed through the wall. 

5. “Zone Controlled” warmth for every room or cabin. 
6. Costs less to install—less to maintain. 

7. Burns all gases, including LP. 








Multiple Utility Service from 


a Central Plant Table and Chart Index 





$ 7 50 Per Copy 


We pay postage on orders accompanied by check or 
money order, In California add 23¢ for sales tax. 


Orders from individuals must be accompanied by 
amount of purchase unless credit has been established. 


SEND ORDER TO a 


198 Seuth Alvarado St. 








Typical Saf-Aire installation in motel 


-STEWART-WARNE 





Los Angeles 57, Calif. 








U. S. MACHINE DIVISION— Dept. AT-115 Lebanon, Indiana 
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financial vice president and treas- 
urer in 1954, after serving in a simi- 
lar post with the Gruen Watch Co. 
| He has also served as vice president 
| and treasurer of the Noma Electric 
| Corp. 


Dunlap, Former LPG Sales 
| Manager for Richfield, Promoted 


Farrell L. Dunlap, manager of 
liquefied petroleum gas sales for 
Richfield Oil Corp. for the past four 
years, has been promoted to manager 
of the asphalt and road oil sales de- 
partment. 

Mr. Dunlap succeeds John R. 
Keane, who has retired. Mr. Keane 
had been associated with Richfield 
for 30 years. 














DELTA’S 


BLU-BLAZE, 


LP-GAS 
SYSTEM 


New Responsibilities Assumed 
By H. V. Bootes at ACF 


Henry V. Bootes, vice president of 
| ACF Industries Inc., has been made 
| a member of the operating commit- 
are the | tee and head of the marketing de- 


REGISTERED | partment of the corporation. 


Mr. Bootes will also serve as chair- 
TRADE MARKS OF | man of the marketing committee, 








| which will review and make recom- 
1@' ELTA TANK MANUFACTURING CO. INC | mendations on proposals for new 
BATON ROUGE, LA. | plants, new products, and changes in 

| present product lines. 








For L. P. Gas Storage 








LEADING FIRMS PICK NELSON 





There are over 250 SYSTEM NELSON 
bulk plants for the storage of LP Gas and 
Anhydrous Ammonia located in 25 states. 
Leading bulk plant operators have found 
that it pays to deal with an organization 
that has the experience, equipment and en- 
gineering skill necessary to do a complete, 
top quality job. Take advantage of this 
extra value and service on your next stor- 
age problem. Contact us for a meeting EDWARD S. NELSON, Ltd. 


with an experienced sales engineer. Dept. L-I 
Clarksdale, Mississippi 





THE LEADING NAME IN THE BULK STORAGE FIELD! 
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Weatherly Is General Sales 
Manager for Chattanooga Royal 


Harley B. Weatherly has been ap- 
pointed general sales manager for 
Chattanooga (Tenn.) Royal Co. 

Mr. Weatherly, who has been with 
Chattanooga Royal for the past six 
years, had served as sales manager 
for all gas heater appliances since 
the first of the year. Before that, he 
was sales manager of the wall heater 
division. 


Regional Sales and District 
Managers Named by Rockwell 


Donald: :C. 
Morgan, Chicago 
district sales 
manager of 
Rockwell Manu- 
facturing Co.’s 
Meter and Valve 
division, has 
been named Cen- 
tral regional 

i sales manager 
D. C. Morgan with offices at 
Pittsburgh. 

Mr. Morgan, who joined Rockwell 
in 1930 as a sales engineer in the 
Chicago office, replaces Carl C. 
Moore, whose retirement has been 
announced. 


R. V. Burnette, gas sales supervi- 
sor for the Central region, succeeds 
Mr. Morgan as Chicago district sales 
manager. ” 


Joseph W. Adams Is Named 
Chief Engineer of Hydrotherm 


In line with its expanding develop- 
ment and engineering program, Hy- 
drotherm Inc., Northvale, N.J., has 
appointed Joseph W. Adams as chief 
engineer. A graduate of Brown Uni- 
versity, Mr. Adams was formerly 
utilization engineer with the Black- 
stone Valley Gas & Electric Co. and 
served on the appliance service com 
mittee of the New England Gas & 
Electric Association. 


Trade Notes 


Dillard Cantrell has joined Trinity 
Steel Co. Inc., Dallas, as assistant t 
the chief engineer. 





Ruud Manufacturing Co., Kalama 
zoo, Mich., has appointed two hom: 
economists, Mrs. Irene Goodhu: 
Leck and Mrs. Mary Doughert: 
Rockwell, to help gas utility hom« 
service directors set up new hom: 
laundry programs or revitalize exist 
ing programs. Mrs. Leck was fo! 
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Selling against electrical competition? 





You'll close more appliance sales 
when you use this handy ... . 


COMPETITIVE 
COST CALCULATOR 


Now... with this authoritative, convincing sales tool, 
you can prove to your prospects quickly, easily, and simply 
that LPG costs less than electricity for cooking and water 
heating. Money talks with most people, so dramatize the 
savings with a Competitive Cost Calculator. 


e@ Compares the average annual 
cost of operating LPG versus 
electrical appliances, using 
your own local rates. 


e Proves to your customers’ 
satisfaction that it’s less ex- 
pensive to cook and heat 
water with LPG than with 
electricity. 


e It’s authoritative! Average 
annual usage figures for both 
LPG and electricity are taken 
from Technical Bulletin 1073 
prepared by the U. S. Depart- 
ment of Agriculture. 


e It will last for years. Made 
from durable plastic -lamin- 
ated board. 


BUTANE-PROPANE News, 198 S. Alvarado St., Los Angeles 57 


NAME. 


Here’s my remittance of $............. 


FERED for which please send me 


Say Competitive Cost Calculators. (In Calif. add 3% sales tax) 





COMPANY 





MAIL ADDRESS. 


CITY. 





ZONE 


STATE 
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each 


Orders of 50 to 99 — 80¢ ea. 
Orders of 100 or more — 70¢ ea. 








LPG OPERATORS — 


The Competitive Cost Calculator 
builds fuel sales as it builds ap- 
pliance sales. Hundreds of LPG 
appliance salesmen are using 
the Calculator to add authority 
to their sales presentations. Be 
sure each of your salesmen has 
one with him on every call. 








| 
| 
| 
| 
| 
| 
z 


- 


The supply is limited, so 


ORDER TODAY! 
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How to Keep 
1400 
accounts 
happy... 
with one 
service 


The 
Answer: 





> 








Hit 





Want to get extra service out of your 
present road equipment? Then, fol- 
low the lead of Ed McKeon, LP-Gas 
dealer of Kennebunk, Maine. 

His problem was to service old and 
new business—totaling upwards of 
1400 active accounts—with just one 
truck and service man. He shied at 
the expense of adding another truck 
and driver. So he installed an RCA 
2-Way Radio and saved the difference! 

With an RCA Fleetfone Radio at 
headquarters and a mobile radio in 








the truck, the dealer is in constant 
touch with his service man. It used 


to take about 10 hours to cover work. 


that now takes eight. And, at som» 
thing like four cents a minute, that 
represents almost $5.00 a day saved. 
You’ll be years ahead, save hours, 
miles and dollars when you equip 
your trucks with RCA world-famous 
2-Way Radio. Precision manufactur- 
ing and high quality components 
assure top performance in all climates, 
whether desert heat or arctic cold. A 
tough 16-gauge steel case houses the 
compact transmitter-receiver, assur- 
ing positive protection under all 
road hazards. Operation cost is low. 
Fill all your needs for both mobile 
and fixed stations with RCA 2-Way 
Radio Equipment. You can count on 
the RCA Service Company for 
installation and service facilities. 


For the Best in 2-Way, Say “RCA” 
RADIO CORPORATION of AMERICA 


COMMUNICATIONS EQUIPMENT ¢ CAMDEN, N. J. 


Radio Corporation of America, Dept. Y-204, Building 15-1, Camden, N. J. 
In Canada: RCA VICTOR Company Limited, Montreal 


(] Please send free literature 


(-] Have Communications Specialist call 





COMPANY 
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| 
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| 
| 
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merly national home service director 
for the Maytag Co., while Mrs. Rock- 
well held a similar position with the 
Thor Corp. 


Ever-Tite Coupling Co. Inc., New 
York, has appointed James A. Bu- 
chanan to the post of manager of 
sales. He was formerly with Metal 
Hose & Tubing Co. 


Roland D. Payne has been ap- 
pointed sales manager of the home 
appliance sales division of Servel 
Inc., Evansville, Ind. Before joining 
Servel, Mr. Payne was for six years 
manager of television, radio and 
electronic equipment sales at CBS- 
Columbia Inc., Long Island City, 
N. J. 


Ellsworth W. Simms has been ap- 
pointed general manager of the Ham- 
ilton (Ohio) Estate division of Whirl- 
pool-Seeger Corp. 





John Harry Grayson 











John Harry Grayson, 68, pioneer 
developer of thermostatic control for 
water heaters and clock control for 
gas ranges, died late in September at 
his home in Monrovia, Calif. Mr. 
Grayson, who came to’ the United 
States from his native England at the 
age of 21, was organizer of the Gray- 
son Heat Control Co. of Lynwood, 
Calif., now a division of Robertshaw- 
Fulton Controls Co. 

Another company in which he was 
active, Grayson-Greenamyer, be- 
came a division of General Controls 
Co. in 1951. He was director of re- 
search and development for that or- 
ganization. 

During World War I, Mr. Grayson 
held a key position with the British 
Ministry of Munitions. Among hon- 
ors bestowed on him was the Ameri- 
can Gas Association’s Addison B. 
Day Medal for his contributions to 
automatic living. 





George A. Dennis 














George A. Dennis, 64, who oper- 
ated a bottled gas business in Na- 
poleon, Ohio, died Sept. 4 in Heller 
Memorial Hospital. 

Mr. Dennis had been a resident of 
Napoleon since 1920. He formerly 
operated a plumbing business there 
and for the last 27 years had been a 
bottled gas dealer. 
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Weis Sells Three Times 
As Much L.P. gas in The 


Summer As In Winter! 


@ An aggressive farm engine conver- 


sion program is the principle reason 
behind this successful summer gal- 


lonage increase. 


Read about it onthe next page @ 





Rice growers must keep their 
fields flooded from planting to 
harvest time. Weis Butane Gas 
Co., West Memphis, Ark., had 
this preassembled outfit in- 
stalled and pumping within 24 
hours after its gasoline-burning 
predecessor broke down on the 
job. Francis Weis checks its 
first hour’s operation. 


POWER SECTION 














= 


YEARS AHEAD IN _. 
LP-Gas Carburetion 










VACUUM CONTROLLED 


SAFETY SHUT-OFF VALVE VAPORIZER-REGULATOR UNIT 

















LIQUID FILTER STRAIGHT GAS OR 
COMBINATION 
GAS-GASOLINE 


CARBURETOR 


Ls 


Every Carburetion Component from EMS/GN 


You take the guess work out of LP-Gas carburetion when your engines are 
equipped with Ensign. Every component; liquid filter, vaporizer, carburetor and 
safety shut-off designed and manufactured by Ensign, assures a well balanced 
combination of equipment which produces maximum power, maximum 
economy, easy starting plus safety precautions against emergencies. When you 
plan your LP-Gas engine installation go 100% Ensign... you will be years ahead... 
dollars ahead. Leading tractor builders choose Ensign for their LP-Gas models. 





/aV/ USY// tp V/ CARBURETOR COMPAN*’ 
7010 S. ALAMEDA ST., P.O, BOX 229, HUNTINGTON PARK, CALIF. 
BRANCH FACTORY: 2330 WEST 58th ST., CHICAGO 36, ILLIN‘ i$ os 
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Several of the Weis cotton plantation accounts are so large that they have 10,000 gal. 
storage tanks and receive full transport loads of Weis-O-Gas, hauled direct from refinery. 


Power Push Gives Weis 
Heavy Inverse Ratio 


By Carl Abell 
Editor 


WV EIS BUTANE GAS CO. ex- 
pects this year to retail nearly 16 
million gals. of L. P. gas through the 
company’s eight branches in eastern 
Arkansas. Twelve million of those 
gallons were sold during the sum- 
mer months. The company has an in- 
verse ratio of 3 to 1. Therein lie some 
wonderful possibilities. 

On the basis of its 12-million gal- 
lon summer load, the company can 
procure up to 18 million during the 
winter season. Requiring only 4 mil- 
lion for its own retail deliveries, 
Weis Butane can supply 14 million 
gallons to other operators who have 
not developed the summer load, en- 
abling them to get enough fuel from 
the producers to meet their top- 
heavy winter requirements. 

Weis Butane Gas Co. was the sec- 
ond LPG dealer in Arkansas. R. C. 
(Dick) Weis, now president of the 
company, operated a wholesale gaso- 
line and oil business in Wheatley, a 
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few miles out of Brinkley. B. T. Har- 
ris operated the state’s first cylinder 
filling plant at Little Rock, and was 
looking for local dealers. Dick Weis 
signed up as his first dealer, and for 
some time sold bottled gas to local 


AEN field report 





Three-to-1 balance in favor 
of summer uses enables 
Arkansas dealer to offer fuel 
in wholesale lots to other 
dealers with top-heavy win- 
ter peak loads. 


users, shipping the cylinders back 
and forth for filling. It was steady, 
profitable business, so to get more of 
it the Weis organization added appli- 
ances and devoted a lot of time and 
energy to their sale. 





Headquarters plant at Brinkley receives both rail and transport shipments, and stores 56,000 gal. 
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bile, truck, y 
engines. Use with solenoid 
valve for positive lock-off. 


Write or phone for information 


LOAD BUILDER 


L-P GAS MEN 


120 H.P. Dry-Gas Regulator. 
Similar to 120 except for 
vapor use. 

Built-in vacuum lock-off. 


33%, Ibs. in weight 
6” in diameter. 


120 H.P. vaporizer-regulator. 
Used on fork lifts, tractors, 
taxis, small engines. 
Built-in vacuum lock-off. 
33%, Ibs. in weight 

6’ in diameter. 





275 H.P. vaporizer- -regulator. 





5%, Ibs. in weight 
61," in diameter. 


500 H.P. vaporizer-regulator. 

Large trucks, off-the-road 
quipment, large stationary 

engines. 

Built-in vacuum lock-off. 





15 Ibs. in weight 
9’ in diameter. 


on how you may qualify. 
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jvstments. 





Available in over 24 different 
models to fit all makes and 
types of engines. 


6 and 12 volt d.c. Yg"’ and %” 
pipe size. Nine model LPG 
valves. One model gasoline 
valve... Special valves on 
request. 


Straight LPG Carburetors in 
many styles and sizes to fit 
most every requirement. 


Simplified spud designs for 
more economical conversions. 


Beam Products are compact and easy to 
install. Only two simple independent ad- 
Quick sure starting. Can be 
converted so that engine will operate on 
gasoline again with the flick of a switch. 


Complete pumping unit, built up and equipped 
with carburetion in the Weis shop, lifts water 
from bayou to rice field. 





It was not long until there was 
enough business in sight to justify a 
bulk storage plant and cylinder fa- 
cilities for their own use. The Weis 
Butane Co. was organized in 1935, 
and an office and bulk plant were in 
stalled in Brinkley. As the busines: 
grew, branches were installed ai 
Stuttgart, Forrest City, West Mem 
phis and Blytheville, and bulk serv- 
ice tended to replace cylinder service. 

At the end of World War II th 
story of Weis Butane Gas Co. was 
about the same as that of most other 
companies that enjoyed similar op 
portunities—growth due to increas. 
ing demand and energetic selling. 
Nearly all of the business was in the 
domestic field, and Weis had the 
problems of seasonal imbalance cus 
tomarily encountered in connection 
with domestic use. With a winter/ 
summer ratio of nearly 4 to 1, it was 
difficult to get enough fuel to meet 
winter heating needs, and idle time 
and unused equipment in the sum 
mer were problems. 

The possibilities of carburetion as 
a load balancer were just beginning 
to be known in that part of the South. 
The carburetion market looked par- 
ticularly good in the Weis trade ter- 
ritory because of the extensive rice 
and cotton plantation areas. Rice 
fields must be kept flooded from the 
time the crop is planted until harvest 
season. Many of the rice farmers 
used gasoline to pump their water 
from wells, streams or lakes. The cc'- 
ton plantations were turning more 
and more to power equipment, wi! 
tractors replacing the numerous 
mules and colored farm hands. 
both cases it was important that t/ 
equipment be able to operate throu? 
the entire season without interru 
tions for repairs. Users of gasoline 
engines were having the customary 
troubles in getting continuous ser  - 
ice out of their powér plants. 

Early experience with L. P. g: 
conversions there, as well as else- 
where, did not always seem to pr- 
vide the answer. There were certain 
installations that were giving pl ¢- 
nomenal results, with pumping ©- 
gines going through two or more s¢a- 
sons without requiring majer repa'’s. 
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Francis Weis tackles jungle of Johnson grass 
to show plantation owner the effectiveness 
and labor-saving ability of flaming equipment. 














Others developed considerable trou- 
ble. From studies of as many of these 
cases as was possible, it became ap- 
parent that when an engine was in 
good mechanical condition before 
conversion, and the conversion job 
was thoroughly done, including rais- 
ing the compression, cooling the in- 
take manifold, and applying and L. P. 
gas carburetor supplied from a liquid 
withdrawal system, results were 
highly satisfactory as long as the ig- 
nition system was properly main- 
tained. 

Conversions of the “minimum” 
type —a vapor fuel system with a 
connection spudded into a gasoline 
carburetor and no changes to fit the 
engine for the use of LPG—were 
sometimes doing acceptably on small 
engines in light service, but on larg- 
er engines in continuous and heavy 
duty service the results were nearly 
always unsatisfactory. Loss of pow- 
er, high fuel consumption, and the 
tendency to run lean under continu- 
ous load caused numerous com- 
plaints, which led many users to 
change back to gasoline, and to 
broadcast their dissatisfaction. They 
did not blame their troubles on them- 
selves or on the inadequate conver- 
sions— their gripe was against the 
fuel. 


When these facts became clear the 
Weis organization decided on its fu- 
ture course. It would balance their 
load by selling carburetion. Each 
conversion would be thoroughly and 
properly done. No miracles would be 
expected or promised. Every engine 
to be converted would be in sound 
mechanical condition, and the igni- 
tion system would be brought to 
peak efficiency. There would be no 
halfway conversions. They would 
sell the customer what he needed, 
or they would not make the sale. If 
the customer demanded something 
that could not possibly give satisfac- 
tory results, he could get it some- 
where else. 

Going into such a program with 
five branches and no trained men 
presented other problems. Men who 
were unfamiliar with carburetion 
could not be expected to undertake 
the conversions — they would even 
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CENTURY .t-p-cas 
CARBURETORS 


Individually Designed 
because it’s a | METERING VALVE TYPE 


| 

STARTS INSTANTLY upon installation. 

GIVES INSTANT POWER—no choking or fluttering. 
IDLES PERFECTLY. 

BALANCES POWER of each cylinder. 


NO MULTIPLE ADJUSTMENTS —tune up only. 
PERFORMS AT ALL speeds to pre-set perfection. 


CENTURY GAS EQUIPMENT CO. 
11188 Long Beach Boulevard, Lynwood, California 





Easy Starting! Perfect Idling! Economy! 
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hesitate to sell the jobs. Someone 
had to sponsor the program, devote 
his time to it, learn the answers, and 
train an adequate organization. Mr. 
Weis’ oldest son, Francis, was fresh 
out of the Air Force, thoroughly 
trained in engine principles, full of 
self-confidence and enthusiasm, and 
looking for an outlet for his talents. 
He became the daddy of the carbure- 
tion program, working out of the 
headquarters office and coaching all 
the branches in selling conversion 
jobs, then supervising the installa- 





tions and training men so each 
branch could eventually carry on un- 
der its own steam. 

The first year, 1948, was devoted 
to a great deal of hard work and 
rather meager results. L. P. gas had 
a black eye as engine fuel. To make 
sales it was necessary to guarantee 
that if the results were not satisfac- 
tory the customer’s money would be 
refunded and his engine changed 
back to gasoline. Francis recalls with 
pride that they have never had to 
make good on this guarantee, but he 











Model 1570-E _ 


Converter , : Filter 


1109 Santa Fe Avenue 
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ALGAS LP-GAS carburetion equipment 


Model 615 





Across the nation and throughout the world, as the name Ford gains 
wider recognition as a symbol of quality, Ford Industrial Engines are 
gaining further recognition for engineering advancements that bring 
increased efficiency and economy. With the increasing use of LP-Gas 
in many fields, it is only natural that Ford would provide industrial 
engines that are LP-Gas equipped. In choosing LP-Gas carburetion 
equipment for their industrial engines, Ford made sure that the quality, 
performance and economy would measure up to Ford standards. 
Naturally ALGAS is proud that Ford industrial engines are among 
the leaders using ALGAS equipment. 


AMERICAN LIQUID GAS CORPORATION 


e« los Angeles 21, California 


RRD 









INDUSTRIAL 
ENGINE 





Outan PROPANE 


Established 1932 





Series F-1850 


Carburetor 
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admits that in the early days there 
were some very close shaves. They 
still quote the guarantee in making 
sales, but over the years equipment 
has been improved and their knowl- 
edge has increased, so there is no 
longer any risk involved. 

Various policies have been used to 
make selling easier. If a customer 
does not want to put out the cost of 
conversion as a lump sum, he can 
make a deal that will pay for the 
equipment out of savings in operat- 
ing cost. In the conversion of a rice 
field pump this will ordinarily clear 
the account in three or four months. 
Tractors will generally pay out with- 
in the first crop year. This makes po- 
tent selling ammunition—the equip- 
ment pays for itself out of savings, 
and then the continued savings will 
eventually buy a replacement pump 
engine or tractors. 

There were many problems in con- 
nection with customers’ fuel supply 
tanks. A customer who had for years 
owned his own gasoline storage tank 
and pump might object to duplicat- 
ing these facilities at the higher cost 
of a propane installation. A tractor 
customer might already have an LPG 
tank in his yard, owned and serviced 
by a competitive dealer. Weis was 
after the tractor fuel business, but 
cutting a competitor’s throat was not 
part of the program. It was a little 
hard for this customer to see why he 
should buy a second tank just to put 
fuel into his tractors. For these and 
other reasons Weis Butane set up a 
policy of leasing tanks to carburetor 
customers at a nominal rental. The 
tanks are owned, painted, and main. 
tained by Weis. They are sized to fii 
into an economical fuel delivery pro- 
gram, and ample fuel reserves are 
maintained. For some of the larger 
plantation accounts, where the LP- 
powered fleet may include from 20 
to 40 or more units, the storage tanks 
hold 10,000 gal. These are generall; 
filled direct from one of the seven 
transports which the company now 
operates. Since this fuel is hauled 
direct from the refinery to the cus- 
tomer, and Weis Butane does no! 
have the expense of putting i! 
through the company storage, the 
customer is given a more favorabl« 
price. 

At the beginning of the carbure 
tion program, the work was carriec 
on most intensively in the territory 
served by the Brinkley plant. Othe: 


BUTANE-PROPANE News 

















rm NN 


weweF he = & — 


—~ 2 


it i ee ee i 


ee, 4 i 








branches had varying degrees of suc- 
cess—some good and some notably 
poor. The West Memphis branch was 
dragging its heels. In 1952 it served 
only 47 tractors and 8 rice pumps. 
Then the branch manager resigned. 
Francis Weis went over to keep 
things going temporarily until a new 
branch manager could be secured. 
He is still there, and has built the 
carburetion business up until it is 
ahead of all the other branches, serv- 
ing more than 800 tractors, 250 trucks 
and 100 rice pumps. 

The Blytheville branch was also 
far behind schedule on carburetion. 
Conditions there were particularly 
bad, as in the early days the area had 
been flooded with poor conversions. 
Most of these had been taken off and 
thrown away, but the memory lin- 
gered. Because of this very bad start 
the manager believed that carbure- 
tion could not be sold in that area— 
and what a man does not believe in 
he cannot sell. Francis Weis went up 
two years ago and spent a week with 
the Blytheville crew calling on trac- 
tor prospects. In 40 calls they sold 8 
conversions. One sale in five calls. 
That was exactly the reverse of what 
was happening in the West Memphis 
territory, where Francis was accus- 
tomed to missing his sale to only one 
out ef five new prospects. This ne- 
cessitated moving a mechanic up to 
Blytheville to make the eight conver- 
sions. With a new head of steam, this 
branch is now selling conversions al- 
most every day, and the carburetion 
crew has been expanded to six men. 
A new quonset type building has 
been erected to house the service de- 
partment —the corner of the shop 
originally devoted to carburetion 
quickly proved too small. 

A great many of the rice pump en- 
gines were old or in very bad condi- 
tion due to prolonged operation on 
gasoline. When a rice farmer has his 
pump engine break down in the mid- 
dle of the growing season, the situa- 
tion becomes bad—the rice must 
stand in water continuously. It takes 
time to overhaul an engine, and if it 
is also to be converted from gasoline 
to L. P. gas the lay-up time is pro- 
longed by at least a few hours. Con- 
verting only these existing engines 
would confine the pumping engine 
conversions to the winter months. 
That did not make sense — Francis 
wanted something that could be sold 
the year round. He found the answer 
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ANOTHER 
WESTERN 
TANK 






LOOK to WESTERN for New 


Developments to surpass these 
Outstanding Firsts in the industry 


q FIRST in the Industry to produce tanks 
in tractor colors. 


y FIRST in the Industry to furnish the 
International Harvester Company with 
tanks to be installed at the Farmall fac- 
tory on the 300 and 400 series tractors. 


1 FIRST in the Industry to manufacture 
ADJUSTO, the pickup tank that fits all 
models of pickups. 


Arkansas Foundry Co. 
LITTLE ROCK, ARK. 
The Binkley Company 
OKLAHOMA CITY, OKLA. 
Brungart & Jennings 
BIRMINGHAM, ALA. 
Gene Bumous, Inc. 
PLAINVIEW, TEXAS 
Chickasha Gin & Mill 
CHICKASHA, OKLA. 
Fairbank Sales & Serv. 
WICHITA, KANSAS 
Fannin’s Gas & Equip. 


OMe 
SOM 8c 


the International “300” Utility 
Tractor. This tank, available 
only from Western, will be 


ready in approximately 60 PHOENIX, ARIZ. 
d Illinois Auto Elect. 
— CHICAGO, ILL. 


Moulden Supply Co. 
JACKSON, MISS. 


Sleeper Equip. Co. 
ST. LOUIS, MO. 


(v—— Southwest Gas & Equip. 
LIBERAL, KANSAS 
There’s a WESTERN Tide LPG, Inc. 


EDINBURG, TEXAS 
DISTRIBUTOR selected for patueane comes 
Dependability and Know-How 


. . . Near You! Sagem een 


TANK AND STEEL CORP. 


‘ POrter 5-9474 






















Box 1013 Lubbock, Texas 
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Get Better LP-Gas Carburetor 
Installations with these 
HOSE CONNECTORS 


No longer is it necessary to use many miscel- 
laneous parts to make up ONE-ELBOW com- 
bination. With these Hose Connectors, ONE 
FITTING does the job. Manufactured of high 
grade ,heat-treated, aluminum-alloy. Anodized 
to resist corrosion, designed to fit hose per- 
fectly, machined inside to give maximum un- 
restricted flow of gas. 





Precision Made 
EXHAUST. 
HEADERS 


Designed specifically for GMC engines 228 thru 
302 and International engines 361 thru 501. 
Provides positive gasket sealing without port 
restrictions. Stock head pipes and flanges used. 
May be used with stock or dual intake mani- 
folds. Provides longer exhaust-valve life, lower 
engine operati es, and additional 
gas mileage through reduced back pressure. 
They are burnout proof and have ample capac- 
ity. 





Write today for full information. 














by getting the distributorships for 
Chrysler and Reo industrial engines, 
which supplied the larger engines 
needed, and by procuring Chevrolet 
and Ford Six engines for the smaller 
power requirements. These engines 
are converted at the West Memphis 
shop, and then held in stock until 
needed to put on a customer’s well. 
Working in this way a customer’s 
pump can be back in service in just 
a few hours, with an engine on the 
shaft that will keep it turning through 
the entire season. When business in 
pump engines is really humming, the 
West Memphis shop has a production 
line of new engines being converted, 
and a row of pick-ups in the street 
waiting to take them off the line and 
set them down in the fields. 


Good Relations 


Good relations have been main- 
tained with the tractor dealers by re- 
ferring the overhauls so frequently 
needed before conversion to the 
agencies, and by sending prospects 
for the purchase of factory-equipped 
tractors to agencies that had demon- 
strated their willingness to cooper- 








ate. The Weis service employes are 














IN TEXAS 


AND THE GREAT SOUTHWEST 
J&S%$ is HEADQUARTERS FOR 
| L.P. GAS CARBURETION. 


We are adding buildings, buying machinery, hiring new people 
in order to keep up with greatly increased sales of J&S conver- 
sion equipment. We suggest you place your Fall stock order 
now, and have kits on hand for the big rush. 


J&S CARBURETOR CO. 


P.O. BOX 10391 ¢ 2634 N. BECKLEY © DALLAS, TEXAS 
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also glad to help the tractor agency 
mechanics with any problems related 
to LPG fuel or carburetion systems 
Some of the agencies have been so 
impressed with the customer satis- 
faction with LPG, and with the grow 
ing demand for factory equippec 
units that they are really going all. 
out to cash in on the trend. The Johr 
Deere agency at West Memphis, Peo- 
ples’ Implement Co., has in some 
months averaged as high as 17 pro. 
pane-equipped tractors to every on: 
sold with gasoline carburetion. 

Besides overcoming the company’: 
winter inbalance, the carburetion 
program has been a means of expan 
sion into new territory. Where it 
would be impractical to serve a new 
domestic account off at a distance of 
several miles from an established 
route, a carburetion account consum- 
ing several times as much fuel does 
not present the same uneconomical 
aspect. Taking the bigger part of a 
thousand gallons at a dump, the trac- 
tor account permits profitable deliv- 
ery at greater distances. Then too, 
the neighbors have the habit of ex- 
changing information, and soon there 
is another tractor acount in the same 
neighborhood. After this has gone on 
for a while there is enough volume 
there to justify putting in a small 
bulk plant, with a driver-salesman 
and one bulk truck. It keeps on 
growing, and soon the territory will 
support an office staff and service 
crew. During the past few years 
branches have been opened at Mari- 
anna, Hughes and Weiner in just this 
pattern. 


Headaches 


During the first year in the carbui- 
retor business the Weis organiza- 
tion had to feel its way and find out 
what they wanted to do in selling 
carburetors. A good sales story carie 
with each different make, so they 
tried out most of the brands. Abo 
six years ago they came to the con- 
clusion that being responsible fcr 
service on a number of differe 
brands could run into about the bi« 
gest headache they had ever know». 
It involved altogether too mu‘! 
training of employes, and the sto 
problem was terrific. Checking ba 
through their experience, they ©:- 
cided to specialize on the Centu 
line, so they became Century d's 
tributors for the territory in northe ° 
and eastern Arkansas. Since Fran‘! 
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Power Push... Weis is now pioneering 
agricultural burning in the flatlands 











is still the daddy of the carburetion 
program, the wholesale part of the 
business is carried on at the West 
Memphis branch. Carburetors and 
service parts are carried in stock to 
take care of the dealers, and dealers’ 
service men are trained by bringing 
them in and allowing them to work 
with the regular shop crew until they 
can carry on by themselves. Dealers 
are also served in open territory in 
several states east of Arkansas. 

Handling the volume of fuel that 
goes through the Weis organization 
requires a good deal of storage and 
transportation equipment. Storage at 
the various plants ranges from 12,000 
to 56,000 gal., with a total of 272,000 
gal. at all eight plants. Fuel for many 
of the larger accounts never goes 
through the company storage. It is 
hauled direct from the refinery in a 
company transport. There are seven 
of these semi-trailer units in the fleet, 
ranging from 5000 to 6500 gal. The 
older ones are double barrel type, 
but the latest addition to the fleet is 
a big single tank unit. ; 

For bulk deliveries out of the stor- 
age plants the company uses 28 bob- 
tails, mostly carrying 1700 gal. The 
newest trucks are larger, with 1800 
gal. tanks and 3 ton chasses in place 
of the 24% ton jobs formerly used. The 
going is pretty rough in getting into 
some of the race farms, and the heav- 
ier jobs take the beating better, be- 
sides showing higher earnings be- 
cause of the increased amount of fuel 
delivered per day. The operating cost 
is not appreciably higher. 

During the past year the company 
has gone in extensively for the pro- 
motion of agricultural burning. The 
weed problem in the Arkansas flat- 
lands is severe, and the permanent 
irrigation works in the rice fields and 
the increasing development of sup- 
plemental irrigation systems on the 
cotton plantations provide a tremen- 
lous potential market in keeping the 
weeds out of the canals and ditches. 

This is the type of pioneering op- 
eration that appeals particularly to 
he Weis organization. The selling 
‘oes not require extensive prelimi- 
nary training, and the servicing can 
»e handled by any trained gas serv- 
*e man after only rudimentary in- 
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struction. And the consumption of 
gas is tremendous in comparison with 
other agricultural consumption in 
the area. One of the big mobile ditch- 
bank burning machines will consume 
between four and five hundred gal- 
lons per day. The smaller single- 
burner hand operated machines use 


To facilitate operations in this line 
the wholesale activity has been aug- 
mented by securing the distribution 
of the Agriquip line for a four state 
area. During the first year this ac- 
tivity has shown a noticeable in- 
crease in the company’s summer gal- 
lonage. 

Taken together, the carburetion 
and the weed control programs of 
Butane Gas Company are making an 
outstanding contribution to the sum- 
mer-winter load balance of the en- 


from ten to twelve gallons per hour. tire area of Eastern Arkansas. a 


| There’s a difference you can SEE 


with Santa Fe “Custom-Built” Tanks 















400 Farmall Tractor converted 
using Santa Fe Cat. No. F-38 
Cross Mount Tank 
(38 Gal. W. C.) 


veaae matter of fact, you can see many important differences 
in the revolutionary new Santa Fe cross mount 
tank for the popular 400 Farmall tractor. You can 
tell at a glance there’s far greater visibility for the 
driver... and a “built in’ appearance that sets a 
new standard for tractor conversions. Improved 
filling speed is apparent in the forward placement 
of the filler and vapor return valves. Even the 
mounting of the liquid level gauge spells con- 
venience. 


There are some differences you can’t see, too. 
One is the speed of installation. It’s easily made 
with the hood cut out templates, rubber trim and 
complete diagrams and _ installation instructions 
supplied with each tank. Another is the quality 
construction, experience and integrity built into 
every Santa Fe tank, Added together these dif- 
ferences assure true satisfaction for you .. . and 
your customers, Write today for complete specifi- 
cations and prices on this outstanding tank for the 
1.H.C. 400 Farmall tractor, or our similar design 
for the I.H.C. 300 Farmall. 


Wa ENGINEERING & 
EQUIPMENT Co. 
2830 Sand Springs Road « Ph. Diamond 3-8169 @ Tulsa, Okla. 
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TEXOIL 
BUTANE-PROPANE 
DISPENSERS 





Available to the trade or to tank 
manufacturers for resale with their 


tanks as complete installations. 


TEXOIL 
EQUIPMENT, INC. 


Pe i6é COCERRELL $F, 
DALLAS a1. EX Aes 
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The Ford “Big Job F-750” has the Heavy Duty Power King Special engine, which 


delivers 168 hp with the four-barrel carburetor. 


New '56 Ford Truck Models 
Offer Interesting 


‘ Conversion Possibilities 


— chassis models will be in- 
cluded in the Ford truck line for 
1956, equipped with engines which 
are variations of four basic models. 
The smallest units may be had with 
a six-cylinder engine which is close 
to the standard passenger car engine, 
with a lower compression ratio. 

Variations of the Power King mod- 
el are built around the eight-cylinder 
standard passenger car engine, but 
with lower compression ratios. Dou- 
ble-barrel carburetors are used in 
the two smaller models of this series, 
while a four-barrel carburetor is 
used for extra power in the heaviest. 

Engines for the two Cargo King 
and the two Torque King models are 
produced by using a longer stroke 
crankshaft with special borings of 
the block. The Cargo King is de- 
signed to take the same pistons as 
the six-cylinder engine, while the 
bore of the Torque King engine takes 
the Mercury pistons. 

Direct adaptations of the Mercury 
and Lincoln engines do not appear 
in the 1956 truck line. 

While the data are not available at 


this time to make specific reeommen- 
dations for interchange of heads in 
raising the compression for LPG con- 
versions, the line-up offers interest- 
ing possibilities. The passenger car 
compression ratio (8:1) in the six- 
cylinder engine is so close to the 
truck compression ratio (7.8:1) that 
there would be little gained by 
changing heads. But the 8.4:1 heads 
of the Ford eight-cylinder passenge: 
car engine would make a big differ 
ence when substituted for the 7.% 
and 7.6 ratio heads used on the Powe 
King series engines. 

The Cargo King engine has ap 
proximately 1/16-in. smaller bor: 
than the Ford passenger car engine 
If the cylinder head stud spacing anc 
water circulating holes are the sam 
in both blocks, which can readily b 
determined by matching the gasket: 
then the 7.8:1 head from the Powe 
King engine could be used on th 
Cargo King to obtain approximate! 
8.6:1. The 8.4:1 passenger car engir 
head would give a ratio close to 9.2: '. 


@ Continued on Page 161 
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CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the fifth of the month preceding publication. 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt display type for headings. Set 
with 1 pt border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for maxi- 
mum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 7 pt type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 








HELP WANTED 





BUS. OPPOR. OFFERED — Cont. 





FOR SALE - TRUCKS - TRAILERS - Cont. 








WANTED —LPG SALES REPRESENTA- 
tive to sell to jobbers in Kentucky area for 
large producer. Send resume with full details to 
Box 1120, BUTANE-PROPANE News, 198 
So. Alvarado St., Los Angeles 57, Calif. 


WANTED: TECHNICAL WRITER. WE 
need a technically trained man under 35 for the 
editorial staff of BUTANE-PROPANE News. 
He should have a background of mechanical 
engineering and experience in LPG or Gas Oper- 
ations—with emphasis on equipment. He should 
be able to write clearly and cleanly and have done 
some work in preparing reports. He should have 
an inquisitive mind and like to probe into the 
“Why” of things, and be able to explain to 
others what he has found out. Experience in 
magazine or newspaper production as well as 
photography is desirable, but not essential. 
Duties will include field trips to gather data for 
original articles. Application by letter only. 
Send details to: BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 








FLORIDA — WANTED: THREE EX- 
perienced service and installation men for 
largest LP-Gas Distributor in Florida... Ex- 
cellent working conditions. Paid vacation. 
Insurance, hospitalization and pension bene- 
fits. Unsurpassed living conditions. This is 
a permanent job with a fine future in a 
rapidly growing organization. Please write - 
fully covering your experience and qualifica- 
tions. Salary open. All replies will be treated 
in confidence. C. W. Roberts, P. O. Box 
2191, Orlando, Florida. 





FOR SALE: TEXAS BUTANE PROPANE 
Business—$100,000, which is less than market 
value of assets. Large income. Send financial 
reference with inquiry. Reply Box 1125, BU- 
TANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 


DELIVER MORE GAS IN LESS TIME... 
with 1800 WG U-69 Nor-Tex Twin Delivery Unit 
equipped with high flow piping. For only 
$2,194.80 (including tax) it can be mounted on 
your choice of truck or on one you already have. 
Trim skirting, ICC lights, Viking mechanical 


. seal pump, P.T.O., spline jack shaft and 50 ft. 


filler hose. Call NOR-TEX PRODUCTS COM- 
PANY collect, C-5416, Denton, Texas. 





WANTED TO BUY: BOTTLED GAS OR 
bulk gas business. Prefer combination of both. 
Advise number of customers, gallonage, equip- 
ment, trucks, etc. Prefer Ohio, Indiana or Illinois 
location. Reply Box 1115, BUTANE-PROPANE 
News, 198 S. Alvarado St., Los Angeles 57, Calif. 





WANTED TO BUY: SMALL OR MEDIUM 
sized Gas business, located in Central or South- 
eastern states. Reply Box 1110, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 














BUSINESS OPPORTUNITIES OFFERED 


LPG BULK PLANTS. WE SPECIALIZE IN 
petroleum properties throughout Midwest. Have 
number desirable plants for sale. PETROLEUM 
MARKETERS, 605 Produce Bank Bldg., 
Minneapolis, Minnesota. 


EXCELLENT OPPORTUNITY 


For the right man to develop a going 
Propane business in West Los Angeles, 
on a profit-sharing basis. 
Reply — Box 25697 
Los Angeles 25, Calif. 














TRUCK STOP and 
BUTANE DISTRIBUTOR 


Southwest New Mexico. Netted over 
$20,000 in 7 months, 1955. Handles gas 
and oil sales, overnight truck facilities, 
gas and butane dist. etc. Largest in 
area. On heavily-traveled main highway. 
Cc letely equipped. Il] health forces 
owner to offer business at amazingly low 
price. LIBERAL TERMS. Write Dept. 
#22372 for full information. 


FREE BULLETINS ON ABOVE BUSINESS 


Chas. Ford & Assoc. 
6425 Hollywood Blvd., Los Angeles, Calif. 
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FOR. SALE — TRUCKS - TRAILERS 





DO YOU WANT—BIG HAULS WITH 
FAST DELIVERY? New 2,000 WG twin pro- 
pane Model 150 (large DeLuxe cabinets on each 
side) delivery unit with hi-flow piping. Viking 
70 GPM mechanical seal pump, PTO, shaft, 
piped complete, painted with ICC lights, 50 ft. 
1 in. filler hose and mounted on NEW 1956 
Chev. Model 6403 chassis with 2 speed, HD 
springs, BIG ENGINE, at ONLY $4935.00 
Fed. Excise Tax Paid. Meter and other acces- 
sories available. 1956 Internationals, G.M.C.’s, 
Dodges, and Fords also available) WHITE 
RIVER DISTRIBUTORS, INC., Batesville, 
Arkansas. 





FOR SALE: 1951 TRINITY TRANSPORT, 
twin, 5250 gallon, U68, Reyco tandem, 10:00 
tires, air brakes. WHITE TRACTOR, butane 
equipped, 10 :00 tires, air brakes. Both very clean. 
Elliott Truck Lines, Box 1, Phone 1263, Vinita, 
Oklahoma. 





BUYING YOUR FIRST DELIVERY TANK 
TRUCK? In addition to SAVING YOU 
MONEY, we can give you many good ideas in 
the operation-of a bulk L. P. Gas business. Our 
years of experience as a retail gas dealer have 
assisted many new dealers who purchased their 
first delivery truck from us. WHITE RIVER 
DISTRIBUTORS, INC. Phone 570, Batesville, 
Arkansas. 





FOR SALE: HEAVY CONSTRUCTED 
Trailer with 3-1000 gal. spheres. 200% W.P. 
each sphere, can be used separately or mani- 
folded. Photograph and details on request. Enid 
Propane Co., 3205 No. Enid Blvd., Enid, Okla. 


EASY TERMS AVAILABLE ON ALL NEW 
or used propane units. We carry our own paper 
—no red tape involved. 5 Models of twin or 
single truck tanks in siees from 600 to ay the WG 
available. You may furnish your own 

or we have any make or model NEW 1956 Seana 
truck available at prices that really SAVE YOU 
MONEY. FAST DELIVERIES. WHITE 
RIVER DISTRIBUTORS, INC. Phone 570, 
Batesville, Arkansas. 





NOR-TEX “PACKAGE UNITS” SAVE 
TIME AND MONEY. They earn more! They 
cost less! We will mount this 1400 WG U-69 
Twin Delivery Unit on a new truck of your 
choice or on a truck you now have for only 
$1,935.00 (Excise Tax paid). The unit is 
equipped with high flow piping. Delivers more 
gas in less time. Has trim skirting, P.T.O. spline 
jack shaft, Viking mechanical seal pump, 50 ft. 
filler hose and ICC lights. Painted white enamel 
over red oxide. Call NOR-TEX PRODUCTS 
COMPANY collect, C-5416, Denton, Texas. 








FOR SALE: 1 - 1951 CHEV. 2-TON 2-SPEED 
bulk truck with a 1150 single barrel U-69 pro- 
pane skirted tank, Viking pump, Pittsburgh me- 
ter, good condition for $2150.00. Phone 2-2121. 
Superior Deshler Propane Co., Edgar, Nebraska. 





FOR SALE: 1564 GALLON, TWIN BARREL 
Propane Truck mounted on 2%-ton Dodge 
WJ58, Ensign carburetor, skirted, side com- 
partments, fuel tank, Smith T3 pump, fire ex- 
tinguisher, 50’ hose. Ready to deliver gas. 
$1500.00. National Butane Gas Co., Geneva, IIl. 


TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER. 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 








PROPANE 
DELIVERY TRUCK 


Brand new, 1956 Chevrolet chassis and 
1200 WG twin or single tank, piped 
complete with Viking mechanical seal 
pump, PTO, shaft. 50’ filler hose, paint- 
ed, with lights. READY TO USE, in- 
cluding Fed. Excise Tax, ONLY— 


$3,678.00 — 25% Down 
Balance 24 Months 


Other sizes of new tanks, with or with- 
out chassis, 600 to 2300 WG. Several 
late model USED PROPANE 
TRUCKS, 1100 to 1800 gal. in stock. 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 
Phone 570 
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FOR SALE - TRUCKS - TRAILERS - Cont. 





FOR SALE—TANKS, CYLINDERS - Cont. 


PROFESSIONAL SERVICES 





TRAILER PARK SPECIAL: 750 WG PRO- 
pane tank with side cabinet and cylinder rack, 
space to mount scales, mounted on 1956 Chev., 
dual rear tires, $2,915.00. Plumbing, meter, etc., 
extra. Also ideal for bulk deliveries. EASY 
TERMS. White River Distributors, Inc., Bates- 
ville, Arkansas. 





GOOD USED SINGLE BARREL BOBTAIL 
1690 gallon W.C., 200# W.P., 1952 F-6 
Ford. New Smith 2%4-inch pump, P.T.O. 
Ensign carburetor, complete with hoses, 
ready to deliver propane. $1800.00. 


UTAH-COLORADO GAS CO. 


P. O. Box 348, Vernal, Utah 








FOR SALE: 5000 TO 5500 W.G. U69 
Tandem Propane Twin Barrel Trailers. 
Choice of 16 with 50% 10 :20 tires, air brakes. 
Now operating. Texas R.R. Commission, 
ICC, ASME approved. Delivery will be 
made to most northern cities for $200. Write 
for pictures, details. IRVIN F. NELIS 
ASSOCIATES, P. O. Box 14472, Houston 
21, Texas. 








FOR SALE: 100# CAPACITY USED 
Hackney Pressed Steel ICC cylinders with 
valves. Excellent condition. $10.95 F.O.B. Iowa. 
Reply Box 1130, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 


SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 
Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 











INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 











OVER 2000 TRACTOR AND MOTOR 
FUEL TANKS CURRENTLY 
IN STOCK 


Write for WEEKLY stock lists. 


WESTERN TANK & STEEL CORP. 
Box 1013 
Lubbock, Texas 














FOR SALEy— MISCELLANEOUS 





DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
men and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 














FOR SALE — TANKS - CYLINDERS 


FOR SALE: SEVERAL HUNDRED 60# 
ICC cylinders at $3.00 each. Reply Box 115, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif. 


STORAGE TANKS 
Available Immediately 

In the following capacities : 1000, 2000, 
3000, 5000, 6000, 8000, 10,000, 15,000, 
18,000 and 20,000. Your choice of 46” to 
96” diameter. Write, wire or call Lubbock 
Machine & Supply Co., Inc., P. O. Drawer 
1589, Lubbock, Texas. 














ABOVE GROUND 
PROPANE SYSTEMS 


We manufacture a complete line 
of above ground propane tanks, 
approved for all states, in sizes 
ranging from 115 W.G. to 1,000 
W.G. Free delivery within our 
trade territory, and financing of 
all types available. 


WRITE FOR PRICES. 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 
Phone 570 








FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 


DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or: large quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Oak Park, IIl. 


FOR SALE: 2 - HG-6 GASAIR LP-GAS 
direct-fired combination vaporizer-mixers, 25M 
cu. ft. capacity each; 1350 to 1400 Btu pro- 
pane-air mixture at 314 psig back pressure. Both 
in excellent condition; used only two seasons. 
Best offer will be considered. Write Mr. M. 
Shields, Gustin-Bacon Manufacturing Company, 
Kansas City 5, Missouri, or phone HA 7788. 











FOR SALE: BOTTLE CARRIER, 36-100# 
bottle capacity. Low sides steel construction. 
Never been used. Fits 1% T or 2 T truck. Enid 
Propane Co., 3205 No. Enid Blvd., Enid, Okla. 





SERVEL GAS REFRIGERATORS 
CLEAN — ALL CHECKED OK 
5 aS $15.00 each 


In lots of 50 or more. 
FRED A. BROWN COMPANY 
100 E. Allegheny Avenue 
—- 34, Penna. 

Est. 19 REgent 9-1130 








SERVEL Gas Refrigerators 


Used, guaranteed in good condition. 
Clean, attractive, complete. 


M400 4 cu. ft. at $15 
M500A 5 cu. ft. at $15 
S400A 4 cu. ft. at $30 
BN600A 6 cu. ft. at $42 


MINIMUM SHIPMENT 12 — LOW 
DELIVERY COST ANYWHERE 
BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. 


Flushing 58, N. Y. 
Phone FLushing 7-616] 








Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, 
Kansas, Louisiana, Mississippi, New Mexico, 


L. P. GAS 
INSURANCE 


Arkansas, Arizona, 


Oklahoma and Texas. 


P.O. Box 1662 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 


Earl W. Gammage, President 


Georgia, 


Houston, Texas 








OWNERS OF L. P. GAS 
OPERATIONS WISHING 
TO SELL 


Federated Petroleum Services, Inc. Offers 


A 


— 


bo 


ow 


+ 


wn 


a 


Complete Listing Service At No Cost 
Sale Not Completed. 


. Qualified buyers interested in L. P. 


Gas Operations. 


. Professional L. P. Gas Sales Person- 


nel to*assist in negotiations. 


. Professional accountants with L. P. 


Gas experience to prepare required 
financial reports. 

Professional engineers to prepare re- 
quired evaluation reports. 

Attorney to assist on all legal docu- 
ments. 


. Assistance in arranging financing. 


Write or call for details : 


FEDERATED PETROLEUM 


218 West Mifflin St. 
Phone: Alpine 7-2870 


SERVICES, 


Sales Office : 


INC. 
Accounting Office: 
300a Broadway 
Hannibal, Mo. 
Phone: 4747 


Madison, Wis. 














This is an example of the attention getting 
type faces available in display ads in the BPN 
Classified Section. Cost is only $12. 00 a col- 
umn inch per issue, an ad this size (3”) is 
$36.00. The large lines above are set in 18 | 


SELL MORE 
with Display 
Classified 
Ads 


Other available sizes are shown below. 


l 


Body type is set in 7 pt like this: sample. An | 


4 POINT DISPLAY © 
12 POINT DISPLAY 
10 POINT DISPLAY 


average of 7 words to the line. 
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PROFESSIONAL SERVICES - Cont. 





PROFESSIONAL SERVICES - Cont. 


MISCELLANEOUS SERVICES | 











BUYERS OF L. P. GAS 
OPERATIONS 


Federated Petroleum Services, Inc. Offers 


A Complete Listing Service For Your 
Convenience At No Cost To You. 


-_ 


. Accounting reports prepared by pro- 
fessional accountants with L. P. Gas 
experience. 

2. Engineering reports prepared by pro- 
fessional engineers. 

. Personnel experienced in the L. P. 
Gas field for consultation and assis- 
tance. 


w 


> 


Cooperation in securing financial as- 
sistance if required. 


Write or call for details : 


FEDERATED PETROLEUM 
SERVICES, INC. 


Sales Office: Accounting Office: 
218 West Mifflin St. 300a Broadway 

Madison, Wis. Hannibal, Mo. 
Phone: Alpine 7-2870 Phone: 4747 








L. P. GAS INSURANCE 
SPECIALIZED 
INSURANCE SERVICE 
TO COMPLETELY 
PROTECT YOU 
Write or Phone 


J. J. McCARTHY 
INSURANCE 
AGENCY 
422 Connell Building 
Scranton 3, Pa. 
Phone Diamond 3-125] 











BUSINESS RECORD FORMS. ALL- 

WEATHER EZE-SNAP delivery invoices, for 

use when making LP gas metered truck deli- 

veries. 1000 sets (3 part) imprinted with name, 

address and telephone. $17.50 per 1000 sets 

DEGREE DAY SYSTEMS, WOODSIDE 77 77, 
¥, 





CLIENTS OFTEN INCREASE PROFITS 
2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures. 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Management Coun- 
selor, 821 Crofton Ave., Webster Grove 19, Mo. 





KRAFTBILT BUSINESS RECORDS IN- 
crease your profits—improve your credit—help 
boost sales. That’s why KRAFTBILT LP-Gas 
Forms are used by more LP-Gas dealers than any 
others. Simplify your office work—use KRAFT- 
BILT simplified forms. Approved by your Assso- 
ciation. Highly recommended by outstanding LP- 
Gas suppliers. Don’t wait! Send postcard now 
for LP-Gas Form Catalog. ROSS-MARTIN 
CO., P.O. Box 800-S, TULSA 1, OKLA. 














If these changes are undertaken, it 
will be best to use the gasket that fits 
the head, which is the one made for 
the 272-cu in. engine. It is obvious 
that the fuel for engines converted in 
this manner should be straight pro- 
pane for the higher ratio, and not too 
much butane could be tolerated in a 
mixed fuel for the lower ratio, 

Since the Torque King engines 
have the same bore as the Mercury, 
presumably the Mercury heads will 
fit these truck eingines. On account 
of the longer engine stroke, the Mer- 
cury heads will give approximately 
one-half ratio higher than on the pas- 
senger car engine, with the following 
results (Mercury has three compres- 


Mercury C. R. Torque King C. R. 
8.0:1 8.5:1 
8.4:1 8.9:1 
9.0:1 9.5:1 


The Cargo King Special and the 
Torque King Special models have 
four - barrel carburetors, while the 
regular models get along with two 
barrels per carburetor. Built-in gov- 
ernors are included in the carbure- 
tors of all of these models, and the 
two larger Power King trucks. Vac- 
uum distributor control is used on 
the entire Ford line. These factors 
complicate the conversion problem. 
If the carburetors are replaced with 


not include provisions for the igni- 
tion control, it will be best to substi- 
tute a Mallory distributor rather 
than try to cobble up a means of op- 
erating the Ford distributor. The 
simplest means of all will be to use 
an adapter attachment on the Ford 
carburetor air horn, and leave the ig- 
nition and governor equipment as is. 

The Torque King Special has a spe- 
cial fresh air intake, which permits 
the carburetor to draw cold air 
through a scoop in the hood. This 
may be mixed with warm air from 
behind the radiator, by means of a 
manual control operated by the driv- 
er. For conversion jobs this equip- 
ment would be worth while on any 








sion ratios for 1956): straight butane corburetors that do model. a 
1956 FORD BASIC TRUCK ENGINE SPECIFICATIONS 
Displace- Compression Horsepower Torque 

Engine ment Bore Stroke Ratio (at rpm) (at rpm) 
Cost Gutter Sites ios cc. 223 3.62 3.60 7.8 133 at 4000 202 at 16-2600 
Power King Y-8... sags 272 3.68 3.30 7.8 167 at 4400 260 at 21-2600 
Heavy Duty Power ‘Kine y- 8. Retr 272 3.68 3.30 7.6 158 at 3800** 247 at 20-2800 
Heavy Duty Power 

King Special Y-8*.................. 272 3.68 3.30 7.6 168 at 3800** 259 at 21-2900 
Cargo: Ringers 61623. oo. 302 3.62 3.66 TS 175 at 3800** 279 at 20-2600 
Cargo King Special Y- cpa Nea 302 3.62 3.66 7.5 186 at 3800** 286 at 21-2700 
Torque King Y-8.................-....-- a36 3.80 3.66 Se 190 at 3800** 306 at 20-2600 
Torque King Special Y-8*.......... 332 3.80 3.66 ae 200 at 3800** 316 at 21-2700 


*Equipped with a four barrel carburetor. 
**Governed engine speed. 
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Endorsed our policy 
of selling WHOLE- 
SALE ONLY 
Endorsed the flexibility 
fo) Ie) 0) ©) NAM oo) A Te (=o Ml oh 
our vast underground 
storage installations . . 
Our huge fleet of tank 
cars... Our many plants 
producing highest quality 
LP Gas 
relate Male hU-M at) l-Tat-to Relive MUNT-to| 
the specialized business and 
engineering know-how of 
Anchor's men 





aks, LPS WMen.. 


Your acceptance has enabled Anchor to continue to grow, 


to expand facilities, to maintain leadership in service to you. 
OUR PLEDGE: To continue to give you the best service and the 


best gas available; to work with you to your very best interest. 





ANCHOR 


PETROLEUM COMPANY e- TULSA 


SALES OFFICES: Des Moines, Shreveport, 
Toledo, Houston, Long Beach, Okla. City, Midland, Texas, 
San Francisco, Fresno, Seattle, Salt Lake City, 

E. Patterson, N. J., Hattiesburg, Miss., 

Macon, Ga., St. Paul, Minn. 





+ 
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W. A. BADEN, President, Anchor Petroleum Company 
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THE SPRAGUE METER COMPANY : — 
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- BRIDGEPORT, CONN. 


SAN FRANCISCO, CALIF. 











HOUSTON, TEXAS 


ee 


LOS ANGELES, CALIF. 











